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Make the Sale COMPLETE 


Handle Everything Your Customers 
Need for Home Meat Curing 


Many enterprising merchants not only 
sell their customers knives, saws, scrap- 
ers, cleavers, meat grinders and other 
supplies — the obvious hardware items 
they'll need for butchering — but the 
actual curing ingredients they’ll need 
as well — Morton’s Tender-Quick, Sugar- 
Cure and Sausage Seasoning. These prod- 
ucts go with the other home-butchering 
items you handle as ham goes with eggs. 


Attractively packaged in self-contained 
- units, Morton's Tender-Quick, Sugar- 
2 Cure, and Sausage Seasoning are easy 
; to handle and quick to sell when shown 
gin the “home-butchering” display you 

usually have about this time of the year. 

There’s nothing about them to spoil or 

require extra care or attention. 
































“NAVY OILER” 


PAINTED BY WORDEN WOOD 





The Navy Oiler, one of the most important auxiliary ships in the fleet, is 
more vital than ever since this global war is a war of oil and gasoline burning 
engines. The big new Oiler above carries almost twice the oil cargo carried by 
Navy Oilers built just a few years ago. Our Navy’s Oilers require large 
amounts of Rope—you can help us to keep them supplied by urging your 
customers to conserve Rope and reorder only when necessary. 


[he illustration is from the “AMERICAN” SERIES OF UNITED STATES 
NAVAL VESSELS. Write for a full-color reproduction suitable for framing. 








AMERICAN MANUFACTURING COMPANY 


NOBLE and WEST STS., BROOKLYN, N. Y. 


ROPE TWINE PACKING OAKUM 


WESTERN FACTORY: 


ST. LOUIS CORDAGE MILLS 
YW ge ST. LOUIS, MISSOURI 
MAKES SALES OFFICES: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphia 
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Who Else..... 


wants to ring up RICH PROFITS selling 


CHIMNEY 
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; LITERALLY THOUSANDS OF DEALERS 
4 
ARE HARVESTING A (of of Dollars 
| WITH AMERICA’S BEST KNOWN 
s Soot Destroyer 
TO DEALERS SELLING 
CHIMNEY SWEEP 
More eloquent than any 
sales talk are the REPEAT 
H ORDERS flocking in TO DEALERS 
every day. Dealers are NOT YET SELLING 
doing a spectacular 
, business with CHIMNEY 
} SWEEP. Thousands of 
4 radio messages on It's a@ shame for yow NOT to : 
4 America's outstanding — Profits reo “yg = Ps 
; stations are sending with culmnay sweer ee. 
4 people in droves to buy the product that SAVES Everywhere housholders are 
4 HEAT—SAVES FUEL. It's the “hottest item in panere WP — effec- 
5 Hardware today. iveness © 's amazing 
To step up your sales, display CHIMNEY SWEEP = — Bg Hag 
prominently. Rack up the cans! Use our ‘‘buy- vitally interested in saving fuel. CHIMNEY SWEEP cleanses the 
appealing” point-of-purchase material on your heat-wasting soot from the furnace walls, boiler tubes and flue 
counter and in your windows. Above all, avoid war- cleer eh Aen yh ¥ thes saving P =a saving HEAT, 
time delays. GET THAT REPEAT ORDER IN TODAY! ttituimuru: 
‘ 
a No. 1896 KEY DEALER ASSORTMENT This popular combination includes everything you need to 
4 do a “bang-up” job on CHIMNEY SWEEP. Here is what you get in two specially packaged cartons: 
: ° . Trial si tail val 6.96 
1. 2 doz. Trial size 12 oz cans—Retail value $ OPEN STOCK 


OS ic ASS ia gH ee ce 











2. 1 doz. 48 oz. cans—Retail value 
Total Retail value 


3. . | ta YOUR PRICE ONLY 
REE ...... $17.38 
DEAL . A striking Window Display, a * 


colorful. Counter Display Card and Hand 
Circulars or Mailing Enclosures. 








LIST PRICES (For Best Discount Order in Case Lots) 





R il 
Size Per Case Cw. Per Doz. ovine 


48 oz.—Standard | 1 doz. |45 ibs.| $12.00 | $1.00 Ea. 
12 oz.—Trial 2 doz. | 24 Ibs. 3.48 .29 Ea. 
6 Ibs.—Economy | '% doz. | 43 Ibs. 22.68 | 1.89 Ea. 
































G. N. COUGHLAN CO. manuracturers - west ORANGE, W. J. 
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STANLEY HARDWARE 
for WINDOWS, BLINDS and SHUTTERS 
of the 194(X) home 














Many people argue happily 
about the method of construction 





and appearance of the house of 
194(x). 


There may be more windows, 





to make better use of sunlight... 
but there will certainly be win- 





dows with their blinds or shutters. * 


In the Stanley line there are 7 
many items of window, blind and 





‘shutter hardware that you can 
profitably sell when this after-vic- 
_. tory market develops. The Stanley 
’ Works, New Britain, Connecticut. 
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ndows, The lamp that paints a 


ght... ° 
win} bullseye on Axis planes! 


utters. 

. . 1 Ever wonder how our gunners can fire accurately at 

ae are * 400 m.p.h.? One reason is a new kind of gunsight. In- 

nd and stead of straining to hold the enemy in your sights as you 
would with a rifle, you see a ‘‘bullseye’’ of orange light 

9u Can ... apparently painted right on the enemy plane! The 


. diagram below shows how it works. 
ter-vic- Be 


stanley 
cticut. 





2 The problem G-E had was to de- 

* velop a new lamp for greatly in- 
creased brightness. Combat experience 
showed that the image had to be 
bright enough to show up against 
Sahara sands or bright clouds. Gun- 
sights now are being equipped with a 
lamp G-E developed especially to 
meet these conditions. 














A tough job... but 


| 2-COLOR DECEMBER Min & *no tougher than 


many which G-E re- 


This ad appears in two colors in Dec. 
13th Life. Other G-E lamp ads ap- 
pear in the December issues of these 
magazines: Dec. 4th Saturday Eve- 
ning Post, Dec. 3rd, 17th and 31st 
U. S. News, Dec. 6th and 20th Time 
and Newsweek, Dec. 14th Look, Dec. 
18th Liberty and Business Week, 
Hygeia and True Story. 





7 * * 
Hear the G-E radio programs: “The 


G-E LAMP AD Pe, < ‘. search has had to solve. 


Between the big 
10,000-watt airport 
floodlight and the tiny 
““grain-of-wheat”’ lamp 
for instrument illumi- 
nation are hundreds of 
different G-E lamps 
working for victory. 


G-E All-Girl Orchestra,” Sunday, 10 | the same research that produces G-E lamps used in war is your 
p.m., EWT, NBC; “The World To- h h 1 handl Nl gi 

day” news every weekday, 6:45 p.m., assurance that the G-E lamps you handle will give your cus- 
EWT, CBS. tomers the most light for their money. 














HE BEST INVESTMENT IN THE WORLD IS IN THIS COUNTRY’S FUTURE — BUY WAR BONDS! 
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‘This Advertisement 


is appearing in 


I Toh'a taal ol-tame late! 
December Outdoor 


Magazines 
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Build for the future on 
Northland Quality 


For more than 30 years Northland skis and 
Northland equipment have been manufactured 
to a standard of quality that has won 

us leadership. 





Today, Northland’s ski knowledge and 
craftsmanship are being utilized in the 
manufacture of skis for the armed 

forces. Since military production must come 
first, there may be times when we cannot 
supply all of your demands for some items. 


Post-war skiing activity will bring new 
opportunities for sales and profits to 
dealers who build wisely on the foundation 
of Northland quality. Identify yourself with 
Northland . . . the outlook is bright for 

a lot of profitable business! 








NORTHLAND SKI még. co. 


The World's Largest Ski Manufacturers 
30 MERRIAM PARK « SAINT PAUL, MINN. 
LACONIA, NEW HAMPSHIRE 
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.-- the fightin’est name in America 


Mexico City ... Gettysburg... Little Big Horn ... San 
Juan Hill... the Argonne ... and now, Guadalcanal, 
Tunis, Salerno... 

Since 1836, when the Colt six-shooter became another 
name for justice, Colt guns have helped blaze American 
history ... forge new frontiers... aid the forces of law and 
order all over the world. 

Today, Colt guns are again on the battleline— 
Colt automatic cannon, .30 and .50 caliber machine 
guns, .45 caliber automatic pistols and the famous 
.38 caliber “Commando” revolver. 

Tradition ...quality...craftsmanship. These are the 
sign-posts of Colt superiority which is making itself felt 
the world over — wherever the United Nations are locked 
in battle. 


For their outstanding production line performance, 
Colt employees have been awarded the Army and Navy 
“E” — twice. This is signified by the recently added White 
Star on the “E” pennant which flies over our three plants 
at Hartford, Connecticut. 


To thousands of sportsmen the name Colt means 
record-breaking target pistols and revolvers — “pals” on 
the range and on the trail. 

Peace-time will find a greater market than ever for 
Colt quality target revolvers and pistols. This will mean 
greater sales, greater profits for you. Make sure that this 
epportunity doesn’t pass you by. 


COLT Match Target WOODSMAN 
When peace is won, the Colt Match Target 
Woodsman will continue to be America’s 
favorite target pistol. 





COLT REVOLVERS 
AND AUTOMATIC PISTOLS 


COLT’S PATENT FIRE ARMS MFG. CO., HARTFORD, CONN. 
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Feature ... 
LUND WINTER SPORTS EQUIPMENT 


GO 
Ma 


Gi 


Leading jobbers everywhere carry the popular Lund 


line . . . the only complete jobber line of truly fine skis, snowshoes, Wiz 


e 
toboggans, hockey sticks, and accessories. Most jobbers still SP 7 y 
have the complete line in spite of the large proportion ep "a, / 
of our production which is going to the armed forces. J W 2 
S th 

ee your jobber now . . . remember, you can still Z 
aggressively sell the Lund line and earn steady, 


substantial profits. 


Cc. A. LUND Company 


24 MAIN ST., HASTINGS, MINN., LACONIA, N.H. 
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snug steel hut means solid com- 
fort to a fighting man. On the 

war fronts of the world, U-S-S Steel 
Roofing and Siding Sheets are add- 
ing to the fame won on American 
farms for the protection they give. 
This is one reason why we can’t 
always fill orders for these products 
promptly. But while your farm trade 
makes old equipment last a little 
longer—we are doing all we can to 
help you hold the markets for steel 


roofing and siding you’ve developed 
so successfully. 

Regular advertisements in leading 
farm magazines remind customers of 
U-S-S Steel Roofing and Siding, and 
how good it is. In this advertising we 
tell how the useful life of farm build- 
ings may be prolonged by proper 
care. And we urge farmers to build 
up a fund for the time-saving struc- 
tures they'll need later by regular 
purchases of War Bonds. 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 


United States Steel Export Company. New York 


U°-S°S STEEL ROOFING AND SIDING 
UNMEED STATES STEEL 





Free Plans for Farm Trade 


© Our f 
fers f 


arm advertising also of 


rom you. 
head Start 
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So says the proverb! 


Yet, almost overnight, American shipbuilders— 
“old dogs” at their business—/earned the entirely 
“new trick” of constructing steel cargo vessels and 
war vessels by welding. If they hadn’t, the “bridge 
of ships” that made the conquest of North Africa 
and the invasion of Europe possible would still be 
just a pipe dream. 


Contributing much to the shipbuilding industry’s 
phenomenal production records is the “researched 
line” of McKay Welding Electrodes, a preponder- 





ance of which now goes into all-welded ship con- 
struction. 

In addition to these McKay Electrodes of Stain- 
less, Alloy, or Mild Steel for every welding purpose, 
McKay Chain—its production stepped-up more than 
400%—plays a vital role in maritime uses; and 
McKay Tire Chains help maintain the efficiency of 
both civil and military transportation. 

It’s no “trick” to learn how the McKay line can 
speed your production schedule. 

. Simply write us! 


GENERAL SALES OFFICES: YORK, PA. 





WELDING ELECTRODES... 


PITTSBURGH, PA. 


COMMERCIAL CHAINS ... TIRE CHAINS 





We ve heard all about it, 
That we ‘d See with delight 
The big twinkling carpet 


O; a city a-light! 


Now 7+. my sister and I 
Wait still in the dark, 
See only the blackness eee 

And hear the guns bark. 


a) . . . 
But Christmas is coming 
-~ 


And with it the thrill, 
The promise of Peace 
And to all men Good h ill. 


For one night will come 


W hen all men are free 


The whole city will twinkle 


For sister and me. 


Now— Noma Toys! Ask dealers about fascinating NOMA WOODIES 
.. . Clever Trains, Trucks, Autos .. . full of fun. Also amazing 
Walking Dog. . . just pull his leash! 


Noma Lights Will Be Back! Their brilliance and gaiety will enliven 
millions of homes again at war's end. Now their materials go to- 
ward Victory. (A few dealers still have Noma Christmas Lights.) 


NOMA ELECTRIC CORPORATION 
NEW YORK CHICAGO SAN FRANCISCO TORONTO LONDON 
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we predict 
-=- for Myers L 


A ae 


tic times are on the way! Just as you are planning for the good 

days ahead in your business, so are we getting ready for them. 
Neither you nor we can permit present wartime shortages to dim, 
tor one moment, our vision of the big opportunities of the future. 


For many months, we've been planning ... and we predict that our 
complete postwar program and new developments will more than 
meet your highest expectations. Take our word for it, a Myers 

franchise and Myers leadership will continue to provide your great- 
est possibility for profit in the water system field. 


THE F. E. MYERS & BRO. CO., 173 Orange St., Ashland, Ohio 


PUMPS © WATER SYSTEMS © SPRAYERS ° 
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HAY UNLOADING TOOLS 





Wonder how many 


WAR BONDS _. we caught 
this week 2 Bill? 


a) 
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ii 
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BLAKE & LAMB STEEL TRAPS 


@ Hundreds of tons of fat supplied by fur-bearing animals are being con- 
verted into nitro-glycerin for shells—to grease the skids for the AXIS! 


Which is one of many reasons why we wish it were possible to supply 
the demand for BLAKE & LAMB Steel Traps — even in times of war. 


“The Steel Trap of the Hardware Trade” 


THE HAWKINS COMPANY 


AMERICA’S OLDEST TRAP MANUFACTURERS 
SOUTH BRITAIN, CONNECTICUT 
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RIGHT! JOn! 


WAR IS HELL! 
And By Joe 
we’re starting. 
NOW to do 
More and More 44 
to Back You Up—%@ 


‘ —_ a 


ULE 


THE WAR COMES FIRST AT K ATZINGER'S 
BUT WHEN THE WAR LETS UP 


That's the simple explanation of why we have had nothing to offer the trade fa 





months. But, as soon as war conditions permit, we'll be on hand first to offer you 
the best in kitchen tools, tinware, cutlery and other housewares. Meanwhile we're 


concentrating on the war effort to help speed that day. 


EDWARD KATZINGER COMPANY «+ CHICAGO 39, ILLINOIS 
A & J KITCHEN TOOLS © £&GG BEATERS ¢ CAN OPENERS  STA-BRITE TABLEWARE 
EKCO, OVENEX AND PLAIN TINWARE @ GENEVA FORGE CUTLERY © KATZINGER FLASHLIGHTS 
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NEW! Wirretcican 


Plastic Protected UNIVERSAL” 


) 


Protected inside and out by NEW 
Exclusive permanently Baked on 


“PLASTIC-PERMACOTE” 


@ New plastic armor insures longest 
life. Prevents rusting and other cor- 
rosion from various water condi- 
tions. ONE-PIECE Steel J-Bend 
most durable and leak-proof. 


@ Engineered to same dimensions as 
finest traps in use. Swivel C. I. EI- 
bow allows universal applications. 


ee ‘ 
A wartime 
development 
that will lead 
the field in 


peace time! 


Ideal for Replacements 


@ Not only for new installations. With- 
out change of rough-in, use new 
American to replace worn or defective 
traps. SAVE INSTALLATION TIME! 


@ Exceptional eye appeal. 

@ Compare favorably in price with 
greatly inferior units. Two Sizes: Sink 
14%,” x 114”; lavatory 114” x 1%”. 
Send for literature and details. 


BRANCH OFFICES IN PRINCIPAL CITIES 


J. M. Butts Co...Bona Alien Bidg. 
Atlanta, Ga. 


J. M. Kane.......P. 0. Box 1552 
Fert Werth, Texas 


J. W. Purecell..1306 Stewart Street 
Seattle, Wash. 


Mitchell Love. .712-16 No. 16th St 
Philadelphia, Pa. 


Potter-Roemer Co...2432 E. 8th St 
Los Angeles, Cal. 


Clyde Cary....... 
San Francisco, Cal. New York 


Products Preferred, Inc 
47 Kemble St. 
oston, \. 


Paul R. Spencer Co...4000 York St. 
Denver, Colo. 


John G. Kelly, tne., 24-14 Bridge 


708 Market St Plaza, South, Long Island City, 


CANADIAN DISTRIBUTORS—W. H. Cunningham & Hill, Ltd., 269-271 W. Richmond St., Toronto 2, Canada 


AMERICAN MOLDED PRODUCTS SALES co. 


ORIGINATORS AND PIONEERS OF PLASTIC PLUMBING SPECIALTIES 


1758 N HONORE ST. 


16 


(1600 North, 1800 West) 





P TRAPS 


Other Unequaled 
“INDESTRUCTO” 
Plastic Plumbing Specialties 


TANK FLOATS 
tr 


TAIL PIECES 


~ a 
ye 


STOPPERS 


B 
Pt 
"4 


or 


PLASTIC ae SPUDS 


<ee 
Se 4 2” 


FLUSH ELBOWS 


PLA sTic FLUSH VALVES 
Z 
* 


Oe 


TANK ree GUIDES 


CHICAGO 22, ILL. 
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“OLD FASHIONED” 
CAST IRON CHROME 
COOK-WARE 


@ °° THERE’S A 
GOOD “OLD FASHIONED” 


PROFIT OPPORTUNITY 


COMING YOUR WAY! 


@ It’s true! You can’t get “Old Fashioned” Cast Iron 
Chrome Cook-Ware now! Auto City Plating Company, 
manufacturer of “Old Fashioned,” is at present manu- 
facturing and finishing parts for war planes. That’s as 
it should be. 


But remember! There’s a day coming . . . Victory Day! 
And when it arrives you'll again find “Old Fashioned” 
moving across the sales counters of progressive hardware 
merchants everywhere. You'll again find “Old Fash- 
ioned” appealing to the nation’s housewives because of 
its superior cooking qualities, its easier cleaning and its 
attractive beauty that harmonizes with the decorative 
scheme of any kitchen. 


In planning your future selling program, don’t over- 
look the unusual sales possibilities of this post-war 
profit maker. Write now for details. 


BUY WAR BONDS 








KEEP ON BUYING “cw 


your \ uu to Cc f 
U. S. WAR BONDS momete em n ~ 
- ble =att- 
AND STAMPS as Toys You'll be ® wrthout Pon War Bond’ 
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He did nerd. 
v 
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See what a job this latest Taylor ad is doing for 
you! By explaining in an entertaining way what Taylor 
is doing to help win the war, it tells your customers why 
your store isn’t full of Taylor merchandise now— and 
why Taylor Accuracy will be their best instrument buy 
after the war! Taylor Instrument Companies, Rochester, 
N. Y., and Toronto, Canada. 


This ad appeared in Nov. 15th Time, Oct. 30th New Yorker, 
Nov. 13th Business Week, and January Parents’ Magazine. 
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ACCURACY FIRST 








IN HOME AND INDUSTRY 
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"Finally succeeded in getting Hon. sample 


American Fence” 





pe a rugged fence all right. That’s 

why you’ve always been enthu- 
siastic about recommending it to 
your customers—why there’s more 
long-lasting American Fence in use 
on farms all over the country than 
any other brand. 


Lately, your job hasn’t been easy 
—keeping customers satisfied when 
sometimes there isn’t enough fence 
to go around. You’ve handled this 
situation remarkably well. But you'll 
be glad—and so will we—when we 
can finally supply you with U-S-S 
American Fence in real quantities. In 
the meantime—here’s a suggestion 
we would like to make: 


DECEMBER 9, 1943 





USE THESE 3 GOOD-WILL BUILDERS 


1 Keep on distributing as fairly as 
possible the limited quantities of 
fence we are allowed to send you for 
your farm customers. 

2 Remind customers of the reasons 
for the shortage of farm fence. But 
tell them the picture may change 
any day and promise to keep them 
up to date on new developments. 

3 Give all fence users a copy of our 
new, illustrated book, “How to Make 
Your Fences Last Longer.” Farmers 


get a lot of valuable help from the 25 
suggestions for proper fence care in- 
cluded in this book. If you need addi- 
tional copies, write: American Steel 
& Wire Company, Room 404, Rocke- 
feller Bldg., Cleveland, Ohio. 

Attention to these things will help 
you cash in on the big volume of 
business waiting even now for the 
day when there will again be enough 
good American Fence — and other 
wire products—for everyone. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


US'S AMERICAN FENCE 
7heed more tn we Than tiny Rhee brant 


UNITED STATES STEEL 








The National line still serves— 
though only to a limited 
extent on the home front 





First call is for assuring a 
quick victory; after that we 
pledge to supply you. again 
with every product of this 
distinctive line of National 
builders’ hardware. 


Research and inventive gen- 
ius have been steadily march- 
ing on, resulting in new de- 
signs, improved materials 
and advanced production 


methods. 


Natisnal | 


There is still available in 
limited quantities a long list 
of hardware products for 
essential building and prop- 
erty maintenance. We shall 
be pleased to send you a 
copy of this list if you do 


not already possess one. 


Be sure to avail yourself of 
every opportunity to supply 
hardware for government- 
approved projects. This 
profitable business is prov- 
ing a timely expedient for 
dealers to keep valuable 
trade contacts until the fast- 
approaching period when we 
can again supply every stock 
requirement of our many 
loyal dealers. 


NATIONAL MANUFACTURING COMPANY 
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STERLING 
ILLINOIS 
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\ CALLYOURJOBBER 


For These Other 
So-Lo PROFIT-MAKERS 


kkk 


Til Xela ecibaeeViliceliiirectiil-vine 


e Waterproof 
e Washable 
] @Non-Skid 
| eEasy to 
Apply 
9x18 FLAT 
Retails..10c 


9x18 NOSING 
Retails..20c 


9x24 NOSING 
Retails..30c 


A BIG 
SELLER! 


kkk 
PORCELAIN GLAZE 


Whitens chips, 
cracks, dark spots 
on porcelain or 
enameled sur- 
faces. 

Retails...+-.10c 


* x* 
BLUE BOND 
RUBBER 
CEMENT 


World’s Largest 


So-Lo Kit containslarge 
can of So-Lo Plastic, 
tube of So-Lo Blue Bond 
Rubber Cement, and 
Roughener. Retails 
for 29c. 


WHITENS ie: Space 
OARK SPOTS 


QUICK! EASY! 





At last we can announce that we can 
make immediate shipment of large quan- 
lities of famous So-Lo Repair Kits! To- 
day we are nearly caught up with orders. 
We have a huge stockpile on hand, and 
we are rapidly building up our inventory. 
Now we can keep pace with the remark- 


FEATURE FOR PROFITS 





able sales So-Lo is enjoying everywhere, 
from coast to coast. Stores will welcome 
the news that they can now depend on 
this accepted, fast-seller to satisfy the 
mounting demands of their customers. 








Selling Rubber 


Nationally Advertised! 


Cement 


Retails.......-10¢ 


SO-LO is a household word in millions 
of homes, factories, offices, repair shops, 
and on millions of farms. One happy 
user tells another. And year after year 
So-Lo has been advertised in the key 
magazines to tell the So-Lo story to 





xk*k* 
RUBBER- 
TO-METAL 
CEMENT 


Attaches rubber to 
metal, glass, wood, 
cansaneaal etc. 
me §=—Retails for... ..10¢ 


kkk 
IMMEDIATE 
DELIVERY 


ANY QUANTITIES 


OF THESE FAST 
SELLERS! 
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currently used follows: 
Better Homes & Gardens 


Popular Mechanics 
Parents’ Magazine 
New York News 
Popular Science Monthly 
Farm Journal 
Outdoor Life 
New York Mirror 
Christian Science Monitor 
Field & Stream 
Capper’s Farmer 
Successful Farming 
and many others 





all America. So-Lo ads make sales for 
you. A partial list of the magazines 


Pathfinder zrit 








Loveland, Ohio 


For 15 years So-Lo has been the 
quickest and best way to repair 
anything made of rubber, leather, 
and cloth. The war introduced 
So-Lo to millions of new users, sud- 
denly faced with the need to keep 
in repair their rubber tires, shoes, 


raincoats, boots, and hundreds of - 


otherarticles. Morethan 20,000,000 
packages of So-Lo have been sold. 
For you, So-Lo means certain, 
constant profits—-AND NOW YOU 
CAN GET ALL THE SO-LO YOU 
CAN SELL—IMMEDIATELY! 
Act now to stock up with So-Lo! 





MILLIONS USE 


and all articles 
made of rubber, 
leather, cloth 








See ees see eee eee eee eee eee 


So-Lo Works, Dept. G-31, Loveland, Ohio 


Gentlemen: 
Please ship me at once 


So-Lo at $2.32 per dozen. Bill 


Name 
Address 
City 


Jobber 


SERVICE 


dozen 29¢ 


through my jobber. 





Jacuzzi Injector Type Pumps 
are designed for both shallow 
and deep wells, drilled or 
driven, sizes 2” or larger, lifts 
up to 300 feet. They are used 
in agricultural irrigation, do- 
mestic water systems, and by 
many industrial plants. * A 
profusely illustrated catalog 
is available on request 


Solicited 


YOU 


DANIEL BOONE! 
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A lot of industrial distributors are 
doing some tall thinking these days. 
Maybe it goes something like this: 


We're all in the midst of the most tur- 
bulent mess this old world has ever 
brewed. Your customers have been 
yelling bloody murder for delivery— 
delivery — delivery — and you in turn 

have been singing the same wail to your suppliers. 


The going is still tough—but a little sunshine is beginning to show 
around the edges. 


Perhaps the stresses and strains of trying to keep afloat during a 
global war have thrown a new light on post-war alignments. 


Maybe it would be worth while for you to check into the DURO 
Story—and learn how this organization did its level best to treat 
its distributors fairly during the most feverish sellers market the 
world has ever seen. 


Maybe it would be profitable to learn why the statement “DURO 
design means better value for your customers” is a fact and not 
just a selling story. 


Out here at DURO—where our facilities are devoted exclusively 
to the making of quality tools—there are some important things in 
the making—things that can mean a great deal to any distributor 
in the light machine tool field. . 


So—before you choose up sides—it will pay you to hear the 
DURO story. Just drop us a line—and we'll arrange it. 


LU: de BIROORIAS 


1 9: CO > @ O. @ ey OF OP Fame OP O'S E38 EOD | 


DURO METAL PRODUCTS CO., 2667 N. KILDARE AVE., CHICAGO 39, ILL 


ALSO MAKERS OF DUWRO HAND TOOLS 
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That’s what Glenwood dealers — dealers who know 
Glenwoods —are writing us. Off the market for over 





a year because of war orders, Glenwood ranges are 
back, and Glenwood dealers are once again proudly 
and confidently selling them. For they know that 
customer satisfaction is as vital today as ever — that 
gained now, through high quality merchandise, it will 
pay dividends — not only today, but tomorrow. 


Tanks 
ridge , e e ° ) 
yt Novy You will like selling these new Glenwoods. In appear- 


ance, construction and performance they keep to the 
high basic standards set by Glenwood over 60 years 
ago. Ration certificates may limit quantity — but the 
only limit on quality is the BEST you can obtain. 
Offer your customers the most for their—and your— 
certificates. Use your certificates for Glenwoods. 


Write today for complete details 
GLENWOOD RANGE COMPANY 


Taunton, Mass. 
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Rods 37-49—-Combinaticn Model 34-43—ForCoalor = model 5000 — Cabinet Model 621-6 — Coal and Gas 
Gas Range — Kitchen Heater. Wood. Durable Cast-Iron Heater for Hard or SoftCoal. Duplex. Extra Large Oven 


Hi-Low Top Burners, Hi-Speed Const-uction with Big > at : ¥ 
Oven and Draw-Out Broiler. High-Speed Steel Oven. ae ee : Fag vital pov Top Burners, 
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Wiring diagrams in the fotm of Meyercord Decalcomania 
serve the armed forces on a wide variety of strategic combat 
equipment. Engineered to withstand grueling atmospheric con- 
ditions of the Tropics, the Arctic, the Stratosphere, Meyercord 
Decal diagrams stay ‘‘put’’. While easy to apply, they eliminate 
the danger present in “‘easy-to-come-off’’ paper and glue type 
diagrams. Complete immersion will not destroy their legibility or 
adhesion. They are washable, durable, vibration proof, and c can 
be produced in any size, design or colors. 


Wiring diagrams, stowage charts and spare parts listings are but 
a few of the thousands of war uses for Meyercord Decalcomania. 
Their use for nameplates, instructions, insignia, etc., on com- 
bat vessels, tanks, planes, communication and other fighting 
equipment saves time, money, weight and metal. Send for com- 
plete literature. Address your inquiries to Department 1112. 


Speed Vietory-Suy War Sounds 


MEYERCORD DECALS 
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SOLVE your HEATING 
PROBLEM witn THis 


HUMID-AHEET Circulator 


A circulating type Coal-Wood 
Heater designed for efficient 
economical heating. 18 fire 
pot. Ample capacity for the 
average home (7000 cu. ft.) 


ii SUPER HEATER DOME 
\_- “Patented” Super heater Dome 


produces intense heat due to 
we api! extended fire travel and large 


. heating area—resulting in 
. Sul \\Za 7 more heat with less fuel. 
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I SAVE FUEL winarms 


APPROVED GLASS LINED’ 


COAL: WOOD RANGE 


This government-approved MONARCH 
Range is quality built 


. It has the basic 
features of MONARCH construction (see 


features) and will give dependable, 
economical service, as well as make a 


pleasing appearance in any kitchen 


Write for dealer information and 
prices while stock is ‘available. 
THE MALLEABLE IRON 


RANGE COMPANY 
BEAVER DAM, WISCONSIN 





HARDWARE AGE 


They know that this is war, and that the price of victory 
will be high. They have sent off their sons, brothers and 
husbands to the armed forces, and they are coming out 
of beauty shops and offices, stores and homes, and are 
taking war jobs in steel mills and shipyards. The deft 
hands that in peacetime wielded the skillet and the 
dryer are now managing the boring mill and the weld- 
ing torch—and to very good effect. 

Ever try keeping traffic flowing smoothly in and out 
of the main entrance of a big steel plant? Ever knock a 
“hot top’”’ off an ingot? Or rough-bore a gun forging? 
Or weld a ship's hull? Not women’s work? Women are 
every day doing these and dozens of other jobs in Beth- 
lehem shipyards and steel plants, and doing them 
superbly. 

At Bethlehem and Lackawanna, at Baltimore, at Fore 
River and Hingham, on the Pacific Coast—and at other 
locations where this company operates plants and ship- 
yards—former clerks and beauty-shop operators, sales- 
girls and housewives, are applying themselves to their 
new, Challenging tasks with wonderful spirit and skill. 
They are helping to swell the mighty output of steel and 


ships and ordnance. The results of their efforts are being 
painfully felt in Tokyo and Berlin. Hats off to them! 


ETHLEHEW 
kk * “rn kkk 


Woman “patrolman’’ at a Bethlehem steel plant. Here is a job calling 
for plenty of tact and skill! Women are serving on patrol duty at gates, 
parking lots, offices, and other locations with efficiency and aplomb. 


Once a dancer, now she runs a This “buggy” operator is hauling Upswept hairdo, red finger-nails, don’t keep this girl 
machine ina Bethlehem shipyard. naval shells in a Bethlehem plant. welder from doing a man-size job at a Bethlehem shipyard. 
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, There is no doubt chest it... 
our Distributors as well as ourselves 
are helping industry win this war 





Our everlasting admiration and respect has been earned by you, 
our Distributors, who are contributing so much to the war effort 
by helping to maintain the war plants of America with your 
stocks and service. To us, the performance of Distributors is an 
outstanding contribution and demonstrates without question that 
the American system of wholesale distribution is without parallel 


anywhere in the world. 


During all the many years we have been in business, the Distrib- 
utor has been a most important factor with us, and as a con- 
sequence, we have developed special facilities for handling the 


orders we have filled for him. 





Our paramount objective, of course, is the same as our Distrib- 
utors—to win the war as quickly as possible. Naturally, a heavy 
volume of our production is going directly into the war effort, 
but nevertheless, with the very large production of five well- 
equipped plants, strategically located, we are encouraged 


to supply a large percentage of our output to the Distributor. 





STAR RANGES HAVE BEEN LEADERS SINCE 1895 x 


“, .. strictly a business proposition— 


and a darn good one!”’ 


“My father was a DVS dealer, and I’ve been one 
now myself for quite a few years. 

“But at that I’m not married to the line. I mean 
I’m not foolishly sentimental about it. 


“With me it’s strictly a business proposition— 
and a darn good one. 











“T like the DVS ranges. They’ve always been right 
up-to-the-minute, built of the best materials, and a 
little bit ahead of competition. And they’ve been 
easy to sell—at a fine profit. 


“TI like the DVS people. Straight-shooting, they are, 
with no double-talk. Nice people to do business 
with. ‘ 

“Right now they’re up to their ears in war produc- 
tion. I like that, too, and I won’t forget it. 

“But they’ve been thinking and planning for the 
years after the war. As soon as it’s over they’ll be 
there with some more good merchandise and I'll 
be selling DVS ranges again. 

“So I’m going to string along with DVS. It’s still a 
darn good proposition for my money!” 


DVS Ge Ranga 


A BORG-WARNER INDUSTRY 











*& DETROIT VAPOR STOVE DIVISION, BORG-WARNER CORPORATION, DETROIT 26, MICHIGAN * 
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Here’s the LOMA Picture! 


LOMA — The Perfect Plant Food — is now 
available in a 5-10-5 formula for sale anywhere 
in the U.S.A. and for use on everything green 
that grows. Yes, the restrictions have been 
lifted, and this quality Plant Food can now 
be used on Lawns, Trees, Shrubs, Fruits, 
Flowers and Vegetables. 


We also offer a “Victory Garden” LOMA in 
accordance with the specifications established 
in certain states for a special-formula fertil- 
izer to be used solely for food production. 
And don’t forget LOMA 2-in-1 DUST 

. a fast-selling, double-purpose Insecticide- 
Fungicide which has proved a God-send to 
Gardeners since it was first introduced two 
years ago. 


For Prices, Discounts and full information write: 


TENNESSEE CORPORATION 


61 Broadway New York City 


THE QUALITY PLANT FOOD 











A DEMING PUMP FOR EVERY NEED 


An Important Advantage for 
Distributors and Dealers 


In ONE source—THE DEMING COMPANY 
—you can meet practically EVERY demand for 
a shallow or deep well pump or water system 
in any desired capacity. 


In addition, the COMPLETE Deming line in- 
cludes Cellar Drainers, Sump Pumps, Hand and 
Power Rotary Pumps, House Lift and Force 
Pumps, Windmill Pumps, Hydraulic Rams, Spray 
Pumps, and numerous other types. 


Another point! Deming Pumps have more 
EXCLUSIVE features all designed to assure low 
cost, long lasting service for 

your customers! 


WIDE SELECTION IN 
DEMING JET PUMPS 


Here’s one “sample” of the COM- 
PLETENESS of the Deming line 
.. Deming Jet Pumps... 

made in both two-pipe 

and single-pipe types 

in a wide range of 
capacities from 200 to 

4500 gallons per hour. 

Note also that Deming 

Jet Pumps have 7 EX- 

CLUSIVE features that 

mean greater VALUE 

to your customers. 


EMING 


PUMPS AND WATER SYSTEMS 


The Deming Company - Salem, Ohio 


HARDWARE AGE 





For the general run of 
rough and tough work on 
farms and construction jobs, 
these Simonds Saws will give 
your customers top value and 
service ... will stand up and 
cut longer than other saws of 
this class. They require less 
set, cut much more easily, and 
stay sharp longer. The Simonds 
General Purpose line includes 
several patterns each of 1-man 
and 2-man saws, in all required 
lengths, widths, gauges of ta- 
per, and types of teeth. Send 
your orders to the nearest 
Simonds branch: 


SIMONDS SAW AND STEEL CO. 


1350 Columbia Road, Boston; 127 So. 

Green St., Chicago; 228 First St., San 

Francisco; 520 First Ave., So., Seattle; 
311 S. W. First Ave., Portland, Ore. 


Top: No. 111 One-Man Saw, Med- 
ium wide, Champion tooth. 


Below: No. 202 Two-Man Saw, 
Mediim wide, Perforated 
lance tooth. 


* Bought Your Bonds This Week? x 
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"YANKEE" Spiral Screw 
Driver No. 130A. 


Time saved in the Battle of Produc- 

tion shortens the days to Victory ... 

and “Yankee” Fine Mechanics’ Tools 

save time. A minute here and a half- 

minute there seem unimportant in 

themselves. Multiplied by the thou- 

sands of “Yankee” Tools in service, they 

total hundreds of man-hours. . . . For 

nearly half a century, “Yankee” on tools 

has been the mark of ingenious and de- 

pendable performance — of faster and easier work on 
countless jobs. Safeguard your “Yankee” Tools. They are 
weapons of war and must be treated right. And when 
they again become the tools of peace, you will find them 
immediately useful for your post-war needs. . . . Adver- 
tising of this kind in the Saturday Evening Post, Popular 
Mechanics, and Popular Science is safeguarding your 
“Yankee” Too] market of the future. 


Whenever possible, support the orders you give your jobber with preference ratings 


“YANKEE TOOLS 


make good mechanics better 


North Bros. Mfg. Co., Phila. 33, U.S. A. 
Established 1880 





AND PUT 
NEW HOLIDAY 
PROFITS ON 
YOUR BOOKS! 


Acomplete 
plant food for 
vegetables that 
helps them 
grow bigger, 
more flavorful 
and more nu- 
tritious. 


TIE IN WITH 


Wee (GOR, 
Pn ot) 


Meh 


OmallOn 


Acomplete 
plant food for 
lawns, flowers, 
shrubs and 
trees. Supplies 
all the 
elements grow- 


ing things need | 


from soil. 


ALSO GET 'EM TO BUY EARLY! 


Save yourself “rush season” sales 
headaches by suggesting early 
purchase of these two famous, 
effective products. Start now! 


Large space, colorful advertis- 
ing on both plant foods will be 


food | 





VAUCHAN NOVELTY MFG. CO., INc. 


‘World's Largest Manufacturer of Can Openers and Bottle Openers 
3211-25 CARROLL AVENUE CHICAGO, ILL., U.S.A. 


BUY WAR BONDS AND STAMPS * * *& * 


* * * 7 


GAILY DECORATED DUST PANS 
For Delivery in January and February 


witt 


Short handled dust pans as illustrated X95 
29’ handled dust pans as illustrated X107 
Also ava 2 In 

ERYWIL Hand Painted Des 
K94 Short handled KIO8 L 1h iled 
Write today for particulars. These dust 
pans are priced for promotional selling. 


JERRY Wie 
PRODUCTS 


+ JOBBERS: 


Send for 
» special prices and for de 


information and 


scriptive moftter on other items 





BIG VIGORO 
ADVERTISING 
CAMPAIGN! 


running in national magazines 
regularly. Make your store 
“Vigoro Headquarters” and en- 
joy quick, easy sales and profits! 


IPLIG & LIPPE, NG 


1166 BROADWAY, NEW yaw 





Swift & Company, Vigoro Sales Div., Chicago, Ill. 


HARDWARE AGE 





‘ Sait = : 
LIFE-SAVE VESTS 
When tire-rationing days are over and gas cou- 
pons become a memory, outdoor-sports-hungry 
Americans will hit the trail. Dates with old favor- 
ite fishing waters and camping spots, postponed 
for the duration, will quickly appear on the cal- 


endar again. Then, you will want to be prepared to supply war-deferred 
t. You will have demand 








purchases of Ta-Pat-Co outd sports equip 
for the Ta-Pat-Co Sportsman Life-Save Vest. Especially designed to permit 
unhampered body movement in fishing, boating, surf-board riding and all 
other active water sports. Made only for war now, but when peace re- 
turns, your wholesale distributor of sporting goods or marine equipment 
will supply you with this Life-Save Vest and other Ta-Pat-Co outdoor equip- 
ment. In the meantime, Ta-Pat-Co advertising in national outdoor and 


marine publications now is building your after war sporting goods sales. 


TA-PAT-CO STAY-A-FLOAT HAS GONE TO WAR 


Thousands of unfilled orders for STAY-A-FLOAT were 
on hand when our factories went exclusively on 
war work. When peace-time returns this famous 
patented life-save and swim-vest will again make 
water sports safe for young America. 





TA*ePATe«CO KAPOK PRODUCTS 
Life Save Vests - Duck Hunters’ Life Save Vests - Stay-a-Float 
Child's Swimming Belts - Life Save Cushions - Outing Cushions 
Toboggan Cushions - Ring Buoys - Boat Fenders - Camp Cushions 
Camp Mattresses - Parkas - Sleeping Bags - Dog Mats 


THE AMERICAN PAD & TEXTILE COMPANY 
GREENFIELD % OHIO 


In peace and in war, the leading manufacturer 
of Life-Save Equipment and Sleeping Bags 
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You Can Sell all the 
Climax Wall Paper Cleaner 


You 
Can Get 


So get all you can! 


More people are ready to clean and conserve 
wall decorations this Spring than ever before 
in history. You can’t 

get too much Climax 

Cleaner — but to get 

even your share 


Order Now from 
Your Jobber 


New 34-oz. Size in Wide-Mouthed Glass Jar 


Tight packed for keeping quality Climax Wall 
Paper Cleaner, improved to reduce crumbling, 
is first choice of millions of home owners. It 
always has been the most heavily advertised 
wall paper cleaner and in most locations out- 
sells any other brand. 


CLIMAX INDU'STRIES, 
CLEVELAND 2, OHIO 


INC. 








CLIMAX 


WALL PAPER 


IMPROVED TO REDUCE CRUMBLING 








wo Westclox advertising is working harder than ever! 
This year 255 million messages in national magazines, farm 
papers, and newspaper rotogravure sections are doing double 
duty by promoting the war effort to America’s millions, and at 
the same time keeping Big Ben and Westclox alive in the minds of 
these millions. Big Ben is doing his bit to help shorten the war 
—and speed the day when one of the most popular, profitable 
items in the trade will be back on your shelves again! Westclox, 
Division of General Time Instruments Corp., LaSalle-Peru, II). 


HARDWARE AGE 





How to pick a 


9 ‘ 
9 ib) 
OA 


Take a tip from the football forecaster, when you’re pick- 
ing the fuel oil heater to win with when we’ve won the war. 
Look at the record—like he does! You’ll find that compara- 
tive scores say Duo-Therm is the odds-on choice. 


The national champ for five straight years 

. . outselling the nearest competitor by a 

wide margin right up until the war blew the 

whistle for “time-out.” And sales is just one of nine 
ways in which Duo-Therm stood first! 


DUO-THERM AND ¥ 
MAKE A DATE TO 
TALK OVER POST- ; VO-THERY 


WAR PLANS! 


1, Product Performan 
2. Sales Volume : 
3. Dealer Profits 
4. Product Im 


Prove, 
5. Quality want 





9. Financial Stability 


So it’s P 
. sound fo 
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rts again! th when pro. 


America’s Leading Manufacturer 
of Fue] Oil Heating Appliances 
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THE POWER 
Carries Through 
to the Screw 


.. and the credit for this 
“Champion's” performance 
carries through to You! 






ALL the power one puts to a 
“CHAMPION” Screwdriver goes 
to turn the screw, — not just the 
handle. For the handle never 


loses its hold on the blade, 






which is one reason you 
never lose your hold on a 
“CHAMPION” 





user... 













Men get attached to UNION 
tools, and no less to the 
store that sells them. 


SER EE PSAE 
HARDWARE COMPANY 
iW iaw iw 


TORRINGTON, CONN. 


NEW YORK OFFICE ISI CHAMBER 
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Buy Bonds 


ERIE. PENNSYLVANIA 


MANUPACTURERS 















AGENTS 
CHICAGO: 162 N. Ciliates St. 


NEW YORK: 45 Warren St. 
SAN FRANCISCO: 703 Market St. 
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ARE BOOSTING THE 
USE OF PANTHER 
AND DRAGON TAPES 





A factory photograph showing friction tape being cut before winding on cores. 


PANTHER and DRAGON Friction Tapes are cut on a Cameron 
cutting machine which slits the tapes into ribbons as it is being wound 
on pre-cut cardboard cores. By cutting the tape before it is wound on 
the core, the major cause of bothersome raveling is eliminated — and 
a quicker and neater job results. 

Stronger, durable cores, too, help make the job easier. For the cores 
used in PANTHER and DRAGON Tapes won’t crush under the ten- 
sion needed to pull wrappings tight. 

Non-raveling and strong cores are just two of the big reasons why 
electricians and other workers can do a better job with PANTHER 
and DRAGON Tapes. 

Fully meeting all the requirements of A.S.T.M. and Federal Emer- 
gency Specifications, PANTHER and DRAGON Tapes are being 
recommended by wholesalers who know that users appreciate the ease 
of application of these Rubber and Friction Tapes. 


PANTHER AND 
DRAGON BRANDS 
EACH OFFER 
FRICTION AND 
RUBBER TAPES. 


SOLD THROUGH 
RECOGNIZED 
INDEPENDENT 
WHOLESALERS. 


pe 





FRICTION TAPE 


1. Guaranteed Footage 

2. Substantial Fabric 

3. High Tensile Strength 

4. High Adhesive Strength 

5. High Dielectric Strength 

6. Uniform Thickness 

7. Uniform Width 

8. Excellent Tackiness 

9. Strong, Durable Core 
10. Colorful, Attractive Boxes 3468 


RUBBER TAPE 


1. Guaranteed Footage 

2. High Grade Compound 

3. High Tensile Strength 

4. High Elongation 

5. High Dielectric Strength 

6. Uniformity of Thickness and Width 
7. Excellent Fusion 

8. High Insulation Resistance 

9. Excellent Tackiness 

10. Colorful, Attractive Boxes 


PANTHER & DRAGON 


FRICTION AND RUBBER TAPES 


HAZARD INSULATED 7 DIVISION OF 
WIRE WORKS / THE OKONITE CO 


a: N RINCIPAL CITIES 
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FOR SMALL DRIVES 














The war has placed 
unprecedented de- 
mand on replacement 
= The Gilmer “Eye- 
ul” Tower Belt Assort- 
ment is a made-to-order answer for your 
requests for V-Belts. Complete, com- 
— and built for counter display, this 
andy assortment gives you the answer 


to 887 V-Belt questions in a jiffy. 


Cash in now on this fertile market. 
Owners of home work-shop equip- 
ment, washing machines, oil burners 

and many other installations make 
a bee-line for the dealer who fea- 
tures these belts. The Gilmer “‘Eye- 
Ful” Tower Belt Assortment 

No. 350 will not only satisfy your 
customers’ demands but, will net 
you a profit of $14.01 on a 

$21.01 investment. Act now! 


L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Penna. 
Send me the complete Gilmer "'Eye-Ful'’ Tower Assortment No. 350 as follows: 


1—35 assorted V-Belts for household appliance 

2—Gilmer Handimeter (patented) for quick measuring of belts 
3—Display stand, sign, inventory form 

4—Gilmer Belt Catalogue, America’s Belt Bible 

Bill me $21.01 through your nearest jobber. 


NAME. 





ADDRESS. 
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STANDARDIZE ON THE 


SPEAKER “MATCH PATCH” 


~ 











The RIGHT Repair 
FOR SYNTHETIC and NATURAL RUBBER! 


By stocking only Speaker “MATCH PATCH” Vul- 
canizing Repair Units, you can meet ALL demands 
for repairs of inner tubes and other rubber products 
. . . regardless of whether they are made of SYN- 
THETIC or natural rubber . . . because “MATCH 
PATCH” is RIGHT for ANY rubber repair. Thus 
you simplify your stock, increase your turnover, im- 
prove your profits... and develop satisfied customers 
for repeat business! 


Speaker “MATCH PATCH” Kits contain everything 
required for safe, permanently vulcanized repairs of 
punctures, cuts, etc. The “MATCH PATCH” auto- 
matically controls the vulcanizing for exactly the 
right length of time . .. permanently welds patch to 
rubber . . . cannot loosen, shift or peel off. You can 
sell Speaker “MATCH PATCH” Kits with full con- 
fidence that they will do their job well . . . they con- 
serve rubber, extend mileage, promote safety in tires 














Mcfinneys 
direct war work 
a MESSAGE 


oF IMPORTANCE TO 
MCKINNEY DEALERS 





Much of McKinney’s production has been 
diverted to war channels, yet McKinney’s new 
activities are not without profit to McKinney 
dealers. Every facet of this new work (the 
making of parts for numerous war items from 
aircraft to hand grenades and landing mats to 
tanks) is adding much to McKinney’s produc- 
tion skill—will help make McKinney more 
broadly known than ever, after the war is over. 

Add that to McKinney’s 75 odd years of 
experience in meeting changing trends and you 
have the assurance of a more salable line to 
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... and are profit makers for you. ORDER TODAY ie Hand 
FROM YOUR JOBBER! meet competitive postwar markets. indep 
Keep McKinney in mind for wartime building by en 
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YESTERDAY... 


Economaster Heaters — Top Line 
Fans and Appliances. 


TODAY... 


Happy Valley Baby Furniture, Cin- 
derella Step Stools, Moto - Home 
Utility Cabinets, Top Line Toys, 
Guns, Carts, Swings, and the Top 
Line Home Dehydrator. 


TOMORROW... 


toate COLUMBN T anded BON coutti All these — and NEW HOME 




















star ae jor Ge | APPLIANCES, TOO! 
THE COLUMBIAN VISE & MFG. CO. | | 
9017 BESSEMER AVE. CLEVELAND, OHIO | | 


THE WORLD'S LARGEST MAKERS OF VISES 












Live Distributors—Write NOW, Dept. H-1 





OUR GUARANTEE 


This Danie! Boone Handle is made < 

the best Second Growth ‘Hickory 

Se world. Its Grade and Peters 
have been approved by Tool Makers 

and Tool Users as being unequalled. 


WO BETTER HANDLE CAN BE MADE 





TOPS IN 
ot HICKORY 






















you , 
» to Daniel Boone 
Mendiles, secoseing 0 TENNESSEE VALLEY ASSOCIATES 
; independent scientific tests 
ling by engineers in leadfg uni- ie SABA, BUILDING, MASHVICLS:  TENNESEET 
ney versities, withstand 37% more ‘: 


pressure before fracturing than 
the average of all other grades of 
hickory tool handles. 









Buy War Bonds Today—. °° 


Top Line Appliances tomorrow! 





Longer service life, less frequent 
rehandling means time saved when time 
is money. Profit with this well-known 
brand backed by Turnerday’s unexcelled 
teputation for producing the world’s finest 
striking tool handles. Order from your jobber. 



















ECONOMASTER IS THE TOP LINE HEATER 









TURNER, DAY AND WOOLWORTH HANDLE CO., INC. 
LOUISVILLE, KENTUCKY 
FOR OVER 80 YEARS—WORLD'S LARGEST HICKORY HANDLE MANUFACTURER 
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Busy . . . keeping every De Laval Milker 


Busy . . . with the installation of new 
and Separator in tip-top condition. 


De Laval Milker outfits urgently needed. 


DE LAVAL DEALERS ARE BUSY ON THE 
FOOD PRODUCTION FRONT 


E LAVAL Dealers are busy. Dividing the best results from their De Laval equipment 


their time between the installation of new 


De Laval Milkers for dairymen who urgently 


by demonstrating proper operation and care. 


Typical of the high regard felt by users for 
their De Laval Dealers are the words of one 


need them . . . and rendering thoroughly com- 
petent and efficient wartime protective service 
to keep every De Laval Milker and Separator 
in tip-top mechanical condition they are 
doing a valuable and important job on the food 
production front. 


De Laval user who wrote in part: “Dairymen 
ntust appreciate as I do the unsolicited service 
calls made by the local De Laval Dealer. Your 
program of servicing equipment in use is a 
worthy contribution to our united wartime 
effort.” 
De Laval Dealers are busy .». . 
‘loyal friends every day. 


Through frequent contact with De Laval 
Milker and Separator users, dealers are assist- 
ing them to obtain the most efficient use and 


HOW ABOUT NEW DE LAVAL SEPARATORS AND 


Under Order L-257 we have been authorized 
to manufacture approximately one-third of our 
normal production of cream separators (which 
is a considerable increase over the past year) and 
about two-thirds of our production of milkers. 


After a I 
ment h 
Goulds 
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the wart 
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Obviously, there will not be enough to supply 
everyone, but with the cooperation of our 
dealers, we will endeavor to distribute these as 
fairly as possible and place them where they are 
most urgently needed and will do the most good. 


Here are 
uted towe 


1. Can 


ord 


2. Low 
over 


3. Hig! 


There will be no limitations on repair parts 
and no limit to the service that can be rendered. 


* BUY WAR BONDS x 
THE DE LAVAL SEPARATOR COMPANY 


NEW YORK CHICAGO SAN FRANCISCO 
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After a brief war recess the govern- 
ment has authorized release of 
Goulds Jet-o-matic water systems 
to farmers. Newly engineered and 
introduced by Goulds just prior to 
the war, Jet-o-matic quickly won 
the public’s acceptance and today 
is the most popular pump on the 
market. 


*You had better make inquiry at 
once. Maybe yours is the account 
your distributor will be prepared 
to serve. 


Here are 11 big features that have contrib- 
uted toward making Jet-o-matic so popular: 


]. Can be used for either shallow well 
or deep well service. 


2. Low cost installation — need not be 
over well. 


3. High suction lift. 


GOULDS PUMPS, INc. 


4. Quiet operation. No annoying pul- 
sations or jolts. 


Perpetual prime. Handles gas, air 
or water vapor at high lifts without 
losing prime. 


6. Only a small tank required. 


Automatic air-charging. No special 
air device needed. 


Long wearing. No rapidly wearing 
parts to replace. .. No close fits or 
metal to metal contacts. 


Pre-lubricated, no oiling or other 
attention needed. 


Trouble free. .. No leather crimps, 
valve discs, springs, etc. Only one 
moving part. 


ll. Cannot build up dangerous pres- 
sures. No relief valve needed. 


These are the things farmers are asking 
for. Jet-o-matic has them all. 


Of great importance to you is the fact 
that Jet-o-matic covers the most situa- 
tions with the*smallest stock, has a quick 
turnover and is free of troublesome 
service demands. 

Each sale is just the beginning of big 
new business with farmers. It is the 
entering wedge which will enable you 
to sell other merchandise which you 
regularly stock. 


* Unfortunately, we cannot take 
on too many accounts, nor can 
we give you assurance of the 
quantity you want, but we'll do 
our best to supply your needs. 
Write today for the name and address 
of your nearest distributor. Don’t delay. 
Get going with Goulds Jet-o-matic to- 
day. 

“Cid” reciprocating pumps for both shallow 


and deep well service are also available in 
limited quantities. 


SENECA FALLS, NEW YORK 





In Texas, Tunisia or Timbuktu... G. I. 
Joe’s using and depending on dozens of 
Justrite products made especially for him. 
Justrite Service Lights, Penlights, Head- 
lights and Lanterns are providing him with 
safe, sure, dependable light for tough jobs 


today. 


MEANWHILE... 


A great many Justrite Safety Products are still available 
for priority orders... win-bulb Safety Lanterns, Safety 
Cans, Safety Filling Cans, and Oily Waste Cans... all 
thoroughly approved for safety. There are models for 
nearly every industrial use. Industry’s demand for 
superior safety products is mounting steadily day by day. 
Are you getting your share of this profitable business? 


Write for details today! 


JUSTRITE MANUFACTURING COMPANY 
2073 North Southport Avenue, Chicago, Ill. 


| Mary 


SAFETY CANS FILLING CANS OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 


* DEA ust 


ghd 


RITE’S WITH HIM 
ON EVERY FRONT! 


Tomorrow, when Joe gets home, it’s a 
cinch he'll want the things he knows and 
trusts. Standing high on his “priority” list 
will be these Justrite Products that saw 
him through the dark spots. Include an 
ample supply of Justrite Products in your 
post-war merchandising plans. 





Justrite Safety 
Filling Can 


Justrite Oily 
Waste Can 


Justrite 
Electric Lantern 


Justrite 
Safety Can 
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ow Vou Jobber 


IN WARTIME! 


IS SERVING 


YOUR JOBBER’S BUYER 
has been combing the 
country for new lines of 
non-critical material . . 
working day and night to 
help you meet the chal- 
lenge of wartime problems! 
His traveling saves you 
time—makes your job easier. And his foresight antici- 
pating shortages with extra-large stocks has enabled 
you to obtain many items otherwise not available. 


«++ YOUR JOBBER’S 
SALESMAN. Intimate know- 
ledge of local conditions 
coupled with national in- 
formation from his home 
office enable your salesman 
to advise you soundly on 
new lines or new merchan- 
dising tactics. No need to 
guess blindly when it is so easy to get his friendly 
and factual advice. His time is limited because of 
wartime travel restrictions, so please don’t keep him 
waiting unnecessarily! 








YOUR JOBBER’S STAFF of stock clerks and shipping 
experts are combating the hardships and problems of 
wartime transportation as your vital wartime supply 
base. Office and administrative workers help untangle 
priority problems and prepare informative bulletins 
to supplement your salesman’s personal calls. Your 
jobber is your “expediter” and information center. 


WHAT'S AHEAD? When 
shortages of materials and 
manpower are eased, first a 
trickle and then a deluge 
of merchandise will pour 
out into distribution. Many 
new items and new brands 
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will appear, some destined for success and others for 

failure—but all unknown and untried. Here again your 
jobber’s experienced staft 
and testing facilities can be 
helpful to you. 


And for the finest new 
patterns and features in 
cabinet hardware, look to 
your Amerock jobber. Many improvements are being 
developed by Amerock designers and engineers when- 
ever pressure relaxes on urgent war assignments. 





Famous Amerock ‘‘Firsts”’ 


“Flexi-grip” catch 
“Roll-point’’ catch 


Raised-joint hinges 
Modern matched designs 
Individual envelope packing ““Beauty-seal”’ Platings 
Winged-latch bolt mechanism ““Wintite’’ sash locks and lifts 
Color-Selector Demonstrator Display 


heh Your obber 


Amerock trade names and features are protected by U. 8S. Patent Office 
registrations and patent numbers 2151219, 2233278, 2312532, 2315488, 
D109464, D109465, D126551, D126566, D126567 
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Pa 


fe yy bring you the Greetings of™ 
the Season-with the wish that 


se Victory and Peace may soon, find our 





families and friends. re-united*in the 
simple pleasures of the home-in‘the 
enjoyment of our books, our pictures, 


our radios and other fireside treasures. 


Che entire personnel of 
ZENITH RADIO CORPORATION - CHICAGO 
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U.S. WAR SAVINGS STAMPS AND BONDS | 
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SOWING 9,694,745 ADVERTISING SEEDS 
FOR YOUR POST-WAR HARVEST 


a eon eat Se be on the profit side in 
7 ears are doi inki 
sight mow. Thay teary 3 a lot of hard thinking of over 10,000... ev ily i 
teries, like almost all merchandise rane yen, ‘towns and villages ne pall 
, merchandise, have felt the a a Sen 
effects of the shift to war demands. 9,694,745 separate insertions of each Wincheste 
r has? ‘ ester 
The ; ee appears in Saturday Evening Post, 
lights and fas ~ a for Winchester flash- widk ] z 0 Eon Farm Journal, and other 
atttclen will be heevesad 3 ely read magazines. Re i 
post-war sales. in early the current advertisement agg ee = 
d : is continui 
series. Winchester Repeating Arms ecenien, 
New Haven, Conn., U.S. A., Division of iene 
Cartridge Company. 






on in 1944 reaching . . . every 4th family in cities 








They know, too, that when peace comes, adver- 








Building these sales for i 
su you, Wincheste 
tising has continued all through <necculher pd 
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BRIGHT SPOTS IN HISTORY.. Jn the field of portable light 
we have come a long way from the “link”. This crude torch, 
made of rope soaked in wax, resin and tar, was used by 
Londoners in the 15th century. Contrast this with the modern 
convenience and dependability of Winchester flashlights 


and batteries. 


Winchester Batteries...are 
Powerful Cartridges of Light 


In a caste apart, supreme, the name of Winchester is to 
arms and ammunition what sterling is to silver. And, 
with batteries and flashlights bearing the name 
Winchester, you have the same assurance of products 
of superlative quality. For Winchester is a trade name 
which America has known for 77 years. And its high 
standards of craftsmanship are fixed, not by law as is 
sterling, but by integrity. 

Unfortunately in these war days, no Winchester flash- 
light cases are available and there are comparatively 
few batteries for civilian use. They are, as you'd expect, 
serving America in its fight for Victory. But rest 
assured that you will find them at your dealers when 
Peace comes again. 

























































Some of the Vital 
Need for Winchesters 


—is to be found in the 
intricate work of air- 
plane assembly, in 
railroading and many 
other essential war- 
time tasks that must be 
carried on. 


WINCHESTER REPEATING ARMS CO. 
New Haven, Conn. 
Division of WESTERN CARTRIDGE COMPANY 


WINCHESTER © 
BATTERIES 


CHESTER 


TRADE MARK REG. U s PAT. OFF 














COPR., 1943, WINCHESTER PEPEATING ARMS CO., DIV. OF WESTERN CARTRIDGE CO. 






3. 





COPR., 1943 NOHESTE PEATING o 
we STER REPEATING ARMS 0O., DIV. OF WESTERN CARTRIDGE CO 
, . 1OGE co. 
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—— , = iss WE'LL BE BACK 
* That’s why we can’t produce ENOUGH insect sergen cloth, 
‘ . ...and we hope it won’t be long from now, 
poultry netting and hardware cloth to satisfy ALL the de- with all you want of these top quality hard- 
7 a F _ ware products. The brands you remember as 
mands of our distributors and ¢heir customers. Comous Soe Ghendlly seevice anil sntatacHe. 


- a - a ie i INSECT SCREEN CLOTH. Famous Gold 
War conditions make it difficult for us to furnish enough of Strand, American and Clinton Brands. 


POULTRY NETTING. Hex mesh and straight 


these products, even for essential purposes. But some ship- — 
line, Clinton Brand. 


ments are being made to our distributors as fast as possible, HARDWARE CLOTH. Famous Clinton Brand, 
galvanized after weaving. 

WIRE NAILS AND BRADS. Labeled Wickwire 
fairest proportionate allocation to all distributors that we Spencer, in easy-to-sell, attractive packages. 


° CLOTHES LINE WISSCO, “‘rust-proof”’, flex 
can devise. ible, galvanized. 


according to priority ratings and directives... and with the 


PICTURE CORD. WISSCO, in attractive 


packages. 


PERFECTION DOOR SPRINGS. 


WICKWIRE SPENCER STEEL COMPANY 


and subsidiary, American Wire Fabrics Corporation 
New York, Worcester, Philadelphia, Buffalo, Chicago, Chattanooga, Detroit, San Francisco, Los Angeles, Tulsa, Houston, Abilene 
FAMOUS FOR QUALITY IN POULTRY NETTING, HARDWARE CLOTH, INSECT SCREEN CLOTH, WIRE, WIRE ROPE, STANDS FOR 
SPRINGS, METAL CONVEYOR BELTS, INDUSTRIAL WIRE CLOTH, ELECTRICALLY WELDED FABRIC FOR CONCRETE FRIENDLINESS 


* We know you understand . . . please bear with us. 
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Master Padlocks 


LAMINATED - WROUGHT STEEL- DOUBLE CASE 
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This Book Will Help You 


in 3 Ways! 
®* Increase Your 
Present Sales 


° Win confidence of 


your customers 


* Build replacement 
and “follow-up” 


sales 


If your builders’ hardware department is not one of the most 
profitable in your store—if your initial sale to a customer does 
not bring later replacement and “follow-up” sales—then this 
book is the answer to your problems. It is the practical kind of 
answer which will mean increased business and profits for YOU. 


Nowhere else can you get this wealth of authoritative informa- 
tion on all phases of properly specifying, selling and installing 
builders’ hardware at a profit. Written by an expert with more 
than 30 years experience in buying, selling and manufacturing 
this basic hardware line, this book shows you how to quickly 
and easily set up a builders’ hardware department capable of 
servicing all the needs of your community, from the modest aver- 
age home to schools, churches, hotels, office buildings, apartments 
and airports. 


You'll find complete instructions on how to read blue prints and 
specify jobs; how to work with property owners, contractors and 
architects; and how to turn builders’ hardware purchasers into 
steady customers for all other hardware needs. 


Whether you are an experienced hardware man or a beginning 
clerk, you will find this book crammed full of helpful information 
and ideas for increasing sales. Order your copy NOW! 


rT 4h ns 
PS uit B weeps 
§. Vise 


HARD 


A few of the book’s features 
which will mean more dollars 


for YOU! 


Suggestions on making bids that will bring you 
more sales and sounder profits. 

How to bring prospects into your store. 

How to cash in on replacement and follow-up 
items. 

Specific information on equipping public 
buildings. 

Nine comparative charts which show you how to 
match different items of all leading manufac- 
turers. 

A working blue print, size 25 x 11)/, inches, with 
which to work throughout the course, and a 
glossary of over 300 technical builders’ hardware 
terms. 

Over 600 illustrations, charts and diagrams. 
220 pages—size 8!/, x 11!/,—cloth bound to with- 
stand hard usage. 


MAIL THIS COUPON TODAY 





HARDWARE AGE 
100 East 42nd St., New York, N. Y. 


Please send me 
Brownell. 


NAME FIRM 


ADDRESS CITY 


copies of “TAKING THE MYSTERY OUT OF BUILDERS’ HARDWARE” by Adon H. 
I will pay the postman $2 each, plus a few cents postage. (Canada and Foreign Countries $2.50.) 


() Check here if you enclose payment, in which case we pay postage. 
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THE SAME CHARACTER— 
Net IN DIFFERENT UNIFORM. 





Quality Comes FIRST 
PLUMB 
is FIRST in Quality 
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TAVERN HOME PRODUCTS 


/ yap yew 
Mayne 
| 
ails 


Nara 
YOUR ANSWER to wartime short- 
ages is to sell goods that: 


1. Move fast. 
2. Yield good profits. 


Tavern Home Products do both! 


These developments of the 
famous Socony-Vacuun: labora- 
tories are nationally advertised, 
public accepted, priced 'o please. 

Order from the nearest office 
of Socony-Vacuum or Affiliated 
Companies, or address 26 Broad- 
way, New York City. 





BUG-A-BOO PRODUCTS 








HERE’S A COMPLETE LINE of insecticide prod- 
ucts that can net real profits. Backed by regular 
advertising in leading magazines, Bug-a-boo 
Products move fast...build repeat sales. Put 
Bug-a-boo Products and Tavern Home Prod- 
ucts up front in your store. 





EVERY TAVERN —>» 
HOME PRODUCT 
CARRIES THE SIGN 


THE NATION KNOWS 
¢ momrecom 5 














_—— 


TAVERN HOME PRODUCTS 


Tavern Liquid Wax + Tavern Paste Wax + Tavern Non-Rub Wax + Tavern BUG-A-BOO PRODUCTS: 
Window Cleaner + Tavern Candles + Tavern Paint Cleaner » Tavern Rug Cleaner Bug-a-boo Insect Spray 
Tavern Furniture Gloss « Tavern Lustre Cloth » Tavern Parowax or Paraseal Wax Bug-a-boo Moth Crystals 

Tavern Electric Motor Oil +» Tavern Leather Preserver Bug-a-boo Victory Garden Spray 
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Message 





WORKS: 
CAMBRIDGE, MASS., U.S.A. 


P.O. BOX 1071, 
BOSTON, MASS., U.S.A. 
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ROPE FIGHTS-— 
SAVE IT! 


Rope is an essential weapon! It pulls loads 
and saves lives. It must be saved at home, so 
it can be more plentiful at sea, and on the 


fighting fronts. 


Because of the many war jobs for rope . . . 
there’s very little rope available for you to 
sell, even to essential rope users here at home. 
For this reason, it is not only the patriotic 
duty of rope users to take care of rope they 
now use—it is the only way they can have the 
rope they need. Help us spread the story of 
ROPE CONSERVATION. Write us for the 
W.P.B. sponsored booklet, “The Rope You 
Save Fights For You!” 


PLYMOUTH 


THE ROPE YOU CAN TRUST 


PLYMOUTH CORDAGE COMPANY, 

North Plymouth, Massachusetts and Welland, 

Ontario. Division Offices: New York, Ch cago, 

Heuston, San Francisco. Warehouse Stocks: New 

York, Boston, Philadeiphia, Baltimore, Houston, 
Chicago, San Francisco. 


\ agg 
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FOR THE DAY WHEN THERE 15 A 


Shortage of Shortages 


we WISH we were as positive about when the war will end 
as we are that when it does end, the good old American 
prerogative of “shopping around’’ will once again be the 
privilege of all—and quite freely indulged in. The cus- 
tomer will be king and his good-will will be a potent 
factor, much sought after in every business. 


Granting this to be true, no more profitable post-war 
planning can be undertaken today than that of everlast- 
ingly staying at the job of keeping your business fences 
in a state of good repair. 


As war-imposed shortages continue to make them- 
selves felt, none of us—producers, wholesalers or Tre- 
tailers—can afford to adopt an attitude of indifference 
toward those who buy, or would like to buy, from us. 
Grievances, either real or fancied, often born of the 
simplest misunderstandings, must not be allowed to 
obstruct channels through which the life blood of busi- 
ness must flow. 


Quite often most of us are not aware that we have 
been guilty of offending—the injured party may not 
talk, but he will remember. Therein lies the danger. The 
solution lies in explaining, over and over again—in your 
trade advertising, in your every sales contact—just what 
you are doing and why. 


Many manufacturers, wholesalers, and dealers are 
now doing just that, and their day in the sun is coming. 
Because they do go out of their way to court their trade 
at a time when the general trend is not in that direction, 
their efforts are appreciated, their explanations are con- 
vincing, and their futures are assured. 


After all, this business of safeguarding your future 
against the loss of favorable business relations is just a 
matter of applying those same sound, basic, business 
principles which always have brought success. 


/ 


Cortland 


SCREEN WIRE - POULT 
” RY NETTING - 
Products of WICKWIRE BROTHERS besten ato hevesnas 


CORTLAND, NEW YORK 
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The Purple Hleart 
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Here, too, at home, Fidelity finds 
its reward .. . not in heart-shaped 


medal presentations, but in the 
quickened beat of working hearts 
... swelling to the sense of a 
supreme satisfaction that comes 
with doing their share of warwork 
better . . . faster... better... 
faster ,, . better! 


ENGLISHTOWN CUTLERY, Lz. 


230 FIFTH AVENUE, NEW YORK, N.Y. - Factory: ENGLISHTOWN, N. J. 
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RESILIENCY. 


WEIGHT. 
BOUNCE. 


ORDER TODAY 


We are now in full production on these new 
synthetic rubber tennis balls. Professionals 
and amateurs the country over have given 

LIFE them their unqualified endorsement. We 
' advise you to place your blanket order 
/ J immediately for your 1944 supply, accom- 


UNIFORMITY. 


panying that order with a tabulation of 

estimated monthly requirements. If you don’t 

know the name of the Pennsylvania dis- 

tributor in your territory, write us direct. 

Pennsylvania Rubber Company, Dept. HA-12 
Jeannette, Pa. 


Jeannette, Pennsylvania 
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American Weldless Chains and S-Hooks 


* American Chain wholesalers are now being supplied with moderate quantities of 
American weldless chains and $-hooks. * American weldless pattern chains have 
become extremely popular as a substitute for smaller sizes of welded chains and 
Manila ropes. It is economical to use weldless chain, and it is very convenient with 
S-hooks, swivel snaps, rope snaps, rings and other attachments. * In ordering from 
your American Chain wholesalers, please furnish highest obtainable preference rating. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Portland 
AMERICAN CHAIN & CABLE COMPANY, INC. 


BRIDGEPORT + CONNECTICUT 











ESSENTIAL PRODUCTS... .TRU-LAY Aircraft, Automotive, and Industrial Controls, TRU-LOC Aircraft Terminals, AMERICAN CABLE Wire Rope, 
TRU-STOP Brakes, AMERICAN Chain, WEED Tire Chains, ACCO Malleable Castings, CAMPBELL Cutting Machines, FORD Hoists, Trolleys, 
HAZARD Wire Rope, Yacht Rigging, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safe ty 
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Hard Lines 
Competition in the 


Post-War Era:— 


There are many indications 
that more wholesale and retail 
distributors are going to add 
to, or increase, their business 
in the so-called hard lines 
when the war is over. Several 
chain groups have recently 
established branch buying of- 
fices in New York City, the 
personnel of which appears to 
be largely recruited from hard 
lines fields. Other such groups 
previously had eastern buying 
depots and here also is evi- 
dence suggesting that their in- 
terest in hard lines has greatly 
increased. 

It is no secret that the post- 
war plans for the super-sta- 
tions and related neighborhood 
stores of several large rubber 
companies are headed that way 
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and that the Consumer Co- 
operatives are giving hard 
lines a great deal of attention. 
Statements in the daily press 
from buying offices of depart- 
ment store syndicates show the 
same trend. 

This threatens to develop 
greatly increased and more 
acute competition for hard- 
ware stores, as hard lines are 
primarily the kinds of mer- 
chandise sold through whole- 
sale-retail hardware channels. 
These competitors, to a man, 
are actively seeking post-war 
connections now. They have 
been at it for several months. 

There are rumors of special, 
large volume commitments in 
some lines, practically on a 
civilian, post-war, priority 
basis, which could give these 
competing factors a time ad- 
vantage in resuming normal 
activities following the peace. 
These reports may or may not 








be true, insofar as the priority 
angle goes, but where there is 
smoke there frequently is some 
fire. The entire post-war sit- 
uation is one for hardware 
wholesalers and retailers to 
consider seriously, promptly 
and together, for it is a joint 
problem all the way. 


Hardware Distrib- 
utors Must Meet 
This Problem— 


Now! :— 


Only about 5 per cent of all 
the retail hardware firms in 
this country are in position to 
meet this “competition of plan- 
ning now” for the “competi- 
tion of selling later” —without 
the aid of some wholesale es- 
tablishment or equivalent. The 
others do not have the individ- 
ual selling or buying power 
nor the available personnel 
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that is required. They must, 
and very properly should, de- 
pend upon their respective 
wholesale sources of supply to 
do this job for them—and the 
planning, if it has not already 
gotten underway, must start 
now. 

Hardware wholesalers and 
retailers together face an era 
of great opportunity — not 
merely the means to survive in 
the highly competitive post- 
war period—but actually the 
greatest opportunity in history 
to build a stronger, more cohe- 
sive and more profitable dis- 
tribution business. With every 
great opportunity there is the 
inevitable great obligation. 
Those who fully measure up 
to both their obligations and 
opportunities reap the rich re- 
wards. This will be especially 
true in the post-war merchan- 
dising battle for the consum- 
ers’ money. 

The mutual and joint obli- 
gations of wholesalers and re- 
tailers are not new thoughts, 
new conditions nor factors 
brought about by the war. 
They will not be materially 
changed in substance by the 
demands of the post-war peri- 
od. They are the same basic 
principles of good merchandis- 
ing practices for meeting grow- 
ing competition — with their 
vital need made more press- 
ing by the prospective great 
increase in the competition for 
the post-war sale of merchan- 
dise common to the hardware 
distributing field. 


What and How! :— 


Fundamentally, wholesale 
and retail hardware distribu- 
tors must recognize that their 
competition is well financed 
and well organized—and that, 
basically, all known serious 
competitors separate the buy- 
ing and selling functions very 
precisely in their daily opera- 
tions. They have a headquar- 
ters unit which seeks and buys 
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merchandise, keeps the retail 
units competitive, furnishes 
display, advertising and other 
merchandising guidance, store 
arrangement, etc. The retail 
units do the selling to the con- 
sumer. Both units concentrate 
on their respective jobs and, 
therefore, are able to do them 
well. 

The obvious competitive 
parallel is for the wholesale 
hardware distributor to take 
on the obligations and duties 
of the headquarters unit in a 
chain—giving his dealer-cus- 
tomers the service of supply 
with competitive prices, sell- 
ing aids, etc., so that these 
hardware dealers can compete 
in a selling capacity. 

Such a program can be de- 
veloped through a mutual for- 
mal contract, a strictly volun- 
tary acceptance and obser- 
vance of the principles in- 
volved, or through a franchise 
set-up. All this can be accom- 








Fe! ND IN OUR FOLDING 
POCKET lunch boxes—After a 
temperance lecture in Ottawa, 1 of the 
audience greeted MacKenzie, the 
speaker, as follows: 

“Did I understand ye 2 say ye never 
took a drink in a’ yer life?” 

“Yes, liquor has never passed my 
lips, only pure Vancouver water.” 

“Weel, Mac, my old dad was a bit 
o’ a drinker a’ his’ life, and 10 days 
after he died he was a — sight bet’r 
looking man than U R the noo, and 
government offices all across Canada 
would B bet’r run if there was less red 
tape, but U know dead wood accumu- 
lates and there would B millions of 
dollars saved 2 give the boys when they 
come home; but every job counts a 
vote; but the handwriting is on the 
wall, at least Jerry says it is, and he 
0 2 know, but he does 0. Our 3-foot 
Rules rule. Our Klean Off cleans 
ovens. Our Gorham Silver Polish 
polishes silver. Our Tap Washers save 
hot water. Our Furnace Cement ce- 
ments. Our Gate Hinges hang gates. 
Our Russwin Food Choppers chop 
food. Our English Chamois Skins R 
ace high. 4 good 0 bad hardware steer 
for W. C. Steerman’s. 








W. C. Steerman, hardware dealer of 

Vancouver, B. C., Canada, uses 

unusual advertising copy in the 

“Personal” columns of The Vancou- 

ver Daily Province. One of his re- 

cent advertisements is shown above. 
It's well worth reading. 


plished through the existing 
wholesaler-retailer machinery, 
although there also may de- 
velop more instances of job- 
ber-owned retail stores or deal- 
er-owned wholesale units. 


“Paper Packs a War 
Punch—Don’t 
Waste It!’:— 


Ammunition, weapons, food 
and, of course, precious blood 
plasma reach our fighting men 
in the combat areas in perfect 
condition — because they are 
carefully wrapped and shipped 
in paper containers. More 
than 700,000 different items 
go overseas protected by paper 
which also serves an important 
need in war production where 
it takes the place of even more 
critical materials. Paper, in 
good truth, packs a terrific war 
punch. It is an essential of 
victory. All of us must help 
conserve paper by not wasting 
it. Wholesale and retail dis- 
tributors can help in two big 
ways: 1—By accepting ship- 
ments in simpler war-time con- 
tainers. 2—By providing cus- 
tomers with simpler wrappings. 
All citizens can help by saving 
every bit of used paper in co- 
operation with local paper sal- 
vage drives. If business firms 
and consumers get behind the 
paper salvage activities, in the 
same manner in which they 
have bought bonds and helped 
gather up metal scrap, another 
great war contribution will 
have been accomplished on the 
home front. Literally, millions 
of tons of paper must be con- 
served and salvaged. The aver- 
age business house and home 
wastes a great deal of writing 
paper, wrapping paper, paper 
bags, etc., and normally burns 
up a great many precious 
pounds of possible paper sal- 
vage possibilities by not sav- 
ing old newspapers and maga- 
zines. Remember—every little 
bit helps. 
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“Yes, Jim...the 
Right Way always Pays! 


“The right way to sell Builders’ Hardware is the aggressive, planned way — 
the way that beats all competition to the punch. It’s the modern way; with a 
quality line, stocks balanced to the demand, efficient storage and display methods, 
a simplified record system, and alert sales follow-up. 

“In short, it’s the Lockwood Franchise way, Jim — and I’m mighty glad 
you’re going along with us. Let’s get started with our planning for profits, right 


now.” 
* + * 


A convincing example of the right way to sell Builders’ Hardware is given in 
detail at the right. Your Lockwood Franchise may not bring you $58,000 in new 
business the first year, but it will bring you a great deal more than you’d get with 
a mediocre line and routine sales and management methods. 
The Lockwood Franchise and its business-building 
features will equip you at once to.do these pro- 





fitable things: $58,350 IN BUILDERS’ HARDWARE 
Go after those big ‘‘contract’’ priority orders SALES THE FIRST YEAR* 
being placed every day. 
Obtain V-Day delivery orders for jobs now on CASE: A long-established Eastern hardware store. 
the boards of architects and builders. FACTS: They take on the Lockwood Franchise. 
Start planning now for a big share of the ex- Establish Contract Department to get big 
pected volume in Builders’ Hardware after the war. “contract” orders. Put in Lockwood bal- 
m . ‘ anced-to-demand stock (no dead-heads). 
Make big investment in alterations, fixtures. 
BUSY ON THE HOME FRONT? So are we, but ‘‘between Add new personnel. 
shifts’’ and after hours we are devoting our time to helping 
hardware merchants get ready to supply and distribute the RESULTS: Sales the first year total $58,350— 








FITCHBURG, MASSACHUSETTS 
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tremendous amount of Builders’ Hardware that will be needed 
soon after V-Day. May we send you the Lockwood Franchise 
profit story? 


HARDWARE MFG. CO. 


Division of Independent Lock Co. 





actually billed, with another $50,000 
booked Gross profit on billed business 
was $13,140, from which all original 
investment in alterations, furniture; 
fixtures, etc., was paid off. Despite this 
drastic bookkeeping, the net profit was 
$3,800, from which a bonus was paid 
to department employees. 


PROSPECTS: With first costs paid, overhead thus 
reduced, and a fifty thousand dollar “nest 
egg” of booked business, all future business 
should show much larger profit per dollar — 
including the big-volume post-war sales! 


* From an actual case in our files. 












‘Sar wishing 


to claim any special knowledge 
about the wholesale hardware busi- 
ness, it seems to me that the hard- 
ware jobber has placed too much 
emphasis on buying and too little 
emphasis on selling. Here are 
some of the indications that lead 
to this statement; perhaps some of 
them will be worth investigation: 

Most manufacturers’ represent- 
atives know the buying staffs of 
wholesale houses very well. Few 
of them, however, meet the sales 
managers, and fewer still have the 
opportunity to work with them. 
Assume that a new line is under 
consideration. The manufacturer’s 
salesman meets with the head 
buyer and the regular buyer, dis- 
cussing all the aspects of selling 
and merchandising. The sales 
“manager should sit in at this meet- 
ing, coordinating from a sales 
point of view such factors as as- 
sortments, displays, advertising, 
salesmen education, catalog pages, 
etc. The absence of the sales man- 
ager from these meetings reflects 
lack of proper sales consciousness. 


Well Displayed—Half Sold 


Buyers have been heard to com- 
plain that their salesmen do not 
seem to be able to sell assortments 
and displays or this or that kind 
of merchandise. Concerning most 
lines, it can be said that if the 
dealer does not display them, he 
is not in the business. Goods well 
displayed are half sold. Goods 
poorly displayed are fractionally 
sold. Goods not displayed rarely 
sell. The jobber’s salesman who 
does not encourage, in fact, de- 
mand the proper display by his 
dealers of every line he sells is 
guilty of sales sabotage. This is 
lack of proper sales direction. 

There are instances where entire 
lines which formerly represented 


“They shall beat their swords into ploughshares, 
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Many well-located, financially able hardware 
source of supply does not work with them to 
retailers should attain to a maximum growth 
they operate. No market is poor because the 

the want has not been 


profitable volume have dwindled 
away to almost nothing through 
lack of interest of the buyer. For 
example, the high unit value of 
refrigerators, radios, or stoves 
may capture the  wholesaler’s 
imagination to the point where 
the sale of low-priced units no 
longer seems important. Why 
spend time selling a $20 assort- 
ment when a $600 sale can be con- 
summated? Yet the sale of small 
staples, such as tools, is the foun- 
dation upon which larger sales are 
built. When the foundation crum- 
bles even at one point, the whole 
structure is threatened. This is 
lack of sales management judg- 
ment. 

It is not uncommon for an en- 
tire line to suffer because of de- 
sign modifications made by a 
buyer to reduce the price. For ex- 
ample, let us take a pocket knife 
of a certain sizé made in a way 
which has been a staple for many 
years. The buyer decreases the 
size and weight, cuts down on the 
quality and finish and soon the 
volume of business declines. He 
forgets that the original design 
had crystallized by consumer de- 
mand over a period of years. The 
sudden change is destructive, but, 
instead of recognizing the error, 
it is frequently in desperation ex- 
tended to other numbers until an 
entire line is ruined. This is lack 
of sales information. 

Too many jobbers’ salesmen 
when they call on their customers 
make the “want book” the most 
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“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


important source of an order. By 
the time the “wants” are taken 
care of, both the salesman and 
dealer are too tired to talk or hear 
about creative additions to the 
dealer’s stock. Every sales visit 
should have a specific sales objec- 
tive, to be accomplished before 
any routine duties are introduced. 
This is the procedure followed by 
all successful wholesale _repre- 
sentatives. Yet such selling is still 
the exception. “Want Book” sell- 
ing is merely order taking which 


any child could do. 


Too Much Data 


Frequently, catalogs contain so 
many brands and price lines for 
similar items that no one can tell 
which is best for the dealer. The 
odds are great that the dealer will 
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Hardware Wholesalers 


dealers continue to stagnate because their 
cultivate growth and improvement. Individual 
in keeping with the trading area in which 
people do not want things but only because 
created or suggested 





B. E. BOSTWICK 


buy one of the lines which is not 
the most productive. This is one 
of the biggest handicaps under 
which both dealers and whole- 
salers work. /t is in direct oppo- 
sition to the selling rule of special- 
ization and concentration. 


Means Restricted Sale 


Wholesalers’ salesmen often give 
an exclusive sales privilege to one 
hardware dealer in a town when 
what the town really needs is an 
expanded sale of goods and mul- 
tiplicity of outlets. Business grows 
in proportion to the degree of em- 
phasis accorded to any given 
product in the minds of prospects. 
Two displays are better than one. 
and three displays are better than 
two—better for the wholesaler, the 
dealer. and the consumer. Exclu- 


DECEMBER 9, 1943 


sive sale really means restricted 
sale. 

Wholesalers sometimes accept 
missionary work at almost the 
same time from competitive manu- 
facturers. It is confusing to sales- 
men, and dealers. This is lack of 
sales management judgment. 


The Use of Specialists 


Most jobbers have discontinued. 
or never used, specialists on spe- 
cial lines or in certain depart- 
ments. Some lines need consider- 
able sales information, patience, 
enthusiasm, and faith. When es- 
tablished they produce profits and 
attain real importance. Creating 
the necessary momentum, how- 
ever, is frequently too much of a 
job for the regular salesman; and 
for lack of the necessary effort 
such lines never reach proper ma- 
turity of volume. Specialists are 
necessary for lines like this as well 
as for the development of new 
classes of customers. After the 
spade work is done, the regular 
territory man can carry on. Fail- 
ure to use specialists is lack of 
sales experience. 

Wholesalers’ shelves are loaded 
with circulars and sales promotion 
material from manufacturers 
which have never been used. Such 
materials are among the most ef- 
fective forms of sales help. They 
are part of the complete selling 
program, bring maximum success. 
Sometimes they are poorly con- 
ceived or executed by the manu- 
facturer, in which case the whole- 


and their spears into pruning hooks.”..... ii 4; Micah, 1v,3 





By B. E. BOSTWICK 
Sales Manager, 

J. Wiss Sons Co., 
Newark, N. J. 


saler should point out the errors. 
Failure to use these sales helps is 
throwing away extra profit. 

Here is a tentative check list for 
wholesalers : 


Check This List! 


1—-Make a survey of each cus- 
tomer’s potential business and plan 
your selling according to it. 

2—Determine your customers’ 
attitude toward you as a supplier, 
and correct any deficiencies. 

3—Conduct product tests that 
will be helpful to your suppliers. 

4—Conduct product tests which 
will help your dealers. 

5—Draw up_ merchandising 
helps to make each dealer a more 
important distributing unit in his 
trading area. 

6—Broaden small town and 
rural distribution, anticipating the 
trend toward their increased im- 
portance. 

7—Eliminate unprofitable cus- 
tomers and marginal accounts. 

8—Begin now to retrain sales- 
men to do the bigger job that will 
be required of them after the war 
is over. 

9—Make a list of all the ac- 
counts you want to get and plan 
how to sell them. 

10—Investigate the possibility 
of helping dealers make a larger 
profit, based upon a reduction of 
the cost of distribution. 

11—Set up a stock-control sys- 
tem for each dealer that will per- 
mit the ordering of replacements 
by mail, thus releasing salesmen to 
do more selling. 

12—Plan to do in the post-war 
era all those things which have 
heen put off vear after year be- 








Join the Hardware Age Post-War Forum! 


When peace comes and the lights go on again in every part of the 
world, we will face the beginning of a new conflict—a war in the field 
of commerce. Competition will be keener than it ever was in pre-war 
days and many new factors will enter into the business of distribution. 
Manufacturers, wholesalers and retailers will endeavor to make the 
most of the post-war boom and for the days which will follow that boom. 
They also will endeavor to prepare themselves for the probable period 
of recession which will be in the nature of a time of readjustment. We 
must plan now for the post-war period! 


The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 


ideas upon this vital subject. 





cause things were going along all 
right. 

These things are results of buy- 
ing but not selling. They are the 
results of being a supply depot but 
not a sales manager. 

Sales management is the utiliza- 
tion of every factor in the business 
enterprise to its maximum eff- 
ciency in the interest of extending 
the fruits of production to the 
greatest possible number of people. 
Sales management and buying are 
both a part of business manage- 
ment; and no enterprise is doing 
its best unless all the factors that 
make a business go are used to the 
fullest extent. Hardware whole- 
salers are excellent buyers. If they 
become excellent sales managers 
too there is no need to worry about 
their future. 


Buyers have been known to 
change over entire lines from one 
manufacturer to another for a mat- 
ter of a few cents of extra margin, 
when actually the net profit came 
not from the price of the merchan- 
dise but from its identity and its 
potential volume. This is emphasis 
on buying for price instead of buy- 
ing to sell at a profit. 

Thousands of well located, finan- 
cially able hardware dealers never 
grow or change from one year to 
the next because their source of 
supply has never worked with them 
to cultivate growth and improve- 
ment. Individual retailers should 
attain to the maximum growth al- 
lowable by a measurement of the 
trading area in which they operate. 
No market is poor because people 
do not want things, but only be- 
cause the want has never been cre- 
ated or suggested. Not to encour- 
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age growth wherever possible is 
lack of ordinary sales foresight. 
Thousands of hardware dealers 
have not yet discovered the sales 
possibilities that are available the 
weeks before Christmas—20 to 50 
per cent of the year’s business for 
many other kinds of retailers. Hun- 


dreds of thousands of consumers 
pass right by the static dealer to 
drive 50 or 100 miles to better 
displays, cleaner stores, and great- 
er variety. If the jobber does not 
help these dealers, someone else 
will. This is lack of knowledge of 
the market. 

Some buyers place their empha- 
sis on low-priced goods just for the 
sake of low prices. This argues a 
disregard of the basic fact that 
business grows best when it is 
founded on quality and service and 
not when it is based solely on 
price. 

Few hardware jobbers have yet 
worked out a scientific quota sys- 
tem for the distribution of every 
line, if not every item. Yet for 
every business, as for every indi- 
vidual, the setting of a goal is .just 
as important a part of attainment 
as hard work and intelligence. This 
is basic sales management. 


Birck’s Sells Winter Caps 
To Farm and City Customers 


INTER caps made of corduroy 

and wool cloth are sold by 
Phillip Birck & Son, Richmond, Ind., 
from a mass display located on a 
table at the rear of the store. This 
is an entirely new line with this com- 
pany and it is producing a good vol- 
ume for them. The caps are priced 
at the popular 98-cent figure. A large 
show card attracts attention to the 
display and features the price prom- 
inently. 


This company also successfully 
sold straw hats during the summer 
months. An entire table was given 
over to the display of these hats. 
The straw hats were merchandised 
in about the same way now being 
used to sell the caps. 

Customers wait on themselves. 
They find a cap or hat that fits, and 
bring the money and the merchan- 
dise to a salesperson. Practically all 
sales are made in this manner. 





This entire table is filled with winter caps made of corduroy and 
wool cloth. The quantity alone attracts attention and aids sales. 
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Increased Volume of Civilian Goods 
Forecast for Middle of 1944 


WPB plans for mid-war conversion to peace-time 
production progressing; preparing to revoke some 
material orders and to abolish a number of limi- 
tation orders; numerous amendments expected. End 
of war in Europe will witness real reconversion. 


\ PB is going ahead 


full speed with its plans for mid- 
war conversion to peace-time pro- 
duction, and all signs point toward 
an even bigger flood of civilian 
goods when Germany is knocked 
out of the war. 

The growing emphasis on civil- 
ian production is clearly indicated 
by WPB Chairman Donald Nel- 
son’s statement that he would not 
stay with WPB if it should be- 
come a second-rate agency. -This 
was taken as a sign that he is bid- 
ding for the post-war reconversion 
job and has a program ready to 
begin the job. 


Steel Situation Eased 


The steel situation has eased 
considerably, with some capacity 
being cut off. However, there is 
still shortage in flat rolled prod- 
ucts, such as sheets and plates. 
This is not because of a shortage 
of ingot steel, but insufficient ca- 
pacity in the rolling mills. 

WPB is preparing to revoke cer- 
tain material orders, and to abol- 
ish some limitation orders. The 
majority of these orders will be 
amended so as to greatly increase 
the volume of civilian goods by 
mid-1944. 

Civilian production will not be 
immediately on a pre-war basis, as 
materials control will be main- 
tained in CMP. Depending on the 
political situation, real reconver- 
sion will not start until the end 
of the war in Europe. 

There are also indications that 
the manpower problem is easing 
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considerably and will become in- 
creasingly easier after Germany is 
finished, although at present man- 
power cutbacks are being ab- 
sorbed by other war programs. 

Mid-war conversion will be 
hampered by competition among 
industries, the reluctance of labor 
to cease war production and po- 
litical pressure because of the 
supposed effect of the shift on war 
morale. 

The steel order, M-126, which 
prohibits the use of steel in the 
manufacture of nearly 400 items 
will be revoked sometime in Jan- 
uary, according to WPB sources. 
Manpower, materials and plant 
facilities are going to call the turn 
when these articles will once 
more appear on dealers’ shelves. 

This order covers hundreds of 
articles, in all conceivable lines, 
such as housewares, plumbing 
equipment, ornamental wares, 
hardware, etc. 

Furthering this view is the fact 
that Smaller War Plants Corp. re- 
cently admitted to a congressional 
committee that it could get no 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 92 











more war business for small man- 
ufacturers, and was looking to- 
ward civilian production. How- 
ever, Capitol sources believe that 
SWPC is on its last legs. 

While OCR was held down to 
about 160,000 tons of steel for the 
first quarter of 1944, with the 
possibility of getting 50,000 more, 
the Requirements Committee told 
OCR that it could make a supple- 
mentary request. This represents 
an about-face for the committee 
since it would not entertain sup- 
plementary requests in the fourth 
quarter of this year, when mate- 
rials were over-allotted about 15 
per cent, as is the case in the first 
quarter. This over-allotment takes 
in all claimants. 

OCR may request an additional 
200,000 tons if facilities for the 
manufacture of civilian goods are 
found to be available. This would 
bring the total well above the 225,- 
000 tons OCR originally hoped to 
get. 


Additional Factors 


Other factors pointing toward 
reconversion are the return of 
$18,000,000,000 to the Bureau of 
the Budget by the Army and Navy 
recently, and cutbacks in various 
military programs. 

Charles E. Wilson, executive 
vice-chairman of WPB and for- 
mer president of General Electric, 
told the Truman Committee re- 
cently that the time not very far 
off when industry can begin to 
make plans for a return to peace« 
time production. 

Mr. Wilson suggested that man- 

(Continued on page 90) 














ON AVAILABLE GOODS 


Cutlery enjoys a first class 
location at the front of the 
store where an entire side- 
wall unit is given over to 
it. Cutlery is sampled upon 
small panels and protected 
by siiding glass doors. Pot- 
tery is shown at the right. 





War-Time Methods Help Sell 


WV von and _in- 


terior displays play an important 
part in the war-time merchandis- 
ing of Hoyt-Torbert Co., Findlay, 
Ohio. This company has relied 
heavily upon these two merchan- 


dising factors to introduce and sell 
the many new substitute lines it 
has added. 

“Ever since the 
opened, over three years ago, we 
have set and maintained a high 
standard of interior and window 
display,” says J. M. Brown, man- 


store was 





ager. “We have tried to keep 
every merchandise display work- 
ing all of the time. Manpower 
shortages interfered with this pro- 
gram for a while but these have 
been solved successfully with the 
part time employment of high 
school students.” 

At the present time, the com- 
pany uses a boy and a girl from 
high school as part time help. Dur- 
ing the week they come to work in 
the afternoon after school and 
spend all day Saturday in the 
store. During the summer months. 
these students work full time. 

These employees are given a 
thorough schooling in display work 
before they are allowed to sell 

(Continued on page 121) 





Gift goods, including trays, vases, 
fancy glassware and wall plaques, 
are in the space formerly used by 
electrical table appliances. Ad- 
justable shelves make it easy to 
convert this display unit to the 
showing of this new merchandise. 
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Substitute Lines 


The Hoyt-Torbert Co. overcomes 
the manpower shoriage by using 
high school students. Displays 





a factor in selling new lines 
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Many new items are shown in 


sidewall fixtures where the 
metal housewares were once 
featured. Pottery is one of 
the lines now shown here. It 
is selling so well that the 
stock has been expanded for 
it is ideal for gifts. This 
section is near the front. 











Valuable display space in 
this store is required to 
do double duty. Mirrors of 
various styles are shown 
here and are selling well 
up to the $3.95 grade. In 
the spring, this space is 
given over to steel goods 
and farm and garden items. 





Popular priced glassware 
is shown on display tables. 
This display is near the 
wrapping center near the 
rear of the store. Step-up 
fixtures are used here to 
obtain a better arrange- 
ment of the items. Quantity 
displays of popular lines 
aitract numerous shoppers. 













Purchase Orders for the| Re 


They provide an accurate record of 
all merchandise purchased, can be 
used to control buying, expedite the 
movement of merchandise into stocks 
and are essential if priority rat- 
ings are to be extended accurately 


= hard ware 


dealers should issue written orders 
to cover purchases of merchandise. 
Too many consider that practice is 
just so much extra work. As a 
matter of fact, it is time well spent 
because it saves time when the 
merchandise is received, and today 
shipments often arrive days before 
the invoices. 

It is good business to have a 
record of merchandise on order. It 
is almost impossible to exercise 
control over buying unless some 
system is followed that provides 
the necessary control over the 
firm’s employees and gives check 
on orders issued to suppliers or 
their salesmen. 


What Every Purchase Order 
Form Should Contain 


The form should clearly indi- 
cate that it is a purchase order. A 
suggested type of form is shown on 
the next page. At least three lines 
should be allowed for the address 
of the supplier to whom the order 
is directed. The dealer’s firm 
name should be shown and space 
should be .allowed for the dealer 
or authorized employees to sign 
the order. There should be space 
for the date, terms, order number, 
how the goods are to be shipped, 
carrier to be used,.and when the 
goods are to be shipped. The form 
aiso should provide columns for 
showing the quantity ordered, 
number or size of the article, name 
of article and its cost and cost. 
price extension. Columns for the 
unit retail prices and extension of 
these prices should be provided on 
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the dealer’s copies of the order 
form. 

Purchase order forms for the 
small business should be made up 
in duplicate. Triplicate order 
forms will be more practical for 
the larger retail store where more 
control is required. 

In order to use purchase orders 
successfully and easily, you must 
adopt a system for handling them. 
Everyone using the order must un- 
derstand it thoroughly. The fol- 
lowing suggestions may be helpful 
in working out such a system in 
the average hardware store: 


Designate Employees Who 
May Issue and Sign Orders 


The owner should designate to 
certain employees the authority to 
sign orders for merchandise. He 
may prefer to sign all orders him- 
self or to permit erhployees to sign 
certain types of orders, such as or- 
ders for repairs, special rush or- 
ders, “etc. This responsibility 
should be clearly established. 


Issue Orders for 
All Merchandise 


Another rule which must be es- 
tablished is that a purchase order 
must be issued for all orders for 
merchandise. There must be a 
record of all commitments for 
merchandise in the store. The 
dealer must follow through on this 
to see that this rule is obeyed. 


Handling Purchase Orders 


The following suggestions for 
handling purchase orders are for 
a business using triplicate order 
forms. The same system can be 


used where duplicate order forms 
are used, in which case, it would 
be necessary to eliminate from 
consideration the suggestions 
made for the use of the No. 3 or 
office copy of the order form. 

To identify order forms in this 
article, the original purchase order 
will be the No. 1 copy (white). 
The receiving copy of the pur- 
chase order will be the No. 2 copy 
(yellow). The office copy of the 
purchase order will be the No. 3 
copy (blue). The office copy of 
the order can be eliminated in the 
small retail hardware business. 
The receiving copy then serves as 
the office copy. 

Orders for merchandise should 
be made out by the dealer or his 
employees as the merchandise is 
purchased from the salesman. 
Complete information about each 
item should be placed on the form. 
The dealer should indicate the re- 
tail price of each item on the re- 
ceiving copy as he goes along. 
Give specific shipping instructions 
if possible. In other words, fill out 
the order form completely. It 
should always be signed. 


Handling the Original Order— 
No. 1 Copy 


This form is issued to the sales- 
man or mailed to the supplier 
whenever merchandise is _pur- 
chased. It is smaller that the other 
copies of the order form measur- 
ing 614 in. wide and 9 in. long. It 
is designed to be mailed in a No. 
634 window envelope. 


How to Use the Receiving 
Copy of the Order— 
No. 2 Copy 


This form goes to the receiving 
desk and to the person in charge 
of receiving, checking, and mark- 
ing all merchandise shipments. It 
should be filed alphabetically un- 
der the manufacturer’s name in a 
small letter file kept at this desk 
for this purpose. If only duplicate 
order forms are used, this file then 
serves as the unfilled order file. 
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PURCHASE ORDER 


TO 


FROM 


JOHN DOE HARDWARE CO. 
517 No. Center St. 
Anytown, New York 


DATE 








ORDER NO. 576 








TERMS 








SHIP BY. 


WHEN 





Quan- 
ing tity 


NOTICE 


Article 


Extension 


JOHN DOE HARDWARE CO. 








Purchase order forms should be made up in duplicate or triplicate depending upon the size of the business. The 

original copy of the order is smaller than the receiving and office copies which are retained by the dealer. The 

original copy measured 61/, in. wide by 9 in. long and is designed so it can be mailed in a standard No. 6% 

window envelope. Dealer copies of the order form are 8 in. wide, due to the addition of the columns for retail prices. 
They are 9. in. long. Forms should be bound in pads. 


When a shipment of goods is 
received, the receiving clerk will 
remove the proper order from the 
file, check the shipment against 
the order, and make notations of 
any shortages or overages. If any 
articles are damaged or broken, 
notations of this fact should be 
made and proper shipping agency 
notified. 
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The goods received should be 
marked with the retail prices 
shown on the order form. As soon 
as this work is completed, the re- 
ceiving copy of the purchase order 
should be taken to the office and 
turned over to the bookkeeper. 

This receiving order copy is 
then checked with the invoice 
which the bookkeeper is holding. 


If it checks, the bookkeeper marks 
both the order and invoice “ready 
for payment,” attaches the order 
to the invoice, and places in the 
unpaid invoice file for future pay- 
ment. 

If the invoice has not been re- 
ceived by this time, the receiving 
copy of the order is filed alpha- 

(Continued on page 87) 
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Show Customers You Are An Employee 


N OTHING exasper- 


ates a customer more than to visit 
a busy hardware store and not be 
able to distinguish salespersons 
from other customers of the store. 
It’s very embarrassing to a custom- 
er to ask some person for an item 
of merchandise only to find that 
he is also waiting for a salesman 
and is not an employee of the store. 

This situation is encountered in 
all hardware stores. It occurs more 
often in big city stores or in those 
that have largely a transient trade. 
Few salesmen know all of the 
firm’s customers and fewer cus- 
tomers know the salesmen. It is 
desirable under these conditions 
for employees of the store to be 
identified in some manner so that 
customers will know who to ask for 
merchandise. 

Identifying employees is a sim- 
ple thing to accomplish in any re- 
tail hardware store. The easiest 
and least expensive way to accom- 
plish this is to supply coats for 
men and smocks for women em- 
ployees. Employees who have to 
do heavy work may require a dif- 
ferent tvpe of uniform. such as a 
coverall. 

The store should supply the uni- 
form. It can own these outright 
or subscribe to a service that sup- 
plies them. This is normally avail- 
able through local laundries. In 
any case, every employee should 
be provided with two. jackets or 
smocks each week and more if he 
is engaged in dirty work. Where 
the store owns its own uniforms. 
arrangements can be made with 
‘local laundries for the cleaning 
service. 

It’s an excellent idea to have the 
names of employees on their coats. 
Customers know with whom they 
are dealing from the very start 
and it encourages them to call the 
salesman by his name during the 
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course of the transaction. Custom- 
ers will remember the salesman’s 
name and ask for him in the fu- 
ture, especially if the salesman 
gave unusually good advice or per- 
formed some worth while service. 
This also helps the employee build 
up a customer following and in- 
creases his business. 

Employees’ names can _ be 
stitched on the coats by the manu- 
facturer of the coat or smock or 
an identification badge can be 
used. In either case, the name of 


the employee should be large 
enough so that it can be read eas- 
ily from a distance of from 6 to 
8 feet. 

Light tan, green, grey or blue 
coats and smocks are good, ser- 
viceable colors and will meet with 
the approval of employees. The 
garments should be light in weight, 
otherwise they will be too warm in 
the summer months. Employees 
prefer to wear uniform dress since 
it helps them save their own 


clothes. 





Test Your Hardware Sense 


RADE yourself to see how good you are. Each 
question correctly answered is worth 20 points. 

A grade of 100 is very good; 80, good; 60, fair: 40, poor: 
and 20, very poor. The correct answers to these ques- 
tions will be found on page 121. Work the problem first— 
then, substitute the figures of your business for those in 


the problem. 


|—Figure how much the dealer should charge the customer 
for this repair job. The store has a minimum charge on small 
repair jobs of 50 cents. The repair man spent a quarter of an 
hour on the job and used parts retailing for 20 cents. Shop 


labor is sold at $1.00 per hour. 


2—Manager Jones figures he can afford to pay salesmen a 
salary equal to 10 per cent of the sales volume they produce. 
Salesman A’s sales for the previous year were $13,000: 
salesman B’s sales were $11.700. Determine the weekly salary 


for each of the salesmen. 


3—Figure the merchandise purchases in the following busi- 
ness. Inventory at the beginning of the year $10,000; cost of 
goods sold $23,000; inventory at the end of the year $10,500. 


All figures are cost figures. 


1—A dealer handles a washing machine that retails for $80. 
Margin on the item is 33 per cent. He finds he must pay a 
salesman a cash commission of $9.60 to keep them selling the 
line. Determine the percentage rate of commission the dealer 


is paying. 


5—A hardware dealer is considering if he should pay $900 
rental for a large store next to his present place of business 
and move to the new location. His sales the previous year were 
$30,000. His margin on this business was 30 per cent. Assum- 
ing that he should not pay more than 15 per cent of his margin 
for rent, determine if the proposed rental is within this safe 
limit, also figure the percentage the rental is of the margin 


earned. 


(Answers on page 121) 
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Furnace Air Filters—Available, 






In Demand and Highly Profitable 





ROBT. WOLFF 


secretary of 
Wolff & Watt 


Typical interior table display of air filters at 
the Wolff & Watt. store. A full 7-ft. table is de- 
voted to them from May to November and frequent 
attention is given the line in window displays. 


Fix ARDLESS of 


the type of fuel consumed, coal, 
gas or oil, modern forced warm 
air heating plants depend very 
largely on clean air filters to pro- 
vide efficient heating. The best 
heating unit made cannot function 
well for long if the filters are 
clogged with the dirt, dust and lint 
they collect, because then, enough 
air cannot get through to circu- 
late throughout the house. The air 
filters in such heating equipment 
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should be changed at least twice 
a year. Where an air-conditioning 
unit (now very common in mod- 
ern homes) is included, the neces- 
sity for this change every six 
months is even more important. 


From November to May 


The Wolff & Watt store in Wil- 


mette, Ill., features this line most 
of the year, with special emphasis 
on it from November to May. The 
line handled by this firm is made 
primarily of fiber glass. It is avail- 


Modern forced warm air heating plants require from one to 
six filters, usually twice a year to provide more efficient 
heating. Owners of furnaces having air-conditioning units 
excellent prospects for replacement sales every six months. 


F. L. WATT 
vice - president of 
Woilf & Watt and 
an enthusiast on 
the hardware 


dealer’s oppor- 
tunity to make 
profitable sales 


on air filters for 
forced warm air 
heating units. 





able and not on the critical mate- 
rials list. From one to six filters 
are needed per heating unit, de- 
pending upon the size and type in 
use. The replacement is as simple 
as putting up or taking down a 
common window screen. No spe- 
cial tools are required and a few 
standard sizes take care of the en- 
tire market. 

The four most common sizes of 
air filters are: 16 by 25 by 2 in.; 
20 by 25 by 2 in.; 16 by 20 by 2 
in.; 20 by 20 by 2 in. 


Among these four common sizes 
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The hardware store of the Hill-Behan Lumber Co., Chicago, Ill., features air filters as 
a proper tie-up with a window display containing other heating equipment essentials. 





ON AVAILABLE GOODS 


the first two “16 by 25 by 2 in.” 
and “20 by 25 by 2 in.” are most 
popular, but all four sizes should 
be stocked with emphasis on the 
two most popular dimensions. 
Other sizes can be handled 
through recourse to filter manu- 
facturers’ catalogs which list all 
known types of heating equipment 
and indicate, at a glance, the size 
and number of filters required. 

The retail prices on the two 
most popular sizes are $1.50 and 
$1.75, respectively, and dealer 
margins are consistent with cus- 
tomary hardware distribution dis- 
counts. 


Ample Display Space 


Wolff & Watt devotes an entire 
7-ft. display table to air filters for 
seven or eight months of the year. 
Whenever time permits, F. L. Watt 
and Robt. Wolff, the principals of 
this firm, supplement the sales sug- 
gestion of the display table by 
mentioning filters. As fall ap- 
proaches each cool day encourages 
such special effort. Each time a 
sale is made, the customer is re- 
minded that to obtain full effici- 
ency of his heating plant the filters 
should be replaced at least every 
six months. 
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The normal stock of air filters 
carried by this firm runs from 180 
to 250 and replacement orders 
every 30 to 60 days require from 
150 to 200 filters in the most ac- 
tive season from November to May. 

Although the Wolff & Watt 
store is only 14 miles from the 
Chicago Loop shopping center, 
this firmi does not worry very 


much about the nearby big city 
competition. Filters are a utility 
item and there is a natural inclina- 
tion for people in the near-at-hand 
trading area to buy such equip- 
ment locally. This firm is highly 
enthusiastic about air filters and 
either Messrs. Wolff or Watt need 
very little encouragement to hold 
forth on the subject. 





Christmas Doll Stock Well Displayed. 
Catches the Eye and Aids Sales 





The Douglas Hardware Co., Janesville, Wis., does a large doll business and 

displays them in a special alcove on its second floor toy department. They 

are shown on shelves, with some spacing between them. This makes for a 

very fine appearance. Considerable variety in types of dolls is also shown 

and this has been found to be quite a factor in increasing doll sales at the 
Christmas season. 
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“Opening Day, 194?” 










































VEN the folks who look at the world 

through the gloomiest glasses must 
agree that some day—before too long— 
this war will be ended. With the United 
Nations coming out on top. 


Then Americans by the millions will 
change from uniforms to civvies. They’ll 
swap the business of war for the busi- 
nesses of peace—yes, and for the plea- 
sures of peace, too. Hunting, for example, 
and other forms of shooting for sport. 


Remington is keeping that time in 
mind. Remington’s national advertising 
is constantly keeping alive a keen inter- 
est in the shooting sports. It is even 
“selling” the pleasures of shooting for 
sport to people who have not done so be- 
fore. And even though Remington is now 
producing for our armed forces, Reming- 
ton advertising is keeping the name 
“Remington” synonymous with the finest 
in sporting firearms and ammunition. 


In other words, we’re creating and 
maintaining a post-war market for you— 
and insuring an even greater acceptance 
of Remington products than ever before! 
Remington Arms Company, Inc., Bridge- 
port, Connecticut. 





Q 12 
Sidelines 


Seems a man once opened a mule’s 
mouth to see how many teeth it had. 
So far so good. But then the mule 
closed its mouth to see how many 
fingers the man had! “Had” is 
right! 
eee 
Did you know a 12-gauge Remington 
Nitro Express* shell, in the instant 
' between the time the firing pin hits 
the primer and the shot charge 
ee: sell leaves the muzzle of the gun, de- 
ments Uke thie ere ap- ‘ a a "sesith velops 1,300 horsepower? 
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More Than 1000 Items Are Shown 
On This Pyramid Display Fixture 





A N unusual pyra- 


mid display fixture shows more 
than 1,000 items for the Swint- 
Reineck Co. Freemont, Ohio. This 
fixture occupies the entire center 
floor section of the store and was 
designed and built by Ned J. 
Hanna and Walter Vickery, em- 
ployees of the store. 

The rack occupies a space on 
the main floor 7 ft. wide and 25 ft. 
long. It is built in 5-ft. sections 
and the sections are used back to 
back. Each section has seven step- 
ups for showing merchandise. 
These steps are 9 in. wide and the 
riser is approximately 10 in. Each 
section is 6 ft. high, overall. 

A half-round section is used to 
finish the front of the fixture and 
it continues the various steps 
around the front and joins up the 
side sections. This finished end 
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The Swint-Reineck Co., Fremont, 
Ohio, has developed an unusual, 
home-made accessory which can 
show an astonishing amount of 
merchandise and which promotes 
self-service among the customers 


Numerous housewares are featured 
on this side of the fixture and 
mirrors are used for background 
pieces for some of the smaller 
items. Large decorative mirrors 
are shown at the fixture’s top. 


faces the entrance and permits A special top was added to this 
traffic to flow easily around and fixture a short time ago to secure 
down the sides. space for showing mirrors, a new 





Pottery, glassware, novelties and gift goods are shown on this side. . The 
firm always carried these lines and has expanded them during the war. 
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* HEIP SAVE * 
METALS FOR WAR Use 


¢ Metal has gone to war... but glass now 
performs capably on the home front. 
ANDERSON’S “Crystal Glass” Chick Founts 
assure low-cost efficient watering facilities for 
your customer's chicks... saves needed metal 
for the war effort! Write for prices — today! ° 


ANDERSON’S CHICK FOUNTS 


Water supply always visible. . safe for medicines (can't corrode) . . . labor-saving, sanitary, 
easy to clean. bubbling water attracts attention, promoting greater water consumption. 


ANDERSON’S FIBREBOARD 
HEAVY-DUTY FEEDERS 


A new ANDERSON development! A 

corrugated, heavy-duty, NONMETAL chick 

feeder that saves metal, saves feed, saves QUART JAR 
money ...and is low in cost! A practical, -.. all-glass 
streamlined invention your trade WN Mason pan 

will want on sight! f a Lem 1 (base). 
























ideal For 
WARTIME FEEDING 


Assures ample feed ie 
for VICTORY chicks! 
. FEED-SAVER... 
Special lip to save feed 
2. MONEY-SAVER... 
Costs 2 to 5 times less 
than metal equipment 
3. NO ROOSTING... 
Exclusive saw-tooth rail 
keeps chicks off! 
4. TIME-SAVER ... Easy 
- assemble —easy to 
Ii. 
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ONE GALLON 24, GALLON 
CAPACITY CAPACITY 
Complete with Complete with 
Base. te Base. 


SEND FOR FREE DESCRIPTIVE FOLDER. . TODAY 


ANDERSON BOX CO. Indianapolis. Ind. 













3 YEARS, MORE POPULAR {~ “Backed By Regular 
THAN EVER—A REAL COAL SAVER Advertising to Farmers 


The “EVENHEAT” Coal Heater is an 
improved magazine type heater scien- 
tifically constructed with fire’ brick 
linings and auxiliary combustion chamber | 
that mixes secondary air with the gases 
forced from coal in the process of cok- 
ing, thus increasing the heat output by 
burning gases and products of combus- | PRECISION 
tion that are ordinarily lost. 


EVENHEAT  cvectric FENCER 


Magazine Type Coal Heater Advertised each month in farm papers with 
combined circulation of over 10,000,000— 








Sold only FIER 
ENS! 
thru oRY WEATHER \NT 
recognized y MIZER 
hardware e BATTER 
i “ and appliance NEON FENCE TESTER 
4 jobbers _— 


if p ON 250,000 FARMS 
PAYS FOR ITSELF FROM FUEL SAVED Ae 


No Puffing or Blowing ._. S-YEAR SERVICE GUARANTEE 





Burns any kind of coal, hard, semi- STORM PROOF SEALED CASE 
anthracite, soft; lignite, briquettes, etc., 
successfully, leaving only fine white ash 


and no clinkers. 


._. FLUX DIVERTER 


-- SAME HIGH QUALITY 











Have your jobber obtain full particu- 
lars if he is not already an EVENHEAT 











Distributor. 

PATS. PENDING | Sold Gale Direct from Factete be Established taaatues 
MIDWEST STOVE CO. tinea with specic! De- | Write for Details of Franchise and Sales Program 
728 Delaware Kansas City, Mo. signed Pane Dee PARKER-McCRORY MFG. CO + KANSAS CITY, 8, MO 
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line with the company. This top 
is 30 in. high and is securely fas- 
tened. Its sides slope so that the 
mirrors are held in place when put 
on display. The entire top display 





A half-round sec- 
tion adds a finish- 
ing end to the fix- 
ture. This end 
faces the store's 
entrance and the 
customers see it 
immediately upon 
opening the door. 


unit is used for this line and it 
shows them to excellent advantage. 

Surplus stock space is available 
beneath the pyramid display fix- 
ture. Access to this space is had 


through a door in the end. This 
stock space is very valuable and 
it is convenient to use, since the 
rack is constructed in a way that 
eliminates all unnecessary interior 
supports. 

Almost every type of merchan- 
dise is shown on this fixture or 
has been shown on it at one time 
or another. Housewares, glass- 
ware, dinnerware and gift items 
now occupy the major portion of 
the space. Women like to shop 
from this display. Merchandise 
shown on it is easy to handle, is 
well displayed and appears at its 
best. Most customers can wait 
upon themselves and they like this 
feature. 


Easy to Change Displays 


Displays are easy to change on 
such a fixture. Seasonal items are 
shown here and new merchandise 
is always given a choice spot. ‘ 

The entire fixture is painted 
ivory. Crepe paper and other 
decorative materials are used 
occasionally as supplemen- 
tary backgrounds to show off cer- 
tain types of merchandise. 


Books for Children—a Year ‘Round Line 


HE Bohn Hardware Co., Wood- 
stock, Ill., has a large stock of 
children’s books in its basement de- 
partment and finds that the line sells 
well not only during the Christmas 
holidays, but during the entire year. 
Fathers and mothers nowadays 
buy many more books for their chil- 
dren than they did a generation ago. 
This, perhaps, is due to the fact the 
present day children’s books are bet- 
ter illustrated and merchandised. 
Many folks, too, who want to buy a 
birthday or other gift for children, 
come to the Bohn book department, 
because they know that from the 
firm’s big stock, some worth while 
selections can be made. 

Prices on the books range all the 
way from 10 cents to $1.39. The 
lower priced books are for younger 
readers, while the higher priced 
books are bound and are the size of 
regular books. Both of these types 
are desired by readers of various 
ages. 

To display the books at the bottom 
of the stairway space, the store man- 
agement built a regular bookcase 
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and placed the book stock therein. 
This gives the section a regular 


“homey” appearance and does much 
to help sell books. 


mee 
Rot eet a ae 





This extensive children’s book section pays dividends to Bohn’s. 
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BLACK LE 
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BOSS KER 
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EVEREAD' 
FLEX-0-G 
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‘ou can get it 


at Blakeley’s’ 





You know stores like Blakeley’s. There are one or two in almost every town. 
They always seem to have just the lines of goods and just the items that rural 
people want. And when a store becomes known for that trait—when people say 
“I’m pretty sure you can get it at Blakeley’s’”—well, there’s a sound reason for 
that sort of success. Such stores make a point of meeting the needs and prefer- 
ences of their rural customers—and many of them recognize FARM JOURNAL as 
the surest guide to the products it pays to stock and show. 


Rural Americans’ income has increased by advertised in the FARM JOURNAL. Read by 
billions. They’re putting a large part of it 2,700,000 rural families—many of them 
into war bonds, and spending still morefor in your own area—it is America’s leading 
the things they want and need. Meet those _ rural magazine—largest in circulation— 
dollars half way by featuring the products _ strongest in sales influence. 





These are the products in your line advertised in Of the 
current issues of the FARM JOURNAL. Display them. FIRST FOUR 
ree TT ian ch 
ATFA cum TURPENTINE YR-FY 
BAG BALM GENERAL ELECTRIC PURINA FEEDS covers the rural market 
BLACK LEAF 40 GOLDEN FLEECE POT CLEANER PYREX WARE 
BOND FLASHLIGHT BATTERIES DR. HESS & CLARK PAN-A-MIN RCA PRODUCTS 
BOSS KEROSENE STOVES JACUZZI WATER SYSTEMS REMINGTON ARMS 
CARBORUNDUM FiLES KALAMAZOO STOVES REPUBLIC STEEL 
CAT'S PAW RUBBER HEELS AND SOLES KOW-KARE R-V-LITE WINDOW MATERIAL I 
CHORE GIRL CLEANER LARRO FEEDS OR. Str S PRODUCTS JOURNAL 
COLEMAN APPLIANCES MONARCH RAR a STEVE NS iz, 

MONARCH RANGE 
COOLERATOR DR. NAYLOR’S PRODUCTS STEWART CLIPMASTER 


CYANOGAS 
DISSTON SAWS 


DUO-THERM HEATER PERFECTION OIL HEATERS 
EVEREADY FLASHLIGHT BATTERIES PETERS CARTRIDGES pF apa ag 
FLEX-0-GLASS PHILCO PRODUCTS WINCHESTER FLASHLIGHT BATTERIES 
FOLEY KITCHEN UTENSILS PINCOR MOTORS WINCHESTER GUNS 

FRIGIDAIRE PLUMB HAMMERS & AXES —ZENITH RADIOS 


NORGE. 
PARMAK ELECTRIC FENCER —Wiatint MGBNING STOVES 
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Successful merchandising is based on facts. Write today and have us tell you how 
many FARM JOURNAL subscribers live in your own county. In two out of three 
U. S. counties (practically all but the metropolitan areas) the FARM JOURNAL 
has more readers than LIFE, THE SATURDAY EVENING POST, or COLLIER’S. 


GRAHAM PATTERSON, Publisher JOU RN A L Washington Square, PHILADELPHIA 
AND Far 1214 H ife 
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Pottery. framed pictures. glassware and gift items are in a sidewall 
fixture that once held electric table appliances and metal utensils. 


New Volume From 


New Housewares Lines 


The Isch Hardware has built up 
this section so that its sales 
have offset losses occasioned 
by curtailment in other lines 


End tables are used to show new glassware lines. 
The display is effectively shown upon a green 
paper background. 


ON AVAILABLE GOODS 


se Isch Hardware. 


Bluffton, Ind., has increased vol- 
ume in its housewares department 
by adding new and available lines. 
The volume has been large enough 
to completely offset sales losses re- 
sulting from production curtail- 
ments on metal housewares items 
and electrical table appliances and 
to show a gain over sales in the 
department for the previous year. 


Satisfactory Sales 


“It has taken a lot of hard work 
to accomplish these results,” says 
Harry A. Isch, owner. “We have 
been on the alert for every new 
line we thought we could sell and 
we have bought many items about 
which we were uncertain. In the 
majority of these instances the 
items sold satisfactorily. Those 
that did not come up to our ex- 
pectations were cut out of our stock 
as soon as possible.” 

The entire housewares display 
section has been rearranged sev- 
eral times in the past year and a 
half. Every time a new line of 
gifts, pottery or glassware was 
added it was necessary to make 
adjustments in the displays of the 
entire department. 


Given Prominent Position 


New items usually are shown 
first on center floor tables. After 
they have been introduced there 
they are normally moved to the 
sidewalls. At regular intervals, 
the line is displayed again on the 
center floor tables. These displays 
are usually timed to appear when 
the line is being featured in a win- 
dow display. 
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SERVICE 









Service today takes a lot of patience, a lot of planning 
and a tremendous lot of hard work. We cannot even 
approximate the type of service we once thought nor- 
mal, even though our line has been reduced to bare 
essential items. 








Here, on one hand; are more horses and mules in harness 
than there have been in years. Their harness hardware requirements, alone, 

HARNESS would tax normal production facilities. 
HARDWARE 







On the other hand is Uncle Sam, asking for huge quantities of the same sort 








BUCKLES SNAPS of hardware for our fighting boys . . . and, of course, getting first claim on 
BITS SWIVELS production. 

HOOKS LOOPS And here we are, in the middle, trying to meet both these amplified demands, 

CHAINS with limited man-power and restricted materials. We want you to know 

ROPE GOODS; we're doing, and will continue to do, our best to serve you all. You can 






help! Allow all the time possible for delivery! And keep smiling, too! 


COVERT MFG. CO. 


TROY, NEW YORK ~ JBWELRY 


‘a y 

“DUCK Bil l e FOR YOUR REPUTATION’'S SAKE 
ore buying Wor beods {0 Sell Genuine 
to see this ou? thru... {3 Xcelite 


SCREWDRIVERS 



































- with the transparent, shock-proof 
handles originated by XceLite 


XceLite started the “new era of screwdrivers” 
—the eye-appealing, easier-to-use, longer last- 
ing screwdrivers with the clear, shock-proof 
handles of XceLite special plastic. Today 
XceLite Screwdrivers are the standard of com- 
parison, imitated but not excelled! In addi- 
tion to their famous handles, XceLite Screw- 
drivers are known for their high quality blades, 
accurately machined. Here are the ideal tools 
for electrical, mechanical and general use. Over 
50 sizes and styles, square and round blades. 
Available on satisfactory priority ratings. De- 
tails and prices on request. Write Dept. CG. 


PARK METALWARE CO., INC. 
Orchard Park New York 






































ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS Bee 


: ss QUALITY TOOLS 
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News of Retailers, Jobbers, 


and Manufacturers and 
Salesmen 

















READ IT IN HARDWARE 
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FOURTH WAR LOAN DRIVE SEEKS 


GREATER RETAIL STORE AID 


DRIVE RUNS JAN. 18-FEB. 15 
Quota of $200 sales in Series “‘E”’ 


bonds per retail 
set in the drive. 


retail store advertising space for 
publicizing war bond sales drive. 


Greater participation by retail 
hardware store sales clerks and 
retail hardware store owners as 
well as other retail outlets is 
being sought in the sale of war 
bonds and stamps during the 
Fourth War Loan Drive, running 
from Jan. 18 to Feb. 15, 1944, 
throughout the United States. 
Many retail hardware stores suc- 
cessfully cooperated during the 
Third War Loan Drive. Even 
greater cooperation by entire 
store staffs is being sought for 
the Fourth drive. It is also re- 
quested that more retail store 
advertising space in newspapers 
and other media be donated for 
the drive and that each retail 
store employee have, during the 
drive, a sales quota of $200 in 
bonds and stamps. 

Dealers are urged to get in 
touch with their local retail bond 
chairmen as to the campaign and 
are urged if they are not at 
present issuing agents or sub- 
agents for the sale of bonds and 
stamps that they check with their 
bankers as to such a tie-up. As 
to advertising, merchants—large 
and small—are being requested 
to allocate a minimum of 10 per 
cent of normal advertising ex- 
penditures to the bond selling 
campaign, Suggested advertising 
themes are local bond purchases 
in the town and what they mean 
to the town and nation and tell- 
ing the public what the sales 
clerks in your store are doing in 
addition to their regular work to 
back up the war effort through 
the sale of War Bonds and 
Stamps. It is also suggested that 
display windows be used to tie 
in with the campaign, using 
quota and performance figures in 
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store employee 
Also seek more 


show windows, photos of service- 
men from the community, and 
displays tying in with local fac- 
tory purchases of bonds and their 
other cooperation in the war 
effort. 

As each retail store employee 
reaches his quota the Treasury 
Department authorizes for his use 
a special badge indicating his 
success. These badges can be ob- 
tained from local chairman. The 
United States Treasury Depart- 
ment is so cognizant of the part 
retail dealers are playing in war 
financing, it is authorizing such 
establishments making their 
quota to fly a special 4th War 


DUNLAP ASSISTS PRES. 
OF WICKWIRE SPENCER 


E. P. Holder, president of 
Wickwire Spencer Steel Co., 500 
Fifth Ave., New York City, 18, 
recently announced the appoint- 
ment of Robert T. Dunlap as 








ROBERT T. DUNLAP 


Loan Treasury Flag. 
permitting the purchase use of 
this flag will be issued through 
and presented by the state war 
bond offices. 

Since competitive spirit works 
wonders in bond selling as in 
other activities it is suggested 
that retail stores divide their 
staffs, including all types of em- 
ployees into two -teams. The 
Treasury Department further 
recommends that some type of 
award be offered by the store 
management to the winning team 
or individual to add _ further 
interest to the idea. It is further 
suggested that advertising of the 
store give mention, from time to 
time, of the progress being made 
in bond and stamp selling by the 
store’s staff. 

Series “E” bonds are being 
featured in the Retailers’ Fourth 
War Loan Drive, with particular 
emphasis on these bonds during 
the period from Jan. 18 to 31, 





assistant to the president. Prior 
to his affiliation with Wickwire 
Spencer, Mr. Dunlap was gen- 
eral works manager of the Vul- 
can Iron Works, Wilkes-Barre, 
Pa., manufacturers of locomo- 
tives, marine engines, etc. He 
has also been associated with the 
Eliott Co., Jeannette, Pa., manu- 
facturers of valves, condensers 
and power plant accessories, as 
production superintendent; with 
Jones & Laughlin Steel Corp., 
Pittsburgh, Pa., as engineer, pro- 
duction and general superinten- 
dent; and with the Pittsburgh 
Bridge & Iron Works as plant 
manager. 


LUFKIN RULE WINS 
ARMY-NAVY “E” STAR 


The Lufkin Rule Co., Saginaw, 
Mich., has recently been pre- 
sented with the white star for 
continued meritorious service on 
the production front. The com- 
pany won the Army-Navy “E” 
pennant in April, 1943, 
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GEORGE W. BALDWIN 


BALDWIN HEADS SALES 
FOR GEO. D. ROPER 
GAS RANGE DIV. 


George W. Baldwin, who re- 
cently severed his connections 
with the WPB, has been ap- 
pointed sales manager of the 
Geo. D. Roper Corp., Rockford, 
Ill, gas range division. Mr. 
Baldwin joined the Roper Corp. 
20 years ago and progressed 
through many phases of office 
and shop control. In 1933 he 
moved to Washington as the 
company’s sales representative to 
cover a territory which included 
Maryland, Delaware, District of 
Columbia, Virginia, and part of 
North Carolina. When, by gov- 
ernment order, the company dis- 
continued gas range production 
last year, the WPB selected Mr. 
Baldwin as chief of the Domestic 
Stove Section of the Plumbing 
and Heating Division, until Octo- 
ber of this year. In addition to 
his duties connected with the 
Roper war production program, 
Mr. Baldwin will also devote his 
energies to production and distri- 
bution of the war model gas 
range which the company will 
start producing in the near 
future. 


WORTH HEADS SUPPLY 
AND INVENTORY FOR 
INT. HARVESTER CO. 


W. E. Worth, director of pur- 
chasing for International Harves- 
ter Co., Chicago, IIll., has recently 
also been appointed vice-presi- 
dent in charge of supply and in- 
ventory. 
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Conference Urges More 
Victory Garden Supplies 


Meeting in Chicago to be followed by others 
in rest of country. Urge increased can- 
ning supply stocks, more fertilizer, increased 


garden tool production. 


Endorse objec- 


tives of National Victory Garden Institute. 


More than 300 people from 30 
states attended the National 
Victory Garden Institute, at the 
Hotel Blackstone, Chicago, IIl., 
Nov. 16-17 held in cooperation 
with the Victory Garden Com- 
mittee, Illinois War Council and 
the Victory Garden Department, 
0.C.D., Chicago Metropolitan 
area. The decision was made to 
have a number of regional meet- 
ing of The National Victory Gar- 
den Institute, 598 Madison Ave., 
New York City, N. Y. 

In general recommendations of 
the National Advisory Garden 
Committee which met in Wash- 
ington on Oct. 4-5, 1943, were 
endorsed. Objectives of the 
National Victory Garden Insti- 
tute were endorsed and strength- 
ened. These call for 22,000,000 
Victory Gardens and 26,000,000 
home preservers in 1944, 

It was resolved that every 
effort be made to secure ade- 
quate equipment and supplies 
for Victory Gardeners. 

(a) Paper for seed packets and 
containers for seeds and other 


supplies. It was argued that the 
present amounts allocated are 
inadequate. 


(6) An increased number of 
hand garden tools and wheel 
hoes. No wheel hoes are now be- 
ing manufactured for Victory 
Gardeners. 


(c) An adequate amount of 
rotenone insecticides. It was 
specifically recommended that 
the amount allocated to Victory 
Gardeners be increased from 20 
per cent to at least 30 per cent. 


(d) An increased number of 
dusters and sprayers was re- 
quested so as to provide for the 
effective and economical use of 
these vital materials. 
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(e) Sufficient quantities of 
canning equipment must be made 
available. It was urged that at 
least 600,000 pressure canners be 
manufactured instead of the 400,- 
000 now requested by the De- 
partment of Agriculture. Also 
mentioned were additional quan- 
tities of jar closures, tin cans, 





non-pressure canners,_ tin-can 
sealers and such minor equip- 
ment as jar racks and jar lifters. 

(f) It was urged that addi- 
tional gasoline again be made 
available to Victory Gardeners 
for necessary travel to and from 
their garden plots. 


(g) Emphasis was placed on 
the need for further expansion of 
the company garden program. 
The Institute was urged to con- 
tinue its efforts to interest large 
companies in this movement by 
personal contact work and by the 
publishing of a manual which 
will contain case histories of 
what the companies have done. 

(h) Children’s gardens for 
both food and education were en- 
dorsed and it was recommended 
that they be carried on through 
the existing school organizations 
wherever possible. 








Geo. G. Hoy Joins 
Clark Hardware Co. 


Associate editor of Hardware Age becomes 
merchandising manager for Clark Hard- 
ware Co., Jamestown, N. Y. — Continues 
as contributing editor of this publication. 


George G. Hoy, for the past 
five years associate editor of 
HarpwareE AcE became merchan- 
dising manager of the Clark 





GEORGE G. HOY 








Hardware Co., Jamestown, N. Y., 
on Dec. 1, 1943. He will also 
serve as executive assistant to 
Geo. B. Pitts, president of that 
company. 

Before joining HARDWARE ACE, 
Mr. Hoy was secretary of the New 
England Retail Hardware Asso- 
ciation and for several years prior 
to that had been field secretary 
for the New York State Retail 
Hardware Association. He is 
well known as an authority on 
hardware merchandising and has 
been a featured speaker on many 
retail hardware convention plat- 
forms. He had his early hard- 
ware training in the family store 
in his native Indiana and was 
later connected with the former 
Frank Burke Hardware Co., 
Waukegan, Til. 

Mr. Hoy continues his affilia- 
tion with this publication as con- 
tributing editor. 








G. HERBERT MARCY 


G. H. MARCY ASSISTS 
GILLETTE PRESIDENT 


G. Herbert Marcy, formerly 
sales manager for Gillette Safety 
Razor Co., Boston 6, Mass., has 
recently returned from Washing- 
ton and rejoined the organiza- 
tion as assistant to the president 
of the company. In Washington 
he served with the WPB for 15 
months as_ assistant director 
of the consumer durable goods 
division, With the exception of 
the time he spent in Washington, 
Mr. Marcy has been with the 
company for 19 years. During 
this time he worked in practical- 
ly every department of the com- 
pany, including manufacturing 
and sales. He was granted leave 
of absence from his last position, 
that of sales manager, to join 
WPB. 


F. C. HART JOINS 
OPA SEED UNIT 


Frederick C. Hart, formerly as- 
sociated with the Charles C. Hart 
Seed Co., Wethersfield, Conn., 
has been appointed head of the 
Seeds and Rice Section of the 
Cereals, Feeds, and Agricultural 
Chemical Branch of OPA’s Food 
Price Division. 

Mr. Hart, who will have the 
rank of Principal Business Spe- 
cialist, will succeed Merritt Clark, 
who left the Office of Price Ad- 
ministration to return to his 
former position with the Asso- 
ciated Seeds Growers, Inc., New 
Haven, Conn. 
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LAWNDALE is the name of our top grade 


products—a recognized standard of QUALITY CHALK LINE 

for 60 years. CLOTHES LINE 
NET TWINE 

The Lawndale line gives the hardware dealer ywisreo 

complete coverage of all requirements in lines, MASON LINE 

twines, andcords, plustheacceptance,turnover 45H CORD 

and profit that goes with an established name. 

Write for Samples and Prices. . . We also 


invite inquiries on Special Constructions. 


CLEVELAND MILL & POWER CO. 


LAWNDALE, NORTH CAROLINA 





FILL YOUR SHELVES WITH THE WICK | 
YOU CAN SELL 






Vic roRy 


ASBESTOS WICK 


“TRADE-MARK REG. 


Tested! Proven! 


The duration wick that has so successfully 
replaced those woven wicks that have been 
curtailed during this critical time stock 
and sell this guaranteed 4 ply asbestos 
paper wick that lights quickly and gives 
more than a satisfactory performance 





Dealer Helps Available! 
Attractive counter cards and mphiets 
(illustrated), in patriotic Red, White ad Blue, are available to all jobbers 
and dealers. Let them help hold customers and make new friends NOW! 


nawes To FLAMEMASTER and GLASWIK 


REMEMBER. 
Keep them in uted now, and in the future .. . FLAMEMASTER, a woven as- 
GLASWIK, the spun 


bestos wick, is still available in limited quantities wd 
py UY wick that earned a reputation so quickly, has been temporarily stopped 
but will be resumed as soon as possible. 


AILAS Wo} >) 3-9 ©} OF 


hatelal’ turers Wicks 
PRODUCERS OF YEARS 


of Glaswik and Flamemaster 


ASBESTOS PRODUCTS FOR 20 


North Wales, Penna. 


NOW! 


| tor’s 


| Ordnance District, discussed the 


| for the 1943-44 term are as fol- 





| Central States Mill Supply Asso- 


| association was 
| Walter W. Ethier, Western Iron 
| Stores Co., 
| lowing the president’s opening 
| address the 


| Mill Supply Club, lowa-Nebraska 


700 Attend Central States 


Mill Supply Ass'n Meeting 


Walter W. Ethier, Western Iron Stores 


Co., Milwaukee, Wis., 


Chicago, as president. 


Iber, O. Iber Co., 


The llth annual meeting and 
second war conference of the 


ciation held recently at the Pal- 
mer House, Chicago, IIL, at- 
tracted nearly 700 members and 
guests. Oscar Iber, O. Iber Co., 
Chicago, retiring president of the 
succeeded by 


Milwaukee, Wis. Fol- 


subjects, Salary 
Stabilization, Personnel Rela- 
tions and Man Power were dis- 
cussed, speakers being Henry F. 
Tenney, Tenney, Sherman, 
Rogers & Guthrie, and Hugh 
Stringham, president, Crerar 
Adams & Co. 

Percy Ridings, vice-president, 
Syracuse Supply Co., Syracuse, 
N. Y., and chairman, War Service 
Committee of Distributors of 
Production Equipment and Sup- 
plies, spoke on the subject, “Re- 
negotiation From the Distribu- 
Viewpoint.” Rhae M. 
Swisher, Rhae M. Swisher & Co., 
| CPA’s, appeared on the program 
in place of A. D. Swarztrauber, 
CPA, Paul Pettengill & Co., who 
was to speak on “Problems In 
Connection With Renegotiation 
And Code Section 722 On Claims 
For Relief From Excess Profits 
Tax.” Phil S. Hanna, business 
editor of The Chicago Sun, spoke 
on “The Hottest Thing Today” at 
the luncheon. H. P. Isham, 
chief, Purchasing, Renegotiation 
and Termination Policy, Chicago, 


“Termination Of War Contracts 
And Disposition of Surplus Ma- 
terials.” 


Officers elected at the meeting 


lows: Walter W. Ethier, vice- | 
president and general manager, 
The Western Iron Stores Co., 
Milwaukee, Wis., president; 
Hugh Stringham, president, 
Crerar Adams & Co., Chicago, 
Ill., vice-president; C. W. Litsey, 
president and general manager, 
Mid-States Industrial Corp., 
Rockford, Ill., secretary, and 
J. H. Ruddell, vice-president, 
Central Rubber & Supply Co., 
Indianapolis, Ind., treasurer. 
Following the business sessions 
there was an informal reception 
at which members of the Chicago 
Mill Supply Association, Indiana 





succeeds Oscar 


Mill Supply Club and the Wis 
consin Mill Supply Club were 
hosts to manufacturers. The an- 
nual banquet, that evening, was 
addressed by Hon. Samuel B. 
Pettengill, general counsel and 
vice-president, Transportation As- 
sociation of America, who dis 
cussed the subject, “Free Men 
on the March.” 


O’FLAHERTY ASS’T 
MGR. OF SALES FOR 
U. S. ELECTRICAL TOOL 


Joseph D. O’Flaherty has re 
cently been appointed assistant 
manager in charge of sales and 
promotion of the United States 
Electrical Tool Co., Cincinnati, 
Ohio. He was formerly affiliated 
with the Schacht Motor Co.. 
Columbus, Ohio, as branch man 
ager. 


H. E. MASBACK HEADS 
WAR FUND UNIT 


James A. Farley, general chair 
man of the commerce and indus 
try division of the New York 
War Fund, recently announced 
that H. E. Masback, executive 
vice-president of the Masback 
Hardware Co., New York City, 
wholesalers had accepted the 
chairmanship of the hardware 
section of the New York War 
Fund. In accepting the chair 
manship, Mr. Masback sated that 
the business leaders of the in- 
dustry would support the fund 
raising campaign, which seeks 
$30,000 from the hardware sec 
tion. 





H. E. MASBACK 


HARDWARE AGE 
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GOLD STAR AWARDED TO JOHN LUCAS CO. John | 
Lucas & Co., Inc., 322 Race St., Philadelphia, 6, Pa., paint | 
manufacturers, has recently been awarded a second gold | 
star by the U. S. Maritime Commission. The presentation 
took place at Gibbsboro, N. J, and W. Blakemann of the U. S | 
Maritime Commission's regional office presented the award to | 
Lloyd F. Collister, vice-president and general manager of the 
company. Mr. Collister made a brief address to the factory | 
workers gathered in the Lucas Town Hall, and then turned | 
the Burgee Flag with double stars to Charles Hollinger, super- | 
intendent of the Gibbsboro Plant, who accepted it on behalf | 
of the workers. 





PERSONNEL CHANGES tions with American snnieniie | 
OF CARBORUNDUM CO. turers interested in _ post-wai 
distribution throughout continen- | 
tal Europe, particularly in 
France, Belgium and Holland. 
He~is especially interested in 


Officials of The Carborundum 
Co., Niagara Falls, N. Y., re- 
cently announced several changes | 

d i i . : 

a » the — | popular priced hardware, tools 
sonnel of the company’s sales | . : 
{and housewares items and may 


section. E. R. Baxter has been | j,. addressed at 48 East 66th St., 
appointed as assistant to the vice- | New York Cit 

president in charge of sales, |— “ 
Charles Knupfer. John F. Clay- | 
don, formerly an industrial sales- | 


man in the Boston, Mass., terri- | 
or i istric ee . 

tory has been appointed district supervision of OWI. He is now 
sales manager at Boston. Mr. | engaged in special translation 
Clayton succeeds Fred W. Bo-| o*6 * . 


| services for American motion 


nacker who has been assigned to|_. 
| picture producers. He. was for- 


special sales work seg Mie merly in the French Army. 
sales executives at the main office | ; k ; 

: As references Mr. Hausenball 
of the company at Niagara Falls. _ : ; 
A Stein Eid Simin ceteiilinl offers the National City Bank, 

- A. Murley has been appointed | sth Ave. and 28th St., and Sutro 
as district sales manager at Cleve- : | 
‘ ; Bros., 120 Broadway, brokers, 
land, Ohio, and will head the |; ch ta New Youk Cley 
~ . . 0 4 . 
Carborundum district sales staff | ; y 
and warehouse at that city. 


For the past two years Mr. 
Hausenball has been making 
special short-wave broadcasts to 
France, in French, under the 








FISCHER’S HDWE. MARKS | 
FIFTIETH YEAR 
Fischer’s Hardware, 119 North 
Sandusky Ave., Bucyrus, Ohio, 
recently celebrated its fiftieth an- | 
niversary of carrying on business | 
in Bucyrus. 


SEEKS AGENCIES FOR 
POST-WAR EUROPEAN 
DISTRIBUTION 


| 

} 

René S. Hausenball, deena | 
an importer and exporter in | 
| 





Paris, France, is now in the 
United States seeking connec- 


RENE HAUSENBALL 
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HAMLIN 


PRODUCTION 





Beyond the horizon and under the sea. All over the 
world our fighting ships, supply vessels and sub- 
marines are converging. Torpedoes, mines, shells 
and literally millions of tons of equipment are 
headed for those who have challenged democracy. 


We at home face the task of supplying this neces- 
sary material in such overwhelming quantities as 
to insure complete and final victory. You, our 
friends new and old who have handled Hamlin 
Products have understood. You have shared and 
cooperated fully in the sacrifices of normal living. 
Together we will bring dbout a new life of peace 
and happiness. 


You'll benefit to remember Hamlin. When greater 
facilities, new ideas and an eagerness to serve 
can be turned to peace, you will again find your 
advantages and profit opportunities in the Greater 
Hamlin Line. 





AMO 


METAL PRODUCTS CO., AKRON, OHIO 
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NAIL HOLDING HAMMERS 


Season's Greetings 


HENRY CHENEY HAMMER CORP. 


FACTORY: LITTLE FALLS, N. Y 
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American Fair Trade 


Council 


Discusses Defense Plans 
For Keeping Fair Trade Laws 


The benefits which accrue to 
manufacturers, distributors and 
consumers under the Fair Trade 
laws—now operative in 45 states 
—were discussed and empha- 
sized at the annual meeting of 
the American Fair Trade Coun- 
cil, held at the Waldorf-Astoria 
Hotel in New York on Nov. 5. 
More than 56 companies were 
represented. John W. Scott, sec- 
retary, Bissell Carpet Sweeper 
Co. and president of the Coun- 
cil, presided. 

“Fair Trade laws will be of 
tremendous importance to Amer- 
ican business in the post-war 
era,” Mr. Scott declared. “Brands 
and trade marks will need more 
than ever the protection of these 
statutes, which exert a stabilizing 
influence in merchandising. They 
protect the consumer and dis- 
tributor as well as the producer. 
Opposition to Fair Trade legis- 
lation is by no means dead. Only 
this year, attempts were made in 
Oklahoma, Delaware and Califor- 
nia, to repeal their Fair Trade 
laws. These efforts were defeat- 
ed, but the foes of Fair Trade 
keep up their sniping and In- 
dustry must be alert to meet 
these attacks. Witness the un- 
successful efforts to nullify the 
Fair Trade laws through taking 
unfair advantage of the OPA 
maximum price regulations.” 

The cost of operating under 
Fair Trade is negligible accord- 
ing to W. A. Kates, sales man- 
ager, Corning Glass Works, 
Corning, N. Y., and secretary- 
treasurer of the Council, who 
recounted his company’s four 
years of experience with the laws. 
“Prices charged for a branded 
and nationally trademarked com- 
modity affect the total national 
sales of that product,” he point- 
ed out. “The price to the ulti- 
mate consumer is the manufac- 
turer’s concern—even though 
the item sold may have passed 
through three or four hands in 
the meantime. . . . Most retail- 
ers are interested in making a 
profit, and our experience proves 
that if you convince them that 
your enforcement efforts are gen- 
uine, they will back you up.” 

John W. Anderson, president, 
The Anderson Co., Gary, Ind., a 
director of the Council, said his 
company—after battling for years 
against price chiselers — had 
found complete protection under 
Fair Trade Contracts. “If the 
Fair Trade laws of the Miller- 
Tydings Act were repealed,” he 
declared, “we would have to de- 
liberately cut our distribution at 





least 40 per cent. We would 
have to sacrifice that much of 
our volume in order to protect 
ourselves against the disintegrat- 
ing effect of price-cutting on the 
part of wholesalers and retailers 
whom we would not dare to use 
except for Fair Trade protec- 
tion.” 

Allan P. Ames, executive vice- 
president of the organization, re- 
ported the various legislative de- 
velopments and court decisions 
of the year, none of which he 
declared, had weakened the prin- 
cipal of resale price maintenance. 

The techniques of Fair Trade 
act enforcement by manufactur- 
ers were discussed by Isaac W. 
Digges, General Counsel, for the 
organization, who also stressed 
the importance of keeping deal- 
ers sold on the benefits of resale 
price maintenance. 

All the officers and directors of 
the Council were continued for 
another year. 

The directors are Messrs. Scott, 
Anderson, and Kates, also John 
Wyckoff Mettler, president, In- 
terwoven Stocking Co.; C. R. 
Sheaffer, president, W. A. Sheaf- 
fer Pen Company; and T. J. 
McDowell, general counsel, The 
Sherwin-Williams Co. 


S. R. ROSE PRESIDENT 
BARKER, ROSE & 
KIMBALL 


S. R. “Bob” Rose, former vice- 
president and treasurer, Barker, 
Rose & Kimball, Inc., Elmira, 
N. Y., wholesale hardware dis- 
tributors, was recently elected 
president of the company suc- 
ceeding the late H. H. Kimball 


who passed away recently. 


GLUE DEPT. OF. U. S. 
PLYWOOD MOVED TO 
NEW QUARTERS 

The Weldwood plastic glue 
department of the United States 
Plywood Corp., has recently 
moved its headquarters from 103 
Park Ave., to the building at 
55 West 44th’St., New York City, 
which the corporation recently 
purchased. The glue department 
is the first division of the cor- 
poration to move into the build- 
ing, which ultimately will house 
all the New York offices of U. S. 
Plywood, 
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President Stephen M. Ryder Honored 
By Men of Chisholm-Ryder Co. 


Left to right: Robert Pearce, president of the Old Timers’ Club; 

Stephen M. Ryder, president of the company; and George O. Benson, 

manager of the Premax Products Division, who made the presentation 
on behalf of the club. 


Stephen M. Ryder, 85, who is} tinuous service in the one or- 
active president of the Chisholm-| ganization for forty years. Mr. 
Ryder Co., Niagara Falls, N. Y.,| Ryder, the oldest member of 
was recently presented with a| the company in length of service 
twin-diamond studded Old | and in years, accepted the em- 
Timers’ pin by the Old Timers’ blem and remarked that the first 
Club of Chisholm-Ryder. This} forty years were generally the 
pin was presented in recognition hardest. His motto which is en- 
of Mr. Ryder’s active interest} graved on the cigaret case he al- 
in the welfare of the old em-! ways carries, is “A Hundred or 


| ; 
ployees, and also denotes con-| Bust.” 





W. M. SCHWARTZ, JR. | Thereupon he purchased his own 
NOW AIR FORCE CAPT. | plane, learned to fly, and then 
idee ht Scots Je. new | joined the R.A.F. Later he was 


on leave of absence as president | transferred to the U.S.A.A.F. and 








of Proctor Electric Co., Division | has since seen action in aerial 


of Proctor & Schwartz, Inc., | combat and raids. 
Philadelphia, Pa., was recently | 
advanced from the rank of liew- | 
tenant in the United States Army | 
Air Force, to the rank of cap- | WINS TWO WHITE STARS 
tain. When he attempted, in| | : 
1940, to enlist for training as an | 3 The Greenfield Tap & Die 
Army or as a Navy pilot he was | Corp., Greenfield, Mass., was re- 
rejected because of his age. | cently awarded its second White 

Star for continued excellence in 
| production. The Army-Navy “E” 
| pennant was awarded to the com- 
pany in March, 1943. 


GREENFIELD TAP & DIE 


| PLUMBING PRODUCTS 
| MOVES HEADQUARTERS 
TO BOSTON, MASS. 


Plumbing Products Co., who 
supply plumbing supplies and 
| heating specialties to distribu- 
tors, has moved its headquarters 
from 484 Main St., Charlestown, 
Mass., to its new quarters at 145 
N. Washington St., Boston 14, 
Mass. The company will occupy 
the entire five story and base- 
ment building at the new ad- 
| dress; approximately 20,000 
| square feet per floor. 








W. M. SCHWARTZ, JR. 
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The homes that weren’t built “‘because of the 
war’—they’ll be built! And they will be 
equipped to higher standatds of convenience and 
comfort and quality than would have been 
possible ‘‘before the war.” 


The Accumulated Construction facing America 
alone is so vast as to challenge estimates in 


billions of dollars. 


In this Accumulated Construction, you will find 
the products of ‘‘A-C’” foremost in demand 
and delivery. 


Currently, of course, all our efforts are devoted 
to winning the war. 


AMERICAN 
CENTRAL 


MANUFACTURING CORPORATION 
CONNERSVILLE + INDIANA 


MANUFACTURERS TO INDUSTRY AND THE AMERICAN HOME 
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STRESS “BETTER CARE-LESS REPAIR” 
IN APPLIANCE CONSERVATION 


SEEKS TO KEEP APPLIANCES GOING 


National program for hardware dealers and other re- 
tail appliance outlets in cooperation with wholesalers, 
manufacturers and utilities seeks to help people care 
for and thus preserve electrical appliances and light- 
ing equipment. Will show public how caring for such 
items will help conserve materials and manpower. 
Also stresses idea of putting into circulation usable 
, appliances that are not now in use. 


The uation wide 
; National Appliance Conserva- 
tion Program” to be launched in 
January, 1944, provides a means 
of helping hardware dealers and 
other appliance outlets to obtain 
more electrical appliance and 
lighting equipment repair jobs. 
The campaign will emphasize the 
facts that keeping appliances and 
equipment in good operating 
order will help conserve both 
materials and manpower. The 
program’s consumer pieces and 
dealer display material feature 
the slogan, “Better Care—Less 
Repair.” 

Indicative of the real serious- 
neas of the “Better Care—Less 
Repair” story is the fact that the 
average home is estimated to 
have seven electrical appliances, 
five electrical outlets, five 
switches, four fuses, 24 light 
sockets and four portahle lamps, 
or a national total of 1,300,000,- 
000 vital electrical spots. 

It is estimated that there are 


200,000,000 electrical appliances | 


that will need to be kept funce- 
tioning during the war period. 
The program is geared not only 
to help instruct all users in what 
to do to keep appliances working 
longer, but also to promote the 
redistribution of inactive appli- 
ances through such means as 


couperative | 





trading posts, swap plans and 
appliance exchanges. The pro- 


sumers from “tinkering” with 
appliances and to encourage them 


by expert repairmen in hardware 
and other stores as a means of 
reducing the number of major 
repairs which would result from 
neglest or inefficient attempts at 
making repairs. The program 
will be boosted in national ad- 
vertising of appliance and elec- 
trica] lighting equipment makers 
and in their broadcast programs. 
To help hardware and other 
appliance dealers call the cam- 
paign the attention of the 
public a display kit for store and 
window use has been prepared, 
as well as a “Better Care- 
Repair” combination calendar 
and check list. The calendar and 
check list, as illustrated in these 
pages, is for distribution, with 
dealer’s imprint, to consumers. 
The display kit, which alse 
features the slogan, “Better Care 
Less Repair” is in colors and 
comprises 26 pieces. There are 
19 pennants, each with the pro- 
gram’s insignia and slogan, and 
each calling attention to one 
specific electrical appliance. 


to 


Less 


There are four pennants with the 
message. 


“Conserve Electric Ser- 








Your Appliance Repair 
Headquarters 

















a) 


i. Ask ws fer your 
| Better Care... Less Repair 
~) Check List —Free 





The 26-piece “Better Care—Less Repair” display kit of the National 
Appliance Conservation Program to urge consumers 


te care for and 


use electrical appliances and lighting equipment as a materials 


and manpower conservation means. 
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vants” and a window poster read- 


‘ | ing, “Make This Store Your Ap- 
gram will seek to discourage con- | pliance Headquarters.” There is 
| also a banner reading, “Ask Us 
| For 


to have more minor repairs made 


Your Repair Check-List” 





on one sheet and the inside fold 
pictures 14 electrically operated 
home items, including radio, 
There are also illustrations con. 
cerning lighting equipment and 
electric cords. There are “do's” 
or hints for caring for these items 
to conserve them and “don’ts” or 
warnings as to things to avoid 
listed on the inner spread. The 
calendar check list is marked for 
the proper place for taking the 
sheet to permit its dual use. 
These are available to the dealer 
at two cents per copy, cost $5.00 
extra for dealer’s imprint, regard. 
less of quantity ordered. Post 
age or shipping charges are also 
extra for this materiad. A four- 
page dealer folder is also avail- 
able at five cents per copy, ship- 
ping charges extra, this item also 
being in two colors, 

This cooperative program is 
sponsored by the Edison Electric 
Institute, 420 Lexington Ave. 
New York City 17, N. Y., and 








(2) 


Consumer calendar-check list showing how to preserve appliances 


and telling what to avoid doing when using them. Outer page is a com- 
plete 1944 calendar, inner spread a warning as to how to use and hor 
not to handle electrical appliances and lighting equipment. 


and a large banner featuring the 
campaign slogan. Kits cost the 
dealer 70 cents plus shipping 
charges. 

The calendar check list, in red, 
white and blue, has the pro- 
gram’s campaign slogan and in- 
signia, complete 1944 calendar 


BOOSTER CHRISTMAS 
PARTY, DEC. 20 


The 30th annual Christmas 
party of the Hardware Boosters 
will be held in the Grand Ball- 
room, Hotel Abbey, 149 W. 5lst 
St., New York City, on Monday 
Evening, Dec. 20, at 7 P. M. 
There will be only a limited 
number of reservations, tickets 
at $6.00 per cover, to be re- 
stricted to the number of per- 








electrical manufacturers, whole 
salers, hardware stores and other 
appliance dealers and utility com- 
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panies. Campaign material is 
available from the Commercial 
Department, Edison Electric 
Institute, 420 Lexington Ave.. 
New York City 17, N. Y. 


sons who can be accommodated’ 
at the party. 

A. C. Flamman, Hughes, Flam- 
man & Simpson, 60 John St., New 
York 7, N. Y., chairman of the 
Hardware Boosters Entertain- 
ment Committee, and vice-presi- 
dent of the organization, is in 
charge of the party. 
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Purchase Orders for the 
Retail Hardware Shop 


(Continued from page 69) 


betically under the manufacturer’s 


name in a special file for received’ 


orders. It is held here until the in- 
voice is received, then it is checked 
and approved for payment. 

Under this plan, it is almost im- 
possible for an invoice to become 
lost. Prices on the invoice and 
those on the order should agree. 
If they do not the dealer has little 
difficulty in securing an adjust- 
ment. 


How to Use the Office Copy 
of the Order—No. 3 Copy 


This form goes to the office 
after the order is issued and is 
filed alphabetically under the 
name of the supplier in the “un- 
filled order” file. This file also 
gives a double check on the orders 
in the receiving department in case 
any of them should become lost. 

Invoices received each day are 
attached to the office copy of the 
order at once. They are held in 
this file until the properly checked 
receiving copy of the order is de- 


livered to the office. Then the in- - 


voice is checked with the receiv- 
ing copy, all forms fastened to- 
gether, and filed in the unpaid in- 
voice file for future payment. 

Today, the receiving copy of the 
order is quite apt to arrive in the 
office before the invoice for mer- 
chandise. In such cases, the receiv- 
ing copy is simply attached to the 
office copy of the order and these 
forms are held in the unfilled or- 
der file until the invoice arrives. 

The unfilled order file should be 
checked periodically by the owner 
and this is particularly important 
today when there is usually a de- 
lay in filling of orders. The dealer 
will want to write suppliers for in- 
formation on shipment and many 
orders will have to be cancelled. 
Priority ratings on merchandise 
change quickly these days and it is 
often necessary to replace orders 
on the books with new ones at the 
new ratings. Unless the dealer has 
complete records of his purchases 
he will be seriously handicapped 
in revising his orders quickly and 
correctly. 
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- OF THE “BIG VOICE” 


Commands and instructions over loud speakers di- 
rect the operations of landing forces and combat 
units. To overate these, and other communication 
systems, power is supplied by portable gasoline en- 
gine powered generators. One more combat duty 
added to the many standard and special applications 

wered by hundreds of thousands of dependable, 
instant-starting, 4-cycle, air-cooled Briggs & Stratton 
engines now serving our armed forces. 


| pr ntgeepeer are requested from 
those manufacturers who require 
portable gasoline engine power for 
war production — or for their post- 
war gasoline-powered equipment 
now being planned. 

We are better: prepared than ever 
to carry on the traditions of 
Briggs & Stratton engines — with 
the same high standards of quality 
and precision manufacture, their 
rugged dependability, easy starting 
and economical performance — all 
the features that have earned for 
Briggs & Stratton the reputation 
of “the world’s finest air-cooled 
gasoline engines.” 

“Tt’s powered right — when it’s 
powered by Briggs & Stratton” 
BRIGGS & STRATTON CORP. 
MILWAUKEE 1, WIS., U. S. A. 

BACK THE ATTACK 
BUY WAR BONDS 


GASOLINE _ 
ENGINES ~ 


~~ 





This display of work clothing faces the entrance of 
the store. Three tables are used to show the complete 
stock. Customers virtually wait on themselves here. 





Practically All of Their Tables 
Feature Local Necessities 


Cussins & Fearn’s Mt. Vernon, 
Ohio, branch finds a profit in 
forgetting the former frills 


‘ 
store in Mt. Vernon, Ohio, feature 
merchandise required for everyday 
war-time living. According to 


i} tables in 


the Cussins & Fearn Co.’s branch 


a 


‘et* 


Mass displays attract people to this line of filter discs and dairy 
supplies at the rear. Show cards give price and product information. 
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R. E. Cole, manager, practically 
every table in the store shows 
goods that are essential to farmers 
end residents of the community. 
This represents quite a change 
from the time when many of the 
items shown were luxury specials, 
or gadget items, but it has been 
a successful change. 


New Lines Added 


Some new lines of an essential 
type have been added to the stock. 
Work clothing is now sold and the 
company has done exceptionally 
well with it. It is displayed in 
one of the best locations in the 
store right in front of the entrance 


doors. 


The company carries a well di- 
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ON AVAILABLE GOODS 


Additional display space is 
obtained by using the glass 
shelf units in the centers 
.of these tables. They also 
aid in concentrating atten- 
tion upon certain items in 
the line. Customers can see 
the merchandise from a much 
greater distance when these 
glass shelf units are used. 





Floor waxes, polishes, cleaners and inside paints are shown on tables at 
the front of the store. Customers are always in the market for some of 
these items and the display serves to remind them of what they need. 


versified stock and, because of this, 
it has not been easy to find lines 
which were related to the hardware 
field that were not already included 
in the stock. 

An excellent job is being done 
in displaying the essential goods 
on tables throughout the store. Dis- 
plays are well designed and are 
well maintained. 

Farmer customers are always in 
need of dairy supplies of one kind 
or another. Items such as filter 
discs, milk bottle caps, milk pails, 
strainers, etc., are always on dis- 
play. The farmer also may forget 
things so the firm jogs his memory 
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by featuring mass displays of the 
articles he usually needs. 

A large quantity of filter discs 
is featured on one of the tables. 
They can be seen from practically 
any place in the store and more or 
less guide customers to the dairy 
supply department which is located 
toward the rear. Show cards are 
used to give complete product and 
price information about articles. 

Lines of pottery, ovenware and 
glassware are given more display 
space on tables than formerly was 
the custom. The stocks of these 
lines have been broadened some- 
what over what has been carried in 
















the past. This step has been de- 
cidedly worth while. 

Homeowners are more careful 
of their possessions today and this 
has been reflected in the increased 
sales of floor waxes, polishes, 
paints, cleaners, and other related 
items. This merchandise is dis- 
played at the front of the store and 
two tables are required by the 
stock. Attention to this section is 
secured by the use of quantity dis- 
plays of some of the more popular 
items. A glass shelf displayer on 
the center of the table increases the 
capacity of the unit. 

Many of these items sell on im- 
pulse most of the time. It’s a good 
plan, therefore, to remind every 
customer of this type of merchan- 
dise when they visit the store. 


Brief But Got Results 





TEE YOUR BUTTER MADE 
IN NEW GLASS CHURN 


HOME BUTTERMAKERS 


ne q 95 
1 GALLON 


WESTBROOK 'S 


Wi) MAIN STREET TELEVHONE 512 














Home buttermakers are featured in 
this newspaper advertisement of 
Westbrook’s of Riverside, Cal. The 
ad is well designed and it stands 
out on the page, giving a customer 
complete information on the new 
item. The original was two columns 
wide and 3 in. high. 
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NIGHT and DAY 
for TWENTY-FIVE 


_YEARS 


= ga%** 


War Production is 24 hour a day sction, bi 
clock operation here at Continental is not @ war inspired 
innovation. For over a quarter of a century a three-shift 
work schedule has enabled this company fo supply industry 
efficiently and economically with huge quantities of pre- 
cision fastenings for every type of assembling. War require- 
ments are met by the same orderly efficiency, augmented by 
greater production facilities. 

Since 1904 Continental Screw Co., has continued to 
provide the finest fastenings science can devise. 


CONTINENTAL 
SCREW CO 
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New Bedford, Mass.,U.SA. 
e BUY MORE WAR BONDS 





Increased Volume 
of Civilian Goods 
Forecast for the 
Middle of 1944 


(Continued from page 65) 


| ufacturers call their wholesalers 
| and retailers into consultation to 
| determine what peacetime de- 
| mands for merchandise may be. 
| and that the taking of tentative 


| orders might be an excellent mo- 


| rale builder. 

He reiterated the view that sub- 
| stantial production might result 
| with the knocking out of Germany, 

and said that it might be possible 

at that time to turn out a prede- 

termined number of refrigerators, 

washing machines and other house- 
| hold appliances. 


Washers, Refrigerators and 
Irons to Be Produced 


OCR has definitely scheduled 
2,000,000 electric irons for pro- 
duction in the first quarter of 
1944. Also scheduled for possible 
production later in 1944 are 900.- 
000 washing machines and electric 
refrigerators. Holding up the re- 
frigerators is the shortage of steel 
plates, while manpower to convert 


| aluminum into washing machines 


cannot presently be transferred 
from war work. The lack of small 
motors affects both of these ar- 
ticles. 


_Luggage Sales Zoom 


During Wartime 


ALES of luggage have zoomed 
KJ at the Schafer Hardware Co.. 
Decatur, Ind., because of the im- 
petus of war-time travel. This firm 


| has always carried luggage but the 
| sales volume enjoyed heretofore 
| seems insignificant when compared 


to present-day volume figures. 

This line is displayed in a prom 
inent place at the front of the store. 
Sidewall fixtures show it advan 
tageously and most of the pieces 
are arranged so that customers can 


| take them down and examine them 
| if they so desire. 


Schafer’s increased the variety of 
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its luggage stock as the volume in- 
creased. Many of the items added 
were those demanded by war-time 
travelers and servicemen. 

“A hardware dealer considering 
the addition of a line of luggage 
should plan to invest at least $500 
in order to secure an adequate selec- 
tion and size stock,” says R. O. Gen- 
tis, manager. “Our stock is much 
larger now than we have carried 
before but our sales justify this in- 
vestment under these conditions. 
Every time we sell a piece of lug- 
gage we make a very sizable sale 
and a satisfactory margin on the 
transaction.” 


Glassware and Gift 
Display Up Front 
Gets Business 


HE area directly back of the 
backdrop of the average store 
window display is usually dead and 
wasted space, for many retailers 
find the space hard to use without 
impeding aisle space. The Val 








Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 92 


Luggage is shown 
in a sidewall fix- 
ture at the front 
of the store. This 
lisplay requires a 
space of about 6 
ft. The customer 
can't miss it. 


Papka Hardware, Holton Street, 
Milwaukee, Wis., has utilized this 
space at one front window and has 








developed a very fine gift section 
at this spot which has been respon- 
sible for a considerable number of 
sales. 

The key display arrangement con- 
sists of a shelf arrangement directly 
behind the backdrop, with the ends 
of the shelves and rack having 
streamlined corners. This adds 
greatly to its appearance. The rack 
is painted -a cream color and the 
colorful gift items have been placed 
on it in a striking manner. The 
firm now has a gift section which 
attracts the attention of many peo- 
ple entering the store and certainly 
the attention of everyone who is 
leaving it. Mr. Val Papka says that 
his wife and daughter are respon- 
sible for this display and they keep 
it in very good condition. 

The section is very profitable and 
helps to increase the store traffic a 
great deal. The display also in- 
cludes a few pieces of glassware, 
the main stock of which is kept 
farther back in the store. However. 
the gift customer often buys glass- 
ware, too, and these pieces up front 
let her know that the store has such 
a section. 
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TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U. $. As 
NEW YORK STORE: 130 LAFAYETTE ST. ----- CHICAGO STORE: 570 WEST RANDOLPH ST. 


Repair Parts, Copper Wire 
Purchases Under New CMP 9A 


May buy up to $150 of copper wire in 
any calendar quarter, or one-eighth of 
that used in 1941, whichever is greater. 
Also other materials, parts needed. 


Procedures under which per- 
sons engaged in the business of 
making repairs may obtain con- 
trolled materials and other ma- 
terials and parts have been estab- 
lished in a new CMP Regulation 


No. 9A, the Office of Civilian 
Requirements announced Nov. 
26. 


At the same time, an amend- 
ment to CMP Regulation No. 9, 
governing retailers’ acquisitions 
of copper wire, was announced. 
The new CMP Regulation No. | 
9A permits persons operating 
farm machinery repair shops, | 
blacksmith shops, radio repair | 
shops, upholstery repair shops, | 
and electricians, plumbers, and 
others engaged in any type of 
repair work, to buy up to 20 tons 
of carbon and alloy steel, a total 
of 500 lbs. of copper and copper 
base alloy brass mill and foundry 
products, and 200 Ibs. of alum- 
inum in specified forms and 
shapes in any calendar quarter. 

Special provision is made in | 
the regulation to permit refrig- 
eration repairmen, electricians, 
domestic appliance repairmen, 
electrical contractors, and radio | 
repairmen to buy $150 worth of | 

| 
| 





copper wire or one-eighth of what | 
they used during 194] (figured 
as’ accurately as possible by dol- 
lar volume), whichever is more. 

The regulation permits repair- 
men to buy as much other ma- 
terial as they need for mainte- 
nance and repair work. 

The amendment to CMP Reg- 
ulation No. 9, eliminates from 
that regulation provisions under 
which repairmen were formerly 
able to obtain copper wire, inas- 
much as repairmen will now ob- 
tain wire under CMP Regulation 
No. 9A. - 

To buy materials and parts un- 
der CMP Regulation No. 9A, a 
repairman must put a certifica- | 
tion in substantially the follow- | 
ing form on his orders: 

CMP Allotment Symbol V-3. 
Preference Rating AA-3 “The 
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| additional 


undersigned purchaser certifies, 
subject to the penalties of Sec- 
tion 35 (A) of the United States 
Criminal Code, to the seller and 
to the War Production Board, 
that, to the best of his knowledge 
and belief, the undersigned is au- 
thorized under applicable War 
Production Board regulations or 
orders to place this delivery or- 
der, to receive the items ordered 
for the purpose for which or- 
dered, and to use any preference 
rating or allotment number or 
symbol which the undersigned 
has placed on this order.” 

Repairmen who do work for 
persons who have the right to 
use an AA-2x or higher prefer- 
ence rating to buy non-controlled 
materials and parts for their own 
maintenance and repair, may use 
their customers’ ratings to buy 
what they need for repair or 
maintenance work or to replace 
inventory used for such purposes. 

Special provisions are made in 
Regulation No. 9A for repairmen 
whose work is primarily of an’ 
industrial nature. WPB may au- 
thorize such repairmen to buy up 
to 2,000 Ibs. of copper wire and 
a total of 2,000 Ibs. of copper 
and copper base alloy brass mill 
and foundry products. They may 
also be authorized by WPB te 
use an AA-2 preference rating. 
Applications for such authority 
should be addressed by repair- 
men engaged principally in in- 
dustrial repairs to War Produc- 
tion Board, Reference CMP Reg- 
ulation 9A, Washington (25), 
D. C. Application must be by 
letter and must (1) show what 
kind of work the repairman is 
doing and (2) what kind of cus- 
tomers he has. 

If a repairman, industrial or 
other, requires more controlled 
materials in a quarter than he 
may get under Regulation No. 
9A, he should fill out and send 
to WPB in Washington, a Form 
CMP 4B. WPB may then allot 


controlled materials 





| and assign him a preference rat- | 
| ing. 


However, if #@ repairman 
gets an allotment, he may not 
use the provisions of CMP Reg- 
ulation No. 9A to purchase con- 
trolled materials, non-controlled 
materials or parts. 


The regulation specifically pro- | 


hibits repairmen from fabricating 
repair parts that they intend to 
sell to others, rather than use 
themselves, with the materials 


that they obtain under the pro- | 


cedures it establishes. 

Deliverieg of materials may not 
be accepted if’ the inventory of 
the repairman accepting such de- 
liveries would become in excess 
of a 60-day supply, except in the 
case of copper wire, with respect 
to which the inventory limitation 


is 15 days. 
Attention is called to the fact 
that materials obtained under 


CMP regulation may not be used 
in violation of other reguiations 
and orders of WPB, and that in 
any case where special applica- 
tion is required to obtain certain 
materials such applications must 
be filed in order to obtain them. 





Despite the fact that the new 
regulation makes provisions for 
repairmen to obtain copper wire, 
the War Production Board calls 


their attention to the fact that 
certain types of wire will not be 
immediately available, inasmuch 
as military requirements for them 
still absorb the major portion 
of the supply. However, certain 
types will be immediately avail- 
able and the procedure to obtain 
such types is now outlined in the 
new regulation. 

Changes in CMP Regulation 
No. 9%. include the following: 


1. Elimination of provisions 
permitting repairmen to obtain 
copper wire, since they now op- 
erate under CMP Regulation No. 
9A. 

2. Reduction of amount of 
copper wire which retailers may 
obtain to $50 worth per quarter 
or one-sixteenth of the amount 
sold during 1941. 

3. Provision that retailers may 
fill farmers’ order for copper 
wire upon receipt of a copper 
wire allotment certificate. 


CMP No. 5A Amendments Change 
MRO Procedure for Government 
Agencies and Institutions 


Rules governing use of MRO 
procedures by institutions 
government agencies have been 
modified and conformed to recent 
WPB policy changes in a re- 
vision of CMP Regulation No. 
5A, the War Production Board 
announced Nov. 27. 

The amended regulation elimi- 
nates institutions or government 
agencies engaged in operating 
sanitary sewage systems or storm 
sewage systems combined with 
sanitary sewage systems from 


using the procedures which it | 


outlines. 

Institutions or government 
agencies maintaining central 
storage operations, may, under 
the amended regulation. apply to 
WPB for a blanket rating to 
cover all purchases made for the 
store, rather than attempt any 
apportionment of supplies among 
its various operations. 

The Regulation also points out 
that Form WPB-837 (formerly 


| Sept. 30, 1943, but that orders 


and | 


placed before that date to which 
ratings or MRO symbols were 
assigned on such form may be 
fiiled. 


It also permits institutions and 


| agencies eligible to use its pro- 


cedures to obtain up to 500 
pounds of aluminum per quarter 
rather than the 100 pounds 
formerly allowed, 


Release Some Copper 
Insect Screen Cloth 


The War Production Board 
on Nov. 30 issued Amend- 
ment 1 to Conservation Order 
M-9-c, releasing for unre- 
stricted use’ copper insect 
screening which Copper Re- 


| covery Corporation has re- 


fused to accept, copper in- 
sect screening in any roll 
which has been cut before 
April 9, 1942, and used or 


PD-408) was discontinued as of | secondhand insect screening- 
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WPB Revises Provisions 


Of Priorities Reg. No. 3 


Add several 


items to List B 


which may not be _ purchased 


with use of blanket MRO rating. 


(Washington Bureau 
of HARDWARE AGE) 

The fact that persons who 
have been assigned preference 
ratings to obtain materials may 
not extend such ratings to get 
containers or closures to pack 
the materials is perhaps the most 
important change, affecting the 
retailer and the wholesaler, in 
a complete revision of Priorities 
Regulation No. 3 recently an- 
nounced by WPB. The existing 
situation in containers far 
from good, and unless some 
other action is taken by WPB, 
this prohibition will undoubtedly 
aggravate the condition. 


1s 


The revision also makes sev- 
eral additions to List B. This 
list carries items which may not 
be purchased with the use of 
blanket MRO ratings. The items 
which have been added include: 
athletic equipment; award em- 
blems; badges; lawn mowers; 
Monorail systems; precision mea- 
suring instruments and _ testing 
equipment; common and safety 
pins; radio transmitting and re- 
ceiving equipment; 


| blinds; tight and slack cooper- 





| 


| 





venetian | 


age; steel shipping containers; 
baskets and hampers; fibre 
drums; and collapsible tubes. 
Construction machinery costing 
more than $100 has been deleted 
from List B. 

An important change permits 
the use of preference ratings to 
get material processed, even 
though the material is to be 
used by the person having the 
rating, rather than deliver it to 
someone else. Previously, per- 
sons were not permitted to use 
ratings when.the items to be 
processed were for their own use. 

Several interpretations to the 
regulation, issued at the same 
time, provide for controlled ma- 
terial orders still taking prefer- 
ence over other rated orders. 
Manufacturers are also prohibit- 
ed from making allotments or 
furnishing controlled materials to 
Class B product producers, these 
include the permitted group of 
civilian items. Consequently, no 
preference ratings can be used 
to process controlled materials 
into Class B products. 





Maximum Prices on Christmas 


Packaged Goods Issued by OPA 


Rules for determining maxi- | 


mum prices that retailers and 
wholesalers may charge for the 
many thousands of articles spe- 
cially packed for Christmas sale 
were announced Nov. 26 by the 
Office of Price Administration. 

These rules apply to sales 
made between Dec. 1, 1943, and 
Jan. 15, 1944, for articles spe- 
cially packaged by the manufac- 
turer or producer. Holiday-pack- 
aged cosmetics are not covered 
by this provision since they al- 
ready have been given a specific 
pricing formula under the pack- 
aged cosmetics regulation. 

Holiday packages are classified 
by this order into two main 
groups: 
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(1) Those in which the pack- 
aging consists primarily of paper 
or ordinary cardboard, or both, 
and in which the article is reg- 
ularly sold by the vendor in sea- 
sons other than at Christmas. 
The maximum price for the con- 
tents and the packaging in this 








group is the ceiling that nor- | 


mally would apply to the con- 
tents without special wrappings. 

(2) Those in which the pack- 
aging consists of material other 
than paper or ordinary cardboard 
and of a type which normally 
would carry a combined price 
higher than the price charged for 
the contents without the special 
packaging; or (b) those 


in | 


which the package contains arti- | 


cles, all or any of which are not | 
regularly sold by the vendor in | 


seasons other than Christmas. 
When a package falls within 
the second classification, it may 
be treated as a single commodity 
and the maximum price for it 
may be determined by the formu- 
la in Section 3 (a) of the Gen- 
eral Maximum Price Regulation. 
Under this section the retailer 
or wholesaler pricing such a sin- 
gle commodity selects a com- 
parable commodity for which a 
maximum price has been estab- 
lished in the usual way. The 
comparable commodity must be 
the one of which he sold the 
greatest number in March, 1942. 
He then divides his ceiling price 
for the selected commodity by 
the replacement cost of that com- 
modity and multiplies the result- 
ing figure by the cost of the 
commodity for which he is deter- 
mining the maximum price. The 
figure that results will be his 
ceiling price. No report of this 
price need be filed with OPA, 
although records of the method 
used in pricing the package must 








be kept for inspection at any 
time by OPA representatives. 

After Jan. 15, 1944 (expiration 
date of the order), prices for all 
Christmas - packed commodities 
must be determined by the regu- 
lation normally governing them. 

This order applies solely to 
packaging done by the manufac- 
turer or producer. When done 
by a wholesaler or retailer, the 
seller is not entitled to increase 
his regular prices unless the 
packaging has an independent 
intrinsic value of its own. 

Other regulations by OPA that 
forbid a merchant to require a 
buyer to purchase other items in 
order to obtain the particular 
one he desires do not apply to 
these manufacturer-packed Christ- 
mas packages. The seller is not 
required to break up a Christ- 
mas package packed by the man- 
ufacturer, to sell an individual 
item it may contain. 

The foregoing provisions are 
contained in Amendment 1 to 
Supplementary Order No. 24— 
Packaged Christmas Gifts—and 
became effective Dec. 1, 1943. 


Farm Equipment Restricted 
In L-257 for Non-Farm Use 
Except on AA-4 or Better 


Additional restrictions against 
selling farm equipment for non- 
farm use except on a rated order 
of AA-4 or higher were made 
Nov. 15, by the War Production 
Board in a revision of L-257, the 
farm machinery order. 

New provisions of the order 
prevent dealers from selling ra- 
tioned farm equipment from 
stock, except in specified cases, 


REMOVE RESTRICTIONS 
ON CIRCUIT BREAKERS 


The War Production Board on 
Nov. 12 removed the restrictions 
in Limitation Order 
prohibited the 


contained 


L-300 which 


| the 


manufacture of circuit breakers | 


containing shunt trips, under- 
voltage trips, auxiliary indicator 
switches or bell alarm switches. 

The amendment was found ad- 


such as Army and Navy orders. 
Purpose of the order is to pre- 
vent diversion of scarce equip- 
ment designed for farmers. 

Restrictions of rubber tires 
are removed from L-257 by this 
action so that all provisions on 
tires may be controlled by the 
rubber order, R-1. Some other 
technical changes language 
are made. * 


in 


visable when investigation dis- 
closed that many manufacturers 
purchasing circuit breakers with- 
out such safety and indicator de- 
vices were installing their own 
supplemental equipment due to 
shortage of skilled man- 
power, and generally using larger 
quantities of critical materials 


| than if the safety and indicator 


devices were installed by the 
circuit breaker manufacturers. 
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Nation Wide Refrigerator 


Repairman Training Plan “**=:0» «tn 137 


Because the number of experi- 
enced refrigeration repair men 
has dropped to approximately 
one-fourth of the number avail- 
able in peace time, a nation-wide 
program to train eligibles for 
this work was: announced Nov. 26 
by Paul V. McNutt, Chairman of 
the War Manpower Commission. 

Three principal types of train- 
ing, the Chairman said, are avail- 
able: 

1—Supplementary evening 
courses for new workers em- 
ployed as trainees in the refrig- 
eration industry, combined with 
orderly, planned on-the-job and 
upgrading training. 

2—Paid - employee _ training 
full time—for workers on the 
payroll of the local contractor, 
under the Vocational Training 
for War Production Workers pro- 
gram. 

3—Special vocational training 
courses for high school seniors, 
within the regular vocational 
school program, to prepare them 
for refrigeration repair work 
upon graduation. 

For all of these types of train- 
ing, a standard course, worked 
out by Vocational Department of 
the U. S. Office of Educatién, 
the Bureau of Training of the 
War Manpower Commission, and 
the National Refrigeration War 
Council will be used. The course 
covers a total of 200 hours of 
classroom and laboratory work. 

In addition, there will be of- 
fered through major colleges in 
connection with ‘the Engineering, 
Science, Management War Train- 
.ing program, short college-level 
courses desired by the refrigera- 
tion industry. These courses will 
run from ten to sixteen weeks 
and enrollees in such 
must have had at least high 
school education. 

In facilitating the administra- 
tion of the program, the industry 
will organize itself down to each 
small town or community. Local 
Emergency Refrigeration Service 
Councils, composed of local elec- 


courses 


tric refrigeration service agen- 
cies and associated industries, 
will be organized by a Local 


Temporary Coordinator who will 


be supplied by the local power | 


companies. A permanent co- 
ordinator will be selected by the 
Local Council and as its repre- 
sentative will act as liaison officer 
for the Local Committees with 
local offices of Government agen- 
cies. 

Each Local Council will have 
a Training Committee, a Selec- 
tive Service Committee, a Price 
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| and Wage Committee, and a 
| Membership and Supplies Com- 
| mittee. The Local Training Com- 
mittee, working with the National 
Council’s Field Coordinator, fol- 
lows the national pattern of 
organization and action and ar- 


Dollars- and-cents maximum 
prices for cast iron fireplace 
grates of different weights, set 
by the Office of Price Administra- 
tion Nov. 20 at all levels of dis- 
tribution, are substantially the 
same as_ those 
year, OPA said. 
govern grates now being pro- 
duced under War Production 
Board order. 

WPB allows manufacturers to 
use a limited amount of iron and 
steel for making grates weighing 
less than 40 Ibs. It is estimated 
that this year’s production will 
be several hundred thousand 
grates, as compared to between 
30,000 and 40,000 manufactured 
in 1942, 

Maximum prices established 
Nov. 20 for sales by retailers are 
as follows, the grates being clas- 
sified according to weight, which 
the industry itself always has 
used as the primary factor in de- 





termining price: 

Weight Eastern Western 
in pounds Zone Zone 
$9.40 $10.45 

8.55 9.50 

7.75 4 8.60 

7.00 7.30 

6.25 6.95 

5.60 6.20 

4.85 5.40 

4.15 4.60 

3.15 3.50 

2.15 2.40 

1.20 1.35 





The Western selling zone in- 
cludes the states of Washington, 


Utah, Arizona, Wyoming, Cali- 
fornia, New Mexico and Texas. 
The eastern zone comprises the 
rest of the continental United 
States. 

Before delivery to any _ pur- 
chaser for resale, the manufac- 


| turer is required to attach to 
each grate a tag or label plainly 
stating the retail ceiling price 





prevailing last | 


They will | 


Oregon, Colorado, Idaho, Nevada, | 


| ranges for a local training pro- 
| gram and for the recruitment and 
| selection of trainees for the pro- 
gram. 

Selection of boys in the 16-17 


men in 4-F draft classification, 
and older men, is essential for 
the success of this training proj- 
ect, the Chairman stated. All 
recruiting must conform to USES 
clearance procedure and the local 
WMC Labor Stabilization Plan, 
he emphasized. 


Dollars and Cents Ceilings On 
Cast Iron Fire Place Grates 


effective in the area in which the 
purchaser is situated. The tag 
must not be detached before de- 
livery of ‘the grate to the con- 
sumer. Wholesalers and retailers 
having stock on hand are re- 


To maintain the current rate 
of production of small sizes of 
coal-fired cast-iron hot water tank 
heaters, or supply boilers, the 
Office of Price Administration 
on November 26 announced that 
individual manufacturers can ap- 
ply for approval of an increase 
in maximum prices to cover 
manufacturing and selling costs. 

The present production rate 
will meet civilian and military 
requirements estimated by the 
War Production Board, but four 
of the major producers have in- 
dicated to OPA they cannot con- 
tinue production of the small 
sizes at the present ceiling prices. 

Manufacturers are permitted 
to apply for an adjustment of 
ceilings if they are unable to 
expand or maintain production 
at their present maximum prices, 
OPA stated. 

Covered by the action are the 
producers of cast iron coal-fired 
dome or flat top, brick lined or 
unlined, hot water supply boilers 
which fall within the following 
categories: 

Inside grate diameter—8 inch- 
es to 12 inches, inclusive. 

Net weight of Boiler—75 to 
570 pounds, inclusive. 

Height (over-all)—14 to 35 
inches, inclusive. 

Capacity: 

25 degree (F) temperature rise 
—65 to 350 gallons per hour. 








CLARIFY TERM “TANKS” 
UNDER L-199 
Tanks produced for underfired 
| storage water heaters are includ- 
| ed in the definition of “tank” in 
Order L-199, Plumbing and Heat- 
ing Tanks, and the restrictions 
of the order apply to such tanks, 
WPB has announced in an in- 
terpretation of the order. How- 
ever, simplification and standard- 
ization schedules attached to the 
order do not apply to: these tanks, 
according to the interpretation. 


quired to tag all grates in their 
possession. 

This action was taken in 
Order No. 910 under Maximum 
Price Regulation No. 188 Manu- 
facturers’ Maximum Prices for 
Specified Building Materials and 


Consumers’ Goods Other than 
Apparel), effective Nov. 22, 
1943. 





Makers Can Apply for Increased Prices 
On Small Hot Water Tank Heaters 


40 degree (F) temperature rise 
—40 to 185 gallons per hour. 
(The procedure was incorporat- 
ed in Amendment No. 7 to Or- 
der A-2 of Maximum Price 
Regulation 188, Manufacturers’ 
Maximum Prices for Specified 
Building Materials and Consum- 
bers’ Goods other than Apparel, 
which became effective Nov. 27, 
1943.) 
WPB SETS QUOTAS FOR 
BABY WALKERS, ETC. 


Specific quotas totaling 271,303 
for production of strollers, walk- 
ers and sulkies during the fourth 
quarter of 1943 were announced 
today by the War Production 
Board in an amendment to 
Schedule III of Order L-152. 

At the time fourth quarter 


assigned by Schedule III as 
originally on Oct. 4, 1943, spe- 
cific amounts of material had not 
been allocated for Group III 
carriages, which includes strol- 
lers, walkers and sulkies. A pro- 
vision was therefore included per- 
mitting manufacturers to produce 
as many of these carriages, which 
use only a few ounces of metal, 
as they did in the previous 
quarter. 

Now that material has been 
allocated, specific quotas can be 
assigned. 

In general, the revised sched- 
ule limits each manufacturer !0 
his actual rate of production in 
the third quarter. However, two 
new manufacturers not located 
in labor shortage aréas have been 
included. 
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quotas for baby carriages were, 


































































ANKS” 
nderfired 
re includ- 
“tank” in 
and Heat- 
estrictions 
ch tanks, 
in an in- 
r. How- 
standard. 
hed to the 
ese tanks, 
‘pretation, 
; in their 
aken in 
Maximum 
8 Manu- 
rices for 
rials and 
er than 
ov. 22, 
ASK FOR DETAILS 
Ss UNIVERSAL 
aters 
ure rise 
po “u" “VV Day Dealer Tod 
oa Become a “U” Plan for ay Dealer Today! 
to Or- 
ee Profit from the terrific impact of 40 million full page.color messages in 14 national 
- urers . . . . . . . 
vecified magazines which will invite customers to your store for post-war planning in 1944, 
soon Universal is glad to contribute the “U” Plan for use by all appliance and housewares 
arel, ; : é ; . 
“4 27, dealers. You invest no money—you simply write to Universal for the free Plan Book 
and then ask for the package of point-of-sale materials including decals, blow-ups of 
FOR national advertising, consumer. folders, War Bond envelopes and priority certificates. 
c. 
° . ° 
71,303 The “U” Plan Helps You Immediately! It Helps You in the Post-War Period! 
walk- 
fourth 1. By developing store traffic for the immediate sale 1. By providing a flexible, fair and orderly method of 
unced of available merchandise. handling a large volume of business. 
iction i ; : 2. By creating a backlog of potential orders identified 
it to 2. By bringing See with prospects for as to customers’ names and addresses. 
immediate appliance servicing. 
ial : ; ' ; 3. By lower selling costs. 
a &. By Fn see ae seeped — > pong pe gt 4. By directing customers into your store without the 
-, Sy se 7s Oa a So expense of field calls or other promotion. 
as ket of newly-weds. ; 
spe- i : ; : 5. By indicating the type and price range of items 
1 not 4. By identifying you with a nation-wide effort to likely to be demanded by your customers thus guid- 
Ill step up the sale of War Bonds. ing your purchases more accurately. 
trol- 
pro- Establish your store now as appliance and housewares headquarters for greater 


per- 
luce 
hich 
etal, 
ious 


een 


be 


ed- 
lo 
in 

wo 

‘ed 


en 















present and post-war sales. For complete information, write to your nearest 
Universal distributor or to Dept. HA, Landers, Frary & Clark, New Britain, Conn. 





COPR, 1949, LANDERS, FRARY @ CLARK 





















DECEMBER 9, 1943 





Set Dollar, Cents Ceilings 
For All Grades of Fertilizer | 


In simplification of its fer-| der which control of maximum | 


tilizer price regulation, the Office 
of Price Administration on Nov. 
17 set dollars-and-cents maximum 
prices for every grade of mixed | 
fertilizer, superphosphate and 
potash whose manufacture and 
sale is permitted by the War | 
Food Administration. 

At the same time, through its | 
action, OPA wiped out in- 
equalities between various grades | 
and between various sellers of 
fertilizers. These resulted from 
the previous method of “freez- 
ing” the individual prices of 
each seller according to those he | 
charged during a base period. 

No price changes of any real | 
importance have been made in 
fixing the new price schedules. 
Ceilings are maintained approxi- 
mately at the same average level 
as those which prevailed during 
the base pricing period in Feb., 
1942. This OPA action, however, 
established all prices at the con- 
sumer level and substituted them 
for the former requirement that 
fertilizer manufacturers calculate 
prices on their wide variety of 
grades on their base period 
prices with percentage mark-ups 
for some areas. 

It will be no longer necessary 
for manufacturers to apply to 
OPA for special prices on each 
new fertilizer mixture they pro- 
duce in varying grades for 
widely different areas, as they 
have in the past. 

The eighteen geographical 
pricing areas set up for domestic 
sales of mixed fertilizer, super- 
phosphate and potash vary 
slightly from those designated in 
the original regulation. They 
now more closely adhere to sell- 
ing areas long recognized by the 
industry. 

Each of these areas now is 
supplied with a single schedule 
of specific dollars-and-cents prices 
and delivery requirements Trade 
discounts established for these 
areas coincide with those which 
the fertilizer industry always has 
observed. 

To accommodate provisions of 
this fertilizer regulation to the 
varying selling seasons, instead 
of fixing a specific uniform effec- 
tive date for operation of the 
regulation, manufacturers are 
given the option of choosing any 
date on or after Nov. 23, 1943 
(generally accepted to be near 
the end of the Fall season and 
the month before commencement 
of the Spring selling season), but 
not later than Jan. 1, 1944. 

OPA found the “freeze” 
type of control, adopted in the 
forme? fertilizer regulation, un- 
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prices on sales by manufacturers 
to dealers was accomplished by 


dealers’ margins on their sales in | 


turn to consumers, to be both 


Farm Machinery Outlook Improved 


| inexpedient and unnecessary. 
| Consoquentiy, ceiling prices set 
under the new regulation all are 
prices to consumers, whether the 
fertilizer is sold to them by a 
| manufacturer or dealer. This 
| leaves the manufacturer free to 
sell to dealers or through his 
| own agents at whatever price 


Says War Food Administration 


An improved outlook for new 
farm machinery in 1944 is fore- 
seen by the War Food Adminis- 


tration in an analysis of the cur- | 


rent and anticipated production 
schedule of manufacturers. 

Overall raw materials author- 
ized by the War Production 
Board for making general plant- 
ing, tillage and harvesting equip- 
ment during the year provide for 
approximately double the quan- 
tity produced in 1943, or about 
80 per cent of the production in 
1940—a year in which manufac- 
ture was relatively large. The 
manufacture of repair parts will 
be unrestricted. 

Production for the first quarter 
(July 1 to Sept. 30, 1943) of the 
1943-44 program of spring-use 
equipment, including land prep- 
aration machinery, seeding equip- 
ment, tillage tools and similar 
items, amounted to 760,500 units. 

Total tractor production for 
farm use during the four months 
ending Oct. 31 was slightly more 
than 25 per cent of the year’s 
production schedule. Component 
parts, such as anti-friction bear- 
ings, malleable castings and forg- 
ing constitute the principal prob- 
lem in connection with the pro- 
duction of farm machinery. WFA 
has been assured by the War 
Production Board that every step 
possible, consistent with critical 
military requirements, will be 
taken to expedite delivery of com- 
ponent parts. The principal bot- 
tleneck in farm machinery pro- 
duction is in bearings. one of 
the trouble spots of all mechan- 
ical production. 

Production is accelerating and, 
barring unforeseen difficulties, it 
is anticipated that quotas as- 
signed to manufacturers will be 
met. It is expected that equip- 


ment items needed for spring 
tillage will be delivered in time 
_to meet, farmer’s needs. 

Officials of both WPB and 
WFA are cooperating to assist 
farm machinery and equipment 


| manufacturers to keep substan- | 


| tially on their schedules as ap- 
| proved by WPB. The schedules 


give consideration to farmers’ 
seasonal needs. 
Sufficient tonnage of carbon 


steel has been authorized to man- 
ufacturers to meet the entire 
machinery and repair parts sched- 
ule for domestic use. 

The improved outlook for, 1944 
permits a reduction in the num- 
ber of types of machinery which 
it will be necessary to ration, 
compared with the rationing 


(Washington Bureau 
of HARDWARE AGE) 

OPA has sent out a notice 
which points out that the only 
stocks of athletic shoes released 
from rationing under Amend- 
ment 42, effective Nov. 8, are 
gym and tennis shoes which con- 
tain no leather and which have 
rubber soles attached by vulcan- 
ization. It was apparent to OPA 
that this point was not clear to 
all retailers. 

Rubber-soled shoes with any 
leather in the uppers remain on 
the rationed list and may be sold 
only for ration currency. 

It was further explained that 
previously, on Feb. 25, rubber- 
soled shoes with canvas up- 
pers were declared ration-free if 
shipped from the factory before 
April 16. Since that time there 
has been no authorized civilian 
production of these types of 
shoes. However, a small quan- 
tity of shoes with canvas uppers 
and rubber soles attached by 
vulcanization has appeared on 
the market as the result of Navy 
rejects and special WPB author- 
izations. They have now been 
made available to civilians ra- 
tion-free under Amendment 42 to 
the shoe order. 








Clarification on Athletic Shoes 
Which Were Released from Rationing 


below the specified consumer's 
maximum price the manufacture 
and his dealers or agents may 
agree to. 

This action was taken through 
Second Revised Maximum Price 
Regulation No. 135 (Mixed 
Fertilizer, Super-phosphate and 
Potash). 





schedules of .1943. Distribution 
control will be necessary on only 
46 types, and rationing control 
on only 31 types. More nearly 
normal trade relationships will 
exist between farmers, dealers 
and manufacturers. 

Machinery rationing for 1944 
continues under FPO No. 14 and 
supplements. The new program 
permits manufacturers greater 
latitude in distribution than was 
possible in 1943. Neither attach- 
ments nor repair parts are sub- 
ject to rationing and distribution. 
The tight spot in farm equip- 
ment, the WFA analysis shows, 
will be hauling vehicles, includ- 
ing trucks, and replacement tires 
for trucks now in operation. 





| Dealers who have in stock any 
non-leather gym or tennis shoes 
with vulcanized soles which were 
received from suppliers between 
April 16 and Nov. 8 and which 
are now released from rationing 
under Amendment 42, may apply 
to their OPA district office for 
replacement of ration currency 
paid suppliers for the shoes. 





STORAGE BATTERY 
PRICE INCREASE 


Manufacturers of all types of 
lead acid storage batteries, auto- 
motive or otherwise, are permit- 
ted to add to their Oct. 1, 1941, 
prices an allowance of one cent 
per pound of lead in the battery, 
the Office of Price Administra- 
tion announced Nov. 26. This 
provision is contained in Amend- 
ment No. 106, Maximum Price 
Regulation No. 136. 

The lead allowance was pre- 
viously granted only to manufac- 
turers of automotive batteries 
because authorized advances in 
the price of lead squeezed manu- 
facturers’ costs. The situation 
that led to this was found by 
OPA to be true of manufacturers 
of other types of storage bat- 
teries. 

Manufacturers have the option 
of increasing their prices to their 
Feb. 1, 1942, prices or using 
the lead allowance in establish- 
ing their maximum prices. The 
increased figure will not affect 


prices paid by consumers. 
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TOMORROW 


All of the many “Superior” Products will be avail- 
able to you when Victory is won. Profit by using 
Superior Plastic and Metal Trim, Linoleum 

Bindings, Curtain Rods and other items that 
have proven themselves so well in the past. 
Before our facilities were needed to 
produce war materials, our policy 
was to serve you promptly and 
efficiently. Tomorrow the pol- 
icy will be the same—with 
new skills, enlarged and 
improved facilities and 
broadened experi- 
ence added to give 
you finer prod- 

















uctsat greater 
value than 
ever be- 
fore. 
“SUPERIOR” Our ware- 
Towel Bars houses are 
; not loaded 
ee ee with Metal Trim 


purchased be- 

fore the War. Some 

items of Plastic Trim 

are available. Write 
for circular and details. 


Aluminum Mouldings 
Seam & Edge Bindings 


Plastic Decorative Trims 





Stainless Steel Mouldings 





et Youngstown Manufacturing, Inc. ‘2 


66-76 SOUTH PROSPECT STREET — YOUNGSTOWN, OHIO 
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Aluminum Situation Seems Mach Brighter 


(Washington Bureau 
of HaRDWARB AGE) 

With the aluminum supply pic- 
ture appearing much brighter | 
OCR officials are going ahead | 
with tentative plans to schedule | 
production of aluminum pots and | 
pans and other essential civilian 
commodities. However, the bot- | 
tleneck in this case is manpower. 

At present aluminum supplies 
for 1943 are well over the WPB | 
allotments, some officials say as 
much as 100,000,000 Ib. over, and 
aluminum expansion programs 
are being drastically curtailed— 
with resultant releases in man- 
power. 

Although this oversupply does 
not mean that full peacetime and 
wartime demand can be met 
WPB releases for the past sev- 
eral weeks have been announcing 
the expansion of permitted uses 
of aluminum. 

One of these states: | 

“The position of aluminum has | 


now become sufficiently comfort- 
able to permit the use of the | 
metal in additional types of war 
and some essential industrial pro- 
duction. This situation permits | 
the use of aluminum for certain | 
purposes where copper had been 
used, thus relieving the strain 
on supplies of the latter.” 

The products which have been 
permitted are essential to the 
war effort, but are gradually ap- | 


FOUR-FOLD TRUCK 
MAKING INCREASE 


The War Production Board 
has announced a four-fold in- 
crease in the 1944 civilian truck 
production program, making the 
program a “must” with priority 
ratings equal to aircraft. Total 
production of all types of com- 
mercial trucks under the new 
program will be stepped up from 
an already authorized 33,852 to 
123,492 units. This compares 
with the normal pre-war yearly 
production of approximately 
700,000 vehicles. 


To insure proportionate de- 
liveries to all claimant agencies, 
both for civilian and military use, 
all requirements for trucks have 
been pooled and components for 
all rear axles, transmissions and 
engines will be scheduled from 
raw materials to completed prod- 
uct. 

The over-all 1944 truck produc- 
tion program also includes the re- 
quirements for construction and 
farm machinery, general indus- 
trial equipment and other uses 
which may require the same gen- 
eral type of axles, transmissions 
and engines as trucks. A cer- 





tain portion of the manufactur- 
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proaching the stage where pots, 
pans and other kitchen utensils 
will be turned out perhaps in the 
second quarter of 1944. Officials 
are now drawing up a list of 
aluminum articles essential for 
use of the average householder. 


At the outset of the defense 


| program the civilian aluminum 


industry was shut down and all 
hands turned to war. Now offi- 
cials of the aluminum industry 
admit that there is enough of 
the material to turn out limited 
quantities of household goods, 
but WMC rulings prohibit them 
from using any manpower for 
this purpose in critical labor 
areas. 

Pressure from manufacturers 
to force WMC to clarify its poli- 
cies and to recheck the whole 
manpower problem would un- 
cover a vast hoard of wasted 
manpower, according to WPB 
sources and would undoubtedly 
result in more consumers goods, 
not only in aluminum, but in 


| other lines. 


C. E. Wilson, WPB’s execu- 
tive vice-chairman, who untangled 
the manpower situation in cer- 
tain segments of the aircraft 
industry ‘has been making en- 
couraging statements in regard 
to civilian, production, which 
might mean that he will take a 
hand in this manpower situation. 


* 
ing facilities’ for these critical 
componets will be reserved for 
the production of replacement 
parts for civilian use. 


URGE VOLUNTARY 
CONSERVATION OF 
HARDWARE PACKAGES 


An urgent plea for voluntary 
conservation of folding and set- 
up boxes used in packaging hard- 
ware was made to the War Pro- 
duction Board’s Hardware In- 
dustry Advisory Committee at its 
recent meeting by a representa- 
tive of the Paperboard Division. 

The hardware industry is fully 
aware of the need for conserving 
paperboard, committee members 
said, and is ready to take what- 
ever steps are necessary. How- 
ever, they pointed out, packaging 
of hardware is almost entirely 
dependent on trade practices and 
the cooperation of distributors 
and consumers must be secured 
before effective conservation 





measures can be put into prac- 
tice. 

One box in which four items 
are packed uses only 60 per cent 
of the material required for two 
boxes in each of which two items 
are packed. Larger boxes, there- 
fore, would seem to be the ob- 


vious way to save paperboard. | 


But if trade practice and con- 
sumer habits call for one dozen 
items per box, for example, in- 
stead of two dozen, these prac- 
tices and habits. must be ad- 
justed if the hardware industry 


is to change its packaging 


methods, the committee believes. | 


MAY BUY UNDER $50 
WOODWORK MACHINERY 
UNDER BLANKET MRO 


Woodworking machinery as 
defined in Order L-311 and cost- 
ing no more than $50 may be 
purchased through blanket MRO 
procedures, the War Production 
Board announced Nov. 27. 

This action, taken by amend- 
ing List B of Priorities Regula- 
tion No. 3, is designed to pre- 
vent an undue number of PD-1A 
preference rating assistance ap- 
plications ‘being filed for this 
type of equipment. 


RULING ON EARLY 
BUYING DISCOUNT 
ON LINSEED OIL 


Sellers of linseed oil who have 
customarily allowed discounts 
for prompt paymént, musi con- 
tinue this practice, the ce of 
Price Administration ruled Nov. 
17. 


The ruling was made after 


| numerous buyers of linseed oi 
complained that many sellers 
have discontinued giving the dis- 
counts and that this had the 
effect of an increase in the cost 
of the oil by that amount. Pre- 
vious to this action, the linseed 
oil maximum price regulation 
contained no provision requiring 
sellers to continue the practice. 

O. P. A.’s action, which will 
effect a continuance of a cus- 
tomary business practice is taken 
in Amendment 9 to Maximum 
Price Regulation No. 53 (Fats 
and Oils) effective Nov. 22, 1943. 


GREATLY EASE WOOL 
RESTRICTIONS 


The War Production Board on 
Nov. 19 lifted all restrictions on 
the use of wool in the production 
| of clothing, draperies, and up- 
holstegy fabrics. 

Clingaxing the trend of the last 
six months towards relaxation of 
wool supply controls as the wool 
supply picture improved and 
military requirements fell off 
from peak levels, WPB amended 
Order M-73 (Wool) to permit 
the use of raw wool without re- 
striction, with these two excep- 
tions: 

(1) Use of finer grades of 
alpaca is banned except for mili- 
tary purposes. 


(2) Only carpet wool and mo- 
hair are permitted for the manu- 
facture of floor coverings. 

Otherwise, all wool consump- 
tion quotas—the basic machinery 
for controlling use of the fiber 
for almost two years—were strik- 
en out of the order. 





E-2-b Revoking Does Not Place Unrated 
' Orders Ahead of Rated Orders, Says WPB 


WPB has revoked General 
Preference Order E-2-b, which 
regulated the production and 
distribution of metal cutting 
tools, While the need for these 
tools continues to be important, 
it is felt that the controls con- 
tained in Priorities Regulation 1 
and other general regulations 
will serve better in the present 
situation. 

In revoking Order E-2-b, the 
WPB Tools Division called at- 
tention to the inventory restric- 
tions contained in Regulation 1, 
which. state in part that unless 
specifically authorized by WPB, 
no person shall knowingly make 





delivery of any material and no 
person shall accept delivery 
thereof if the inventory of such 
material of the person accepting 
delivery is or will become in 
excess of a practicable minimum 
working inventory. The Division 
stressed that the term “prac- 
ticable minimum working inven- 
tory” is to be strictly construed. 

While the requirement im- 
posed by E-2-b, that all orders 
for cutting tools must bear pref- 
erence ratings, no longer ap- 
plies, producers must still fill 
rated orders ahead of any un- 
rated orders that may be re- 
ceived. 

All producers are requested by 
the Tools Division to continue 
to file monthly operations reports 
on Form WPB-39. These reports 
are all the more important now 
that E-2-b has been revoked, the 


Division said. 
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W.R. HOWARD TALKS 
TO HDWE. BOOSTERS 
Winthrop R. Howard, presi- 
dent, The Rawlplug Co., Inc., 
New York City, addressed the 





WINTHROP R. HOWARD 


Nov. 19 meeting of the Hard- 
ware Boosters held at the Mids- 
ton House, Madison Ave. and E. 
38th St., New York City. Mr. 
Howard told of the work of 
Junior Achievement, Inc., of 
which he is a vice-president. It 
assists boys to set up companies 
for the production and marketing 
of a variety of goods made in 
their own shops. Boys and 
young men study the part labor, 
management and_ stockholders 
play in modern day business. 
With youths 16 to 21 engaged 
in projects of Junior Achieve- 
ment, Inc., its object is to learn 
the problems of operating busi- 
ness enterprises. Col. F. E. 
Ahrens, U. S. Quartermaster 
Corps, told, in an informal talk, 


| on the safe handling of guns. 
Two hunters followed the ac- 
| tivities described, thereby illus- 
trating the talks. The program 
was concluded with a visual pres- 
entation of the production of 
small arms and ammunition for 
the war effort. 





FLOYD AGAIN WITH 
LUDLUM STEEL CORP. 


Paul E. Floyd has recently re- 
sumed his former post of dis- 
trict manager for Allegheny 
Ludlum Steel 
in the Iron and Steel Branch 


of the WPB. 





EVEREDY WINS 
ARMY-NAVY “E” 


The Everedy Co., 6 East St., 
Frederick, Md., has _ recently 
been presented with the Army- 
| Navy “E” for the production of 
tools for modern warfare. In 
peace time this company pro- 
duces cookware and giftware. 





BERNER WITH EMERSON 
AS ASS’T TO PRESIDENT 


Robert C. Berner has recently 
resigned from WPB to return to 
private industry as assistant to 
President Benjamin Abrams, of 
the Emerson Radio & Phono- 
graph Corp., New York City. He 
has been chief of the Container 
Section of the OCR for the past 
year, and most recently has been 
concerned with the problem of 
increasing supplies of containers 
and packaging materials to con- 
sumer industries. 





of some of the various jobs that 
unit of the service performs, par- | 
ticularly as to housing, clothing 
and feeding those operating in 
cold climates. 


REMINGTON ARMS CO. | 
TELECASTS PROGRAM 


Remington Arms Co., Bridge- | 
port, Conn., recently sponsored 
a television broadcast over 
WRGB, television station owned 
and operated by the General 
Electric Co., Schenectady, N. Y. 
The half hour broadcast, en- 
titled “Calling All Hunters,” 
featured O. H. P. Rodman, vice- 
president of Outdoors Magazine, 
who gave an illustrated talk on 
the increase of game supply to- 
day, and Gail Evans, manager 
of the advertising section of 
Remington Arms who, by show- 
ing actual models, described the 
difference between the firearms 
used during the nations earlier 
days and the modern rifle and 
shotgun. He also spoke briefly 
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| zation, 


BURNS DISTRIBUTES 
L. & H. RANGES 


The Judson C. Burns Organi- 
Philadelphia, Pa., has 
recently been appointed distribu- 
tors of L. & H. electric ranges, 
gas ranges, and water heaters, 
it was announced by A. J. Linde- 
mann & Hoverson Co., Milwau- 
kee, Wis. The Burns organiza- 
tion will serve the Philadelphia 
area, eastern Pennsylvania, south- 
ern New Jersey, and New Castle, 
Pa. 


—_———. 


N. Y¥. HARDWAREMEN 
VISIT NIGHT SPOT 


Billy Rose’s Diamond Horse- 
shoe, 46th St., New York City, 
had among its patrons Nov. 16, 
more than 60 members and 
guests of the Hardware Trade 
Association of New York, which 
dispensed with the November 
luncheon in favor of a night out. 
Ringside tables for the group, 
which was a stag gathering, per- 


Corp., Chicago, | 
Ill., after serving since early 1942 | 





mitted a real close up view of 
the show which portrayed a show- 
man’s impression of a celebration 
of the ending of the present 
world conflict. One of the sing- 
ing stars, whose specialty is a 
song, ribbing people in the 
audience named some of the 
officers and others in the hard- 
ware party in his act. 

The party was arranged by the 
entertainment committee, A. C. 
Flamman, Hughes, Flamman & 
Simpson, chairman. 


HISTED NOW WITH 
THOMAS TRUCK & 
CASTER 


Edward Histed, formerly with 
French & Height, Inc., has re- 
cently joined the Thomas Truck 
& Caster Co., Keokuk, Iowa. As 
the company is adding many 
new types of wheels to their line, 
Mr. Histed will concentrate his 
sales effort principally on indus- 
trial wheels. He has had many 
years of experience with both 
manufacturers and jobbers in the 
wheel barrow and _ industrial 
wheel business. His headquar- 
ters will be at the Keokuk, Iowa 
plant. 





STEINKE RETIRES; 
SELLS HIS STORE 


After 40 years of activity in 
the hardware business in Pipe- 
stone, Minn., all but five of those 
years as owner of his own store. 
A. L. Steinke has sold his retail 
hardware store in that commun- 
ity with the intention of taking a 
well earned rest. The new owners 
who will take possession of the 
store as of Jan. 1 are, Don D. 


Plowman, who has been em- 
ployed in the store for the past 
¢ight years and Russell Hall, 





A. L. STEINKE 


local school manual training in- 
structor for the past seven years. 
Mr. Steinke is one of the oldest, 
in point of service, of the retail 
dealers in his community. 





NAME BUCKLEY TO 
PHILA. FEDERAL 
RESERVE BOARD 


James T. Buckley, chairman 
of the executive committee of the 
Philco Corp., Philadelphia, Pa., 
recently was elected a director 
of the Federal Reserve Bank of 
Philadelphia, for a _ three-year 
term beginning Jan. 1, 1944. He 
succeeds Frederick C. Stout who 
has been a director for the past 
15 years, and who declined to be 
a candidate again. Mr. Buckley 
has spent his entire business 
career with the Philco Corp., 
having joined it in 1912 as a 
laboratory assistant. He succes- 
sively filled the positions of gen- 
eral purchasing agent, treasurer, 
and president and is now a direc- 
tor of eight subsidiary companies 
of the Philco Corp. 





ECLIPSE MACHINE CO. 
GIVEN WHITE STAR 

The Eclipse Machine Co., 
Prophetstown, Ill., was recently 
awarded for the second time the 
Army-Navy production award for 
meritorious service on the pro- 
duction front. The company, 
which produces hand and power 
lawn mowers in peace time, will 
now have a white star to add to 
their Army-Navy “E” pennant. 





SF ARKS-WITHINGTON 
BUYS LITCHFIELD CO. 


Sparks-Withington Co., Jack- 
son, Mich., manufacturers of au- 
tomotive and radio equipment, 
has purchased the Litchfield Mfg. 
Co., Waterloo, Iowa, from the 
Rath Packing Co., which pur- 
chased the Litchfield property in 
1939. The Litchfield plant will 
continue to manufacture farm im- 
plements and war materials un- 
der present contracts with E. A. 
Jochumsen as general manager. 





JEWISH FEDERATION 
HONORS M. A. KAHN 


Milton A. Kahn. president, 
Wm. L. Blumberg Co., Inc., New 
York City, wholesale hardware 
distributors, was recently pre- 
sented with a scroll of honor in 
appreciation of his outstanding 
services given for the Housewares 
and Hardware Division of the 
1943 campaign of the New York 
and Brooklyn Federation of 
Jewish Charities at the division’s 
annual dinner, Judge Jonah J. 
Goldstein, guest speaker of the 
evening, discussed the importance 
of the 116 Federation institu- 
tions of health and welfare to 
the people of New York. Other 
hardwaremen at the speaker’s 
table included Nat E. Drazan, 
manufacturers’ agent and A. 
Rosenberg, Hardware Sales Co. 
At this dinner nearly $20,000 
was raised. 
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Mrs. George N. Clemson Passes at 89 
—Widow of Clemson Bros. Founder 


Mrs. George N. Clemson, Mid- 
dletown, N. Y., widow of the 
founder of Clemson Bros., Inc., 
Middletown, N. Y., hack 


blade and lawn mower manufac- 


saw | 


turers, passed away recently at | 


the age of 89. Over a long 
period of years she became ac- 


quainted with many hardware | 


dealers, wholesalers and manu- | 


facturers and their families to | 


whom she had been hostess on 
their visits to Middletown. Mrs. 
Clemson gained quite some fame 
also for a most unusual hobby 
in the form of a Japanese garden 
which under her direction was 
conceived and constructed on 
what had previously been two 
acres of bog land on the Clem- 
son estate. With the help of ex- 
pert planners and workers the 
garden complete with temples, 
shrines, islands, lakes and water- 


C. H. WILLIAMS 
C. H. Williams, 81, founder 
and honorary chairman of the 
board of directors of the Plomb 
Tool Co., Los Angeles, Cal., 





Cc. H. WILLIAMS 


passed away recently. Mr. Wil- 
liams sold the first hand tool 


to carry the Plomb name in| 


1907. From that time, until his 
retirement four years ago, he 
was a major factor in building 
the company from a blacksmith 
shop, which was where the first 
tool was made, to one of the 
largest concerns of its kind in 


| 


| 
| 
| 
| 
| 
| 
| 








the country. The death of Mr. | 
Williams closes the first genera- | 
tion of Plomb management. The ! 
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| western Steel & Wire Co., in 1928, 


falls was created, its beauty at- 
tracting visitors from far away 
points. This beautiful garden 
was the subject of an article by 
Saunders Norvell published in 
the Nov. 2, 1939, issue of Harp- 
WARE AGE, together with numer- 
ous photos of some of its most 
attractive points of beauty and 
interest. Mr. Norvell advised, 
“When you start out to see the 
wonders of the United States put 
Mrs. Clemson’s Japanese garden 
on your list.” 

Surviving Mrs. Clemson are 
two daughters, Mrs. William E. 
Cross and Mrs. Walter R. Batch- 
eller, and a son, Richard D. 
Clemson, President of Clemson 
Bros., Inc. Mrs. Clemson was a 
member of the Garden Lovers’ 
Club of America and of the 
State Garden Lovers’ Association. 


late Alphonse Plomb, from whom 
the tools received their name, 
and the late John L. Pendleton, 
were the original associates of 
Mr. Williams. 


GEORGE E. VERTREES 


George E. Vertrees, manager 
of the credit department of the 
Northwestern Steel & Wire Co., 
Sterling, Ill., recently passed 
away suddenly at his home in 
Sterling, Ill., Mr. Vertrees, 50, 
became associated with the North- 


and was active in the business | 
to the end. He gave generously 
of his time to veterans’ affairs, 
having served in France during 
World War I. He is survived 
by his widow, a daughter, a 
brother and a sister. 





FRED J. HAYDEN 
Fred J. Hayden; 75, sales 








manager and director of Frank- 
furth Hardware Co., Milwaukee, 
Wis., passed away recently. He 
joined the Frankfurth Co., in 
1888, after being employed for 
several years at Shadboldt. & 
Boyd Co. In 1890 he became a 
salesman and was assigned to 
open a new territory across the 
lake. Several years later Mr. 
Hayden was transferred to the 
territory taking in southwestern 
Wisconsin, northwestern Illinois, | 
Iowa and Minnesota. He covered | 





that territory until 1913 when he 
was named sales manager. Mr. 
Hayden was active in the firm 
until a few days before his pass- 
ing. He was active in the Asso- 
ciation of Commerce for some 
time, and went on a number of 





FRED J. HAYDEN 


the trade tours of the state which 


the association sponsored. He is 
survived by his widow, two sons, 
and a daughter. 


FRANK A. ROSS 


Frank A. Ross, 60, senior vice- 
president of Stewart-Warner 
Corp., Chicago, Ill., passed away 
recently at the St. Luke’s Hos- 
pital. In point of service, he was 
the oldest executive with the 
corporation, having been one of 
the nucleus around which the 
company was formed. In 1908 
he joined the Warner Instrument 
Co., Beloit, Wis., as an engineer. 
When the Stewart-Warner Speed- 
ometer Corp. was founded in 


.1912 by the consolidation of the 


Stewart-Clark Co., and _ the 
Warner Instrument Co., Mr. Ross 
came to Chicago as an experi- 
mental engineer. In rapid suc- 
cession he became assistant 
superintendent, superintendent 
and works manager of the new 
corporation. He was largely re- 
sponsible for the successful and 
widespread use of the vacuum 
tank on automobiles. He is sur- 
vived by his widow, and four 
daughters. 


WILLIAM S. JOHNSON 


William S. Johnson, a partner 
in the firm of Mathews & 
Boucher, Rochester, N. _ Y., 
wholesale hardware distributors, 
passed away some weeks ago, 
following an illness of several 
months. A native of Picton, 
Ont., Canada, Mr. Johnson who 
was well liked by those who knew 
him, joined the company in 
Sept., 1888, at which time the 
company was known as Hamilton 








& Mathews. Mr. Johnson was 
made a partner in the organiza- 
tion in 1920. A sister and two 
brothers survive Mr. Johnson. 





K. R. MORRISON 


Kenneth Reid Morrison, 72, 
Minneapolis representative for 
the Cattaraugus Cutlery Co., 
Little Valley, N. Y., passed away 
recently after a long illness. 
With his brother, Mr. Morrison 
organized the Winona Hardware 
Co., Winona, Minn., which firm 
he was connected with for a 
number of years. For the past 
20 years Mr. Morrison has re- 
sided in Minneapolis where he 
was employed as a traveling 
salesman for the Cattaraugus 
Cutlery Co., Mr. Morrison was a 
32nd degree Mason of the 
Winona consistory. He is sur- 
vived by one son, three grand- 
children, three brothers, and two 
sisters. 


— 


EDWARD HORSEFALL 


Edward D. Horsefall, for 22 
years, representative on the west 
coast for the Rosenthal China 
Co., New York City, passed away 


| recently in Salt Lake City, Utah, 


while on a business trip. He was 
one of the original men in the 
housewares field who started the 
Associated Pot and Kettle Club, 
and was an active member of the 
Los Angeles Club. 


OPA NAMES NINE TO 
SERVE ON MINERAL 
WOOL COMMITTEE 


The OPA recently appointed 
nine officials of companies en- 
gaged in the home insulation 
industry to serve on the Mineral 
Wool Installation Industry Ad- 
visory Committee. The members 
named to the committee are as 
follows: Fred C. Weinert, as- 
sistant general branch manager, 
Chamberlain Metal Weather 
Strip Co., Inc., Detroit, Mich.; 
N. B. Sherrill, Jr., general sales 
manager, home insulation de- 
partment, Johns-Mansville Corp., 
New York City; T. C. Carter, 
manager insulation division, 
Eagle-Picher Sales Corp., Cin- 
cinnati, Ohio; Thomas T. Tucker, 
president, Armour Insulating Co., 
Atlanta, Ga.; C. Thomas du Fief, 
building material and contracting 
departments, Griffith Consumers 
Co., Inc., Washington, D. C.; 
H. J. Burt, president, Wall-Fill 
Co., Chicago, Ill.; Gerald J. 
Rhein, vice-president, Enterprise 
Roofing Co., Baltimore, Md.; 
George T. Macklin, proprietor, 
George T. Macklin Co., Milford, 
Del.; and Jules W. Baer, presi- 
dent, Hancock Insulation Co., 
Boston, Mass. 
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Submit Plan for Disposal of Post-War 
Surplus Government Stocks 


Central Council of National Retail 
Associations makes recommendations 
for orderly handling of excess mer- 
chandise after war is over. Designed 
to route goods through established 
channels by systematic methods. 


ECOMMENDATIONS for the 
R orderly disposal and disposi- 
tion of surplus government 
stocks after the war were submitted 
before the Senate Special Committee 
on Post-War Economic Policy and 
Planning in Washington, D. C., Nov. 
23, 1943. The recommendations 
were submitted by David R. Craig, 
president of the American Retail 
Federation, appearing as chairman 
of the Central Council of National 
Retail Associations, an affiliate of the 
organization of which Mr. Craig is 
president. 

The recommendations are based 
on the report of the Committee on 
the Disposal of Surplus Government 
Stocks of the Central Council. This 
report was drafted and unanimously 
adopted at a meeting of the commit- 
tee which was held in New York 
City, Oct. 5, 1943 and was attended 
by representatives of the following 
organizations: American National 
Retail Jewelers Association, Insti- 
tute of Distribution, Limited Price 
Variety Stores Association, Mail 
Order Association of America, Na- 
tional Association of Chain Drug 
Stores, National Association of Re- 
tail Clothiers and Furnishers, Na- 
tional Automobile Dealers Associa- 
tion, National Council of Shoe 
Chains, National Retail Dry Goods 
Association, National Retail Farm 
Equipment Association, National Re- 
tail Furniture Association, National 
Retail Hardware Association, Na- 
tional Shoe Retailers Association 
and Cooperative Food Distributors of 
America. 

The principal recommendations 
are as follows: 


The Recommendations 


1—The power to dispose of all 
surplus government goods of what- 
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ever kind should be vested in a 
single agency. The committee felt 
that the proper agency for this pur- 
pose would be the Procurement Di- 
visiun of the Treasury. 

2—All offers to sell and invitations 
to bid should issue from the Trea- 
sury Department in Washington. 

3—Congress should prohibit any 
purchaser of government supplies 
from offering them for sale from any 
establishment which by reason of its 
name implies that its prime activity 
is selling government goods. All 
such goods must be designated as 


“new government surplus” or “used 
government surplus” in any adver- 
tising in which the purchasing esta- 
blishment engages. 

4—Before offering such goods 
through any trade channels, the Pro- 
curement Division should allocate 
the surpluses in varying percentage 
into the following four categories: 
(a) To be retained for future use of 
the armed forces or other govern- 
mental agencies; (b) To be donated 
for immediate or future use of the 
American Red Cross; (c) To be 
given-or sold for use in rehabilitat- 
ing the populations of war-torn coun- 
tries; (d) The remainder to be dis- 
posed of through established chan- 
nels of trade in a fair and equitable 
manner which will offer the least 
possible deterrent to speedy reem- 
ployment as industry reconverts 
from war to peace activities. 

5—The minimum quantity of any 

(Continued on page 129) 


Toys Build Sales the Year 'Round 


N all year around toy stock is 
carried at the Reinhold Bros. 
Hardware Co., Milwaukee, Wis., on 
the second floor. Mothers like to 
come here to pick out toys for 
youngsters for birthdays and for 
parties. Many of the toys are of 


the new all-wooden type, and many 
are of the cut out types so popular 
with modern youngsters. A few hu- 
morous designs of comic characters 
on the walls help mothers to identify 
the department very quickly when 
they come upstairs. 
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of 10 packs 
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Gem Division, American Safety Razor Corp., Brooklyn 1, N. Y. 
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Early January—Home Laundry Supplies, 
Canvas Gloves and Ski Essentials 


Crores 


Pins 


CANVAS 
GLOVE 
WINDOW 

MERCHANDISE: 
All types of canvas 
and leather gloves 
for home, farm, and 
factory worker. Show 

large quantities. 


SKIS AND 
ACCESSORIES 
WINDOW 


MERCHANDISE: 
Skis, ski harness, 
wax, ski shoes, ski 
clothes, ski poles, 

ski caps, etc. 
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HOME 
LAUN DRY 
HELPS 
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ee 





HOME 
LAUNDRY 
SUPPLIES 


MERCHANDISE: 
Ironing boards, wil- 
low clothes baskets. 
splint clothes bas- 
kets, ironing hoard 
pads, clothesline, 
clothespins, wash 
boards, wash tubs. 

pails, sad irons. 


BACKGROUND: 
Center panel of 
white corrugated 
board or painted 
wallboard. Side 
panels of blue ma- 
terial. Cut-out letters 

in blue. 


HARDWARE AGE Original Window Display IDEAS 
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For Showing 
Fireplace Fixtures 
IREPLACE fixtures and equip- 


ment are hard items to dis- 
play unless standard equipment of 
the store is converted to that pur- 
pose. The accompanying sketch 
shows how a regular platform can 
be converted into a unit that will 
show this type of merchandise in an 
attractive manner. 

If the platform is used in the 
center of the floor be sure to add 
a back to it. This should be ap- 
proximately 4 ft. high. Build two- 
shelf units like those shown in the 
illustration. Take the top unit ap- 
proximately 14 in. wide and the 
second one approximately 22 in. 
wide. The upright supports should 
be from 6 in. to 8 in. high. Stand- 
ard 2 by 6 or 2 by 8’s are ideal for 
this purpose. These units can be 
made for both 5 or 7 ft. platforms. 
They can also be used in a side- 
wall platform space. Place units 
on top of each other. 

In arranging the display, place 
andirons, fireplace screens and fire- 
place sets on the two lower shelves. 
Use part of the top shelf for fire- 
place grate baskets and other items 
which cannot be shown on the nar- 
row shelves. 


Dollars Make Jobs 


F we are to prevent postwar un- 
employment we must not ignore 
the fact that. in our civilization, man 
does not work with his bare hands. 
Rather men work with tools, ma- 
chines and other equipment ranging 
in cost from $2,500 per worker in 
the leather industry to $25,000 in 
railroads and steel according to 
Emerson P. Schmidt in the current 
issue of Nation’s Business. 
Stripped to essentials, the unem- 
ployment problem becomes an_ in- 
vestment problem, says Mr. Schmidt. 
For every returning soldier who gets 
a job somebody must invest $5,000. 
Therefore, concludes Mr Schmidt, 
taxation and all other factors that 
affect incentive to invest or to save 
money for investment also affect the 
ex-soldier’s chances for employment. 
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Here’s a practical 
way of featuring 
fireplace fixtures. 
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YOU BETCHA! 


“WE'RE PLENTY PROUD of every one of those 207 
Burgess employees in the service of Uncle Sam!” says 
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Homer G. Snoopshaw, Burgess specialist. “But how we 
miss ’em! Even fully staffed, we were hard pressed to 
turn out a// the batteries you and Uncle Sam required. 
Today, we parcel out farm radio packs and Uni-cells 
as fairly as possible...and as extensively as military 
production permits ... And we know you're giving your 


customers the same sort of fair and square distribution.” 


BURGESS BATTERY COMPANY, FREEPORT, ILLINOIS 
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; days we hear 


a lot about “cooperation.” Be- 
coming curious, I thought I would 
look up the word in March’s 
Thesaurus Dictionary. There | 
found “agreement, etc. The state 
of being in accord, etc. See ‘har- 
mony.” So I turned to “har- 
mony” and found—‘A fit adop- 
tion of parts, the science which 
treats of chords; concord; friend- 
ship.” 

It seems to me that a good defi- 
nition of “cooperate” would be— 
“An agreement to operate on a 
certain fixedyplan.” As I thought 
it out it seemed that “cooperation” 
is composed of three essential ele- 
ments, (1) A plan, (2) An agree- 
ment, (3) The faithful carrying 
out of the agreement and plan by 
the cooperators. 


“Don't Forget” 


Years ago, while traveling on a 
train from New York to St. Louis, 
I met an old lady friend and her 
grandson about six years old. He 
showed me a very poor, boy’s size 
pocket knife that wouldn’t cut any- 
thing. I was in the hardware busi- 
ness in St. Louis at the time and 
I told the boy I would send him 
a good knife—one that would cut. 
He was much pleased and said, 
“Now don’t forget.” 

As we backed into the St. Louis 
station the old lady came over to 
me and said—“I heard you prom- 
ise Tom a knife and I want to say 
quite seriously that I don’t want 
you to disappoint him. The rea- 
son is that children take promises 
seriously and for you to forget 
would make a very bad impres- 
sion on his receptive young mind, 
in fact, might set him a very bad 
example.” I sent the knife and 
Tom wrote me a very nice note of 
thanks. 

That happened years ago and | 
have often thought of the old 
lady’s warning. I have applied 
her remarks to some of the more 
important events in life. This in- 
cident now leads to this article! 





So let us moralize on “agree- 
ments.” As the world. war pic- 
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ture unfolds we hear more and 
more about them. , The very basis 
of diplomacy and of battles is 
based on agreements faithfully 
carried out or not carried out. 

The principal cause of this war 
and of former wars is the break- 
ing of agreements. The only hope 
of a successful peace is the mak- 
ing of just agreements between 
the nations and their faithful ful- 
fillment. 

You may say these remarks are 
like utterances from a “high priest 
of the obvious,” but I am sure 
that a little thought will bring 
home to all of us that not only 
among nations, but in business, in 
our homes, among our friends, one 
of the greatest causes of discord. 
unhappiness, and broken friend- 
ships is agreements which are bro- 
ken, ignored or forgotten. 


Before there were laws, there 


were agreements. When these 
agreements proved to be for the 
common good they were written 
into laws so those who would not 
voluntarily keep agreements could 
be forced by legal penalties to 
keep them. 

Our lives consist of a series of 
agreements from birth to death. 

We walk or drive to the right 
or the left (as in England) by 
agreement. 

Marriage is an agreement. 

Citizenship is an agreement. 

Passports are agreements. 

How we eat and sit at table is 
by agreement, either formal or 
tacit. 

One who lives in agreement with 
his country, his church, his fam- 
ily, his friends and his business 
associates is usually happy and re- 
spected while one who is temper- 
amentally in constant disagree- 
ment with his environment is un- 
happy himself and causes much 
unhappiness among others. 


Some Strange Laws 


There are some strange laws 
about agreements. Here in this 
country we have the anti-trust 
laws. For merchants to agree 
among themselves to fix prices is 
a “conspiracy” incurring severe 
penalties. I have always felt that 
this law is ridiculous. I have felt 
that severe price cutting led to 
the ruin of businesses, reduced 
wages and lost jobs was more dam- 
aging than reasonable price agree- 
ments. In the days that are com- 
ing, most business, especially that 
of great corporations, will be con- 
trolled more than ever by Gov- 
ernment. I believe when a large 
business falls into the hands of a 
few concerns and runs over 60 
per cent of the total for the coun- 
try the Government should be rep- 
resented on the boards of such 
corporations. When the board and 
government agree on prices, then 
by agreement they become fixed. 
The question is not one of price 
fixing but of reasonable profits. 
This is what they do in England. 
It is what we are doing now be- 
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cause of war conditions. There is 
no better plan for protecting the 
people from exploitation. 


It is strange that what is con- 
sidered to be a crime for the indi- 
vidual and the corporations in this 
country is just the plan adopted 
by the Government in a crisis, 
such as war, to preserve the or- 
derly handling of distribution and 
prevent inflation. 


So important are agreements 
rigidly kept—especially oral agree- 
ments—to the common good, that 
the highest praise that can be be- 
stowed upon a man is that he 
keeps his word. We say of such 
a man—“His word is as good as 


his bond.” 


The crook, the “smart alec,” 
the trickster, the “chiseler” think 
lightly of their agreements. They 
want agreements to bind the hon- 
est competition while they break 
them. They consider the honest 
man a “sucker.” So it happens 
that certain lines of business in- 
fested by these agreement break- 
ers are always in trouble. They 
are always in the courts. They al- 
ways first demoralize and then 
destroy their own business. They 
are bad risks. In attempting to 
outwit others, they destroy them- 
selves. On the other hand, there 
are lines of business that have 
always enjoyed a high standing. 
They are known to be managed 
by men who keep their agree- 
ments. 


True of Nations 


This fact is just as true of na- 
tions. Some nations keep their 
agreements. They scorn being dis- 
honest. Other nations I might 
name have low moral standards. 
In one there is no counterfeit 
money. In another you have to be 
on your guard at all times. In 
time of war such nations run true 
to form. As allies they are a lia- 
bility. Then nations change. In- 
ternal conditions sap their moral 
stamina. They cease to keep their 
agreements nationally or individ- 
ually and they are not to be 
counted upon. They become an 
easy prey to the conqueror. 

Even in this country, cities and 
small towns vary in their dependa- 
bility. They have different moral 
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codes. Every salesman will tell 
you a certain town is “clean” 
while another a few miles away is 
“rotten.” Naturally, it is a matter 
of the character of individual mer- 
chants. The cure for this situa- 
tion is the public opinion of the 
village. The scab who does not 
keep his agreements should be fro- 
zen out—ostracized! 

Now we are coming to the peace 
after the war. In the November 





ll issue of HARDWARE AGE is an 


editorial by Charles J. Heale— 
“They Shall Beat Their Swords 
Into Ploughshares and Their 
Spears Into Pruning Hooks.”— 
The problem will be to make good 
ploughshares and good pruning 
hooks! 

Following this editorial is an 
article by E. G. Lindquist, secre- 
tary of the Ace Hardware Corp., 
Chicago, Ill. You should be sure 








successfully by large commercial growers to con- 
trol chewing insects. Now this NATURAL CRYO- 


LITE is available in package form for retail sale. 


There are big profits for you in this fast-selling 


Kryocide is the well-known insecticide ,used so 


new item. Kryocide has already proved exception- 


ally popular with Victory Gardeners, for its ease of 


application and its highly effective results. 


Order your stock of Kryocide now! Be prepared 


when the vigorous national advertising campaign 
breaks. Get in touch with your jobber for further 
information or write to Dept. HA. 


PENNSYLVANIA SALT 
ahd do PS we; . * da 


1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 


NEW YORK - CHICAGO ST. LOUIS « PITTSBURGH « MINNEAPOLIS - WYANDOTTE- TACOMA 








to go back and read both edi- 
torial and article if, by any chance, 
you missed them. Mr. Lindquist 
makes some very blunt, but true, 
statements. 


Carries a Penalty 


The dealer, wholesaler, manufac- 
turer, or salesman who does not 
live up to the terms of his com- 
ing peace agreements will be pull- 
ing down the house over his own 
head. 

After the last war there was an 
orgy of cancellations. Upon any 
pretext, goods were held “subject 
to order” or ruthlessly “fired 
back.” 

When an order is placed it is 
an agreement. If the order is ac- 
cepted as placed it should stand 
prices and all. Price deductions 
after goods are received should 
not be allowed. A cash discount 
for payment in 10 days is an 
agreement. To take the discount 
after the 10 days is playing loose 
with an agreement. So we might 
write about many agreement side 
stepping practices which lead to 


Fireplace Fixtures Attract Warmth Lovers 





This attractive window display of fall heating equipment and supplies 
boosted volume on these lines for the Hornaday Hardware, Richmond, Ind. 
The display was installed early in the fall. 
priced with a small price ticket. 


Every item in the window was 


A dummy fireplace was featured in the 
center of the window and served as a background for a display of fireplace 


sets and grate baskets. 
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éncouraging repairing and fixing up. 
fasteners are just the thing for repairing furni- 
ture, screens, cabinets and other wooden articles. 
Just put the attractive Acme Corrugated Fast- 
ener display box on your counter—and watch 
your extra sales grow. 
tomers of that repair work at home that is 


Sell Acme Tack-Point 


Acme 


It reminds your cus- 


waiting to get done. 








ACME TACK-POINT CORRUGATED FASTENERS 


Are easily and quickly applied. Driven with a hammer, they 
assure stronger joints, easier and faster. With their long- 
beveled points and sharp cutting edges, they penetrate but. do 
mot crush the wooden fibres. Aimost anyone who works with 
wood is a prospect for this inexpensive victory item. 

Acme Fasteners are available in 100-pound kegs, offering op- 
portunity for profitable sales. In addition there are standard 
cartons of 250, 500 and 1000; boxes of 100 fasteners, ten 
boxes to a carton; also in boxes containing 50 fasteners of 
one size . . “x4; %" x 5; %”" x 5S. A display carton 
contains 12 of these boxes. 

if your jobber can't supply you, write us direct. 


Let this display box 
with the red, white and 
blue REPAIR label, go 
to work for you—and 
Uncle Sam. 











ACME STEEL COMPANY 


General Offices: 
2838 Archer Avenue 


CHICAGO, ILLINOIS 


Branches and Sales Offices in Principal Cities 
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"A REPAIR REMINDER THAT HELPS 
THREE WAYS 


. IT HELPS THE VICTORY EFFORT 
2. IT HELPS YOUR CUSTOMERS 
3. IT HELPS YOU 


Here's how to help the Victory effort, your cus- 
tomers—and yourself. 
Corrugated Fasteners. They tie right in with 
the Government’s conservation program — by 











bad blood, loss of friendly feel- 
ings and which add very much to 
the cost of doing business. The 
ignoring of agreements is very 
expensive and, in the end, the 
breaker will pay the costs. 

These may be glittering gen- 
eralities, but if I had the space I 
could tell true stories indicating 
the value of keeping agreements. 
In the coming days I see closer 
individual relations between man- 
ufacturers, wholesalers and retail- 
ers. Accounts will be carefully 
pruned and selected. Dealers who 
have been careless in keeping 
their agreements will find them- 
selves out in the cold when these 
new peace deals are made. 

With a smile and a twinkle of 
the eye, let me say that I believe 
when peace comes not only will 
there be world policing, control, 
and education but we will also see 
greater control and less patience 
with the racketeers in domestic 
manufacturing and distribution. 

A wise merchant will not only 
scrupulously keep his own agree- 
ments, but he will also teach his 
children and employees the great 
importance of keeping theirs. 
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and Flowers Build 
Extra Sales 


These pottery figurines for small 
plants and flowers are extremely 
popular and are featured upon a 
spot display table at the front. 


J OYT-TORBERT CO., Findlay, 
Ohio, has developed a fine 
business on pottery figurines for 
holding flowers and plants. They 
feature a large number of these 
items on a spot display table all the 
time. Most women customers can 
hardly pass the display without pur- 


chasing one or more of these items ~ 


for there are so many spots around 
the home where these decorative 
pieces can be used. 

This company finds the figurines 
sell better when they are filled with 
a suitable: plant or flower. Quite a 
wide variety of plants are supplied 
in these pieces. The local green- 
house furnishes the plants for which 
the company pays six and seven 
cents. The greenhouse also handles 
the potting job and replaces any 
plants that die before they are sold. 

‘There is an exceptionally good 
margin in this line,” says J. M. 
Brown, manager. “We have also 
found that the fancier and more 
decorative the figurine the better the 
pieces sell. Practically every sale is 
an extra sale and the customers sell 
themselves most of the time.” 





Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 92 
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Figurines with Plants 








With a Sensational Difference 


The retreating tread of the Germans 
ecross the Russian Battlefields is an 
echo of Napoleon’s retreat in 1814. 

But now! The innumerably vaster armies 
and all the modern equipment of warfare 
are precisely coordinated and controlled 
by thousands of applications of modern 

radio communications and electroni-s. 





Science has turned the ether waves against 
Hitler for an even more disastrous defeat. 

Radio and electronics are contributing 
mightily to this Victory... and Sentinel 
has been a major factor’in developing 
and building the radios ond electronic 
equipment which is even now successfully 
passing the supreme test of battle. 


SENTINEL RADIO CORPORATION 


* 
entinel QUALITY RADIO SINCE 1920 
2020 Ridge Avenue @ Evanston, Ill. 








GOOD 


Tow Available 


ITEMS FOR IMMEDIATE DELIVERY 


BIG 
PROFITS 


SYNTHETIC 


FISHING LEADER 


Knotless Leaders in Coils 


Aag * 13M AllSV3 SILL 


Length 


FULL STRENGTH — WET or DRY 


SDWARDS MFG. CO, 
228 6. MICHIGAN AVE. BS 
MICAGO, ILL. 


STIVA YYW LON THA 


SYNTHETIC 
PICTURE WIRE 


ideal for Every Home 
WILL NOT RUST 





ALMOST INVISIBLE 


COWARDS MTG, CO, 
2218 S MICHICAN AVL 
CHICALY. ILL 








Wet or dry, this plastic fishing leader has 
full strength and ties evenly. It 


requires no soaking. 


Replenish your picture wire stock with this 
new plastic item—it will not rust and will 


not mar walls. Almost invisible! 


if Your Jobber Cannot Supply You, Write to 


EDWARDS MFG. CO.’ Siicaco le mL 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


WHEELBARROWS are now com- 
ing in for some attention here. Officials 
believe that as a result of the simplifi- 
cation order which cut the number of 
models, types and sizes of wheelbar- 
rows produced from 80 to 10, more 
wheelbarrows will be produced with 
less labor. Wheelbarrow production 
has been high but very few have been 
going to civilians. It was pointed out 
that any increased production brought 
about by the simplification would not 
insure the full demand being met, but 
would ease the situation considerably. 
The armed services have released some 
wheelbarrows, and have canceled orders 
in some cases. Meanwhile other units 
were buying up wheelbarrows. There- 
fore, only a small number reached the 
market. Wheelbarrows of this type are 
brought under OPA price ceilings for 
used articles. There have been many 
violations of these ceilimgs and officials 
say that if the hardware trade would 
report any offer of wheelbarrows at 
more than ceiling prices a great deal 


would be accomplished toward putting 
the speculators who buy up used and 
surplus Government stocks out of busi- 
ness. Cases have been cited where a 
profit of 90 per cent has been made on 
the sale of used wheelbarrows over and 
above legitimate price ceilings. 





SE RV ING Long | past “Retirement Age” 
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Yes In these strenuous days, Indestro Tools are 
bo serving, not only extra hours, and extra 
days— but extra years! This never-say- 









“ 
, 


Indestro Manufacturing Corp. ay 
\  N. Kildare at Schubert 
Chicago, Ill. 





die endurance is building up good , haf 
will for Indestro Tools that will 
result in greatly increased , 
demand, when the vic- kgf 
tory has been won. yf 
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IF AN INDIVIDUAL PLANT, 
division or branch store of a company 
keeps separate inventories WPB inven- 
tory restrictions must be observed by 
each, WPB announced recently. This 
provision would allow a unit which has 
not exceeded an inventory limit to ac- 
quire additional inventory within the 
limit, even though another unit within 
the company may have exceeded inven- 
tory restrictions. Interpretation 8 to 
Priorities Regulation 1 also provides 
exemption for small purchases made by 
an inlividual unit in that the unit need 
not consider purchases made by other 
units in determining whether it comes 
within the exemption. It was also 
pointed out that the same unit may be 
treated separately on inventory re- 
strictions, but not for purposes of small 
order exemptions. For example, if a 
distributer purchases centrally for di- 
rect shipment to several outlets which 
keep separate inventories, the outlets 
are treated separately in regard to in- 
ventories, but the distributer must in- 
clude all his purchases in determining 
whether a transaction comes within a 
small order exemption. This interpre- 
tation applies only where it does not 
conflict with other WPB orders. It also 
does not apply where business practices 
are changed to conform with the inter- 
pretation. 

xk 


RETAIL HARDWARE DEAL- 
ERS HANDLING SHOES of any 
kind will soon be relieved of thumbing 
through all the amendments to OPA 
Ration Order 17 to clear up any mis- 
conceptions concerning shoe rationing. 
OPA has issued Amendment 45 to the 
ration order which will bring it up to 
date, and will then issue the ration 
order in one document, completely col- 
lated. Copies of this order are now 
available at OPA district offices. 
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ALTHOUGH IT MAY BE TOO 
LATE to produce very many snow 
shovels and scoops for use this winter 
WPB officials predict that there will be 
some available for retail distribution. 

WPB is encouraging manufacturers 
who have some capacity to apply for 
stocks of distressed steel which had 
been formerly held by the Steel Re- 
covery Corp., but now rest in the hands 
of WPB. 

When last reported there were about 
400,000 tons of distressed steel held by 
SRC, but the fact that most of it needed 
reprocessing caused manufacturers to 
be a bit cautious about accepting it. 
Nevertheless, officials believe that 
enough will be obtained to keep some 
of the Nation’s walks clear of snow. 


xx*rk 


THE OUTLOOK FOR STEEL 
GOODS for 1944 is very bright, and 
as is the case in many durable goods 
lines a possible increase in supplies for 
civilians appears not too far distant. 

Manufacturers of forks, hoes, rakes, 
etc., in reply to WPB queries, indicate 
that they will be able to maintain their 
1941 production level: 


x * * 


ALTHOUGH THE ALUMINUM 
SUPPLY HAS BEEN EASED, 
it will still not benefit civilians in al- 
lowing production of washing machines 
and other similar items. The bottleneck 
here is that aluminum will not be re- 
leased to any manufacturer who will 


have to divert any time from his war 


work. 

In the case of washing machines com- 
ponents also ented into the picture. 
Fractional horsepower motors being 
the lacking component. 


a @ ® 


BECAUSE LIMITED SUP- 
PLIES of glue have presented difficul- 
ties for manufacturers of coated abra- 
sives such as sandpaper and emery 
cloth, a program of experimental work 
on the use of glue substitutes was 
launched recently at a meeting of the 
Coated Abrasive Industry Advisory 
Committee with WPB officials. 

Industry members will make tests to 
determine whether the substitutes, 
which are made from synthetic resins, 
can be processed with their present 
equipment. 

WPB said that coated abrasives are 
used in finishing a variety of necessary 
military and industrial products in- 
cluding aircraft engines, propellers and 
airframes, tanks, transport vehicles, 
ships, machine tools, heavy industrial, 
mining and farm equipment, food pro- 
cessing machinery, glass and plastics. 








Latest News on 
PRIORITIES 
on page 92 
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"I’m 100% 


AMERICAN 


when | buy 
SCREWS and BOLTS” 


“Every screw order I write carries the same un- 
derscored instruction: ‘American Brand .. . do not 
substitute’. That way I know I get full count and 
full value... every screw OK to use. And I get 
good deliveries, even today. What's more, I know 
from experience that if I run into a tough fasten- 
ing problem, I can bank on the folks at American 
to work it out for me right now.” 

















That, in substance, is a fair cross-section of 
opinion among scores of screw-buyers from coast 
to coast... buying habit that’s steadily spreading. And 
that’s what makes American Screws and Bolts the 
No. 1 fastening line for you to handle. 






“(i 


CIT 


AMERICAN makes a complete line of Slotted 
and Phillips Head Screws and Bolts . . . in all types, 
with all styles of head. And note that American 
Stove Bolts now come ina new partitioned package 
that keeps bolts and nuts separated, for greater 
convenience to users. 


AMERICAN SCREW COMPANY 
PROVIDENCE, RHODE ISLAND 
Chicago: 589 E. Illinois Street 

Detroit: 502 Stephenson Building ‘ 


111 


avons or 





nwert 








R GOVERN MENT WAR-TIME 








RESTRICTIONS 











eral are able now to catch up gradually 
‘many reporting that their monthly 
shipments are greater than new orders 
received. Very probably any companies 
which did not take on an overload of 
government orders will be able, early in 
1944, to render 60 days service on 
staple civilian-type tools. The repair 
handle situation is still most critical. 
Some concerns report the long handle 
supply is considerably better, but short 
handles are very scarce. The recent 
Washington regulations limiting the use 
of wood or fibre cartons for shipping 
purposes, have left manufacturers up- 
set as to the correct method of packing 
and shipping. 
* 7 * 
Metal-working tools Pref- 
erence order E-2-b, which regulated 
production and distribution of metal 
cutting tools, has been revoked by the 
WPB. While the need for these tools 
continues to be important, it is felt that 
the controls contained in _ priorities 
regulation No. 1 and other WPB regu- 
lations will serve satisfactorily in the 
present situation. Jobbers report that 
current factory shipments of staple 
mechanics’ tools, such as drills and 
reamers, are spotty, some manufac- 
turers making immediate shipment, 
while others take as long as six months. 
Carbon steel drills and reamers can 
frequently be had out of stock, while 
such items as pipe wrenches and some 
types of screw drivers are delayed up 
to six months or longer. 


* * * 


Aluminum stories differ—All 
authorities agree that production of 
aluminum, magnesium and copper, for 
the war effort, have so marvelously im- 
proved that essential war needs are 
being satisfactorily met. This has given 
rise to many “hopes,” and some news 
comment, that aluminum for house- 
wares may be available in the not dis- 
tant future. Some news headlines have 
been over optimistic as to the extent 
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and earliness of such supplies. First 
of all, government stock-piles must be 
and will be built up as a current and 
future war reserve. Then, when and if 
civilian releases occur, man-power 
shortages in the areas where most civi- 
lian “pots and pans” originate normally, 
will make the production and distri- 
bution of supplies for the housewife a 
slow and gradual procedure. Late com- 
ment from several of the more important 
makers of aluminum housewares, cook- 
ers and canners, etc., agrees that there 
will still be an indefinite wait before 
civilian production of any consequence, 


ERE 
December 9, 1943 
Carpenters’ hand tools — It 
seems that tool manufacturers in gen- 


can proceed. 
* * * 

Jute products ceilings—Man- 
ufacturers of raw jute fibre products, 
intended for military use and sold to 
government war procurement agencies, 
or those holding prime contracts, have 
been given, by OPA a simplified means 
to determine their maximum prices. In 
determining these, manufacturers may 
compute their increased cost for the 
fibre on the basis of purchases from the 
Defense Supplies Corporation in Au- 
gust, 1943, instead of on purchases 
made in March, 1942. This amendment 
to price regulation 157 was effective 
Nov. 20. 

* * * 

Builders’ hardware — Very 
little improvement can be reported as 
to supply of locks and latches. Most 
manufacturers now require six to eight 
months to make shipment of padlocks 
and night latches on AA-1 rating. Lower 
rated orders, of course, require even 
longer. The demands of War Agencies 
have been so great, that little relief is 
in sight. On regular cylinder and bit 
key mortise lock sets and latch sets, 
little production seems to be coming 
through for regular trade distribution. 
Difficulties have been reported in ob- 
taining the cast cases, and materials for 
cylinders. Because of the low price 
ceilings established on _ these lines, 
manufacturers report difficulty in in- 
ducing workers to handle the civilian 





orders, as pay-rates for direct war items 
are permitted at a higher basis. 


* * * 


Butts and hinges—Some im- 
provement in steel supply has been re- 
flected, but deliveries are still slow. 
Jobbers’ stocks are seldom complete on 
all sizes, and most deliveries now are 
running about sixty to ninety days. 

* x * 

Raise pine tar prices—To as- 
sure continued production of pine tar, 
pine tar oil, and pine wood charcoal, 
OPA has authorized producers to in- 
crease maximum prices generally 2% 
cents a gallon for sales of pine tar or 
pine tar oil and generally $5 a ton for 
sales of pine wood charcoal. Both 
changes become effective Nov. 30. 

* o* ~ 

Bright wire goods — Some 
manufacturers have discontinued mak- 
ing this line “for the duration.” This 
factor, as well as a large war demand 
for items made on the same machines, 
and some difficulty in securing wire, 
makes deliveries very slow. On AA-3 
rating, which is usually given jobber’s 
civilian needs, delivery requires three 
to four months. 

* * * 

Rotenone insecticides — The 
War Food Administration has taken 
steps to make such use of the limited 
supply of retenone insecticides for agri- 
culture, as to contribute most of the 
1944 food preduction program. A newly 
revised production order permits use 
of rotenone insecticides on a larger list 
of fruits and vegetables than previously 
authorized. 

* a * 

Weatherstrip—The preaching 
of heat conservation has increased this 
winter's demand for all types of 
weatherstrip. The bronze and white 
metal strips, which formed a large part 
of pre-war production, have been 
stopped by WPB regulation, so there 
is greater than ever demand for wood 
and felt, and gasket types. 

+ +. . 


Plumbing supplies — Jobbers 
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FOR EVERY JOB 


TRIPLEX SCREW COMPANY 
5317 Grant Avenue 
Cleveland 5, Ohio 


Z 
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BOLTS 


@ Hardware men who spec- 
ify TRIPLEX BOLTS know 
them to be dependable for 
every type of fastening job. 
But that isn’t all. 

TRIPLEX BOLTS are 
known for strength and 
toughness. They are made 
with free-running threads. 
That means less wrench 
work. Less wrench work 
means time saved. 

When a hardware mer- 
chant tells us he has speci- 
fied TRIPLEX BOLTS for 
over twenty years, we are 
complimented. Remarks like 
that reassure us that it pays 
to build a good product. 

FOR YOUR BOLT DIS- 
PLAY TURN TO TRIP- 
LEX TODAY. 
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TRIPLEX 


| soon as the Federal Housing Program | 

is cleaned up. 
| this program on range boilers have ap- | 
parently been about satisfied, as boilers | 
Immediate | 


| this. Pipe fittings makers are still | 


report that substitute plumbing fixtures, 
such as china sinks and lavatories, as 


well as iron faucets, still take from 90 | 


to 120 days to obtain. This situation is 
expected to improve considerably, as 


The requirements of 
are now fairly plentiful. 


shipment may be obtained on AA-5 
rating. Steel replacement provisions in 


order M-21-b-2 have speeded the flow | 


to jobbers of standard steel pipe to a 


considerable extent, and supplies are | 


better than at any time last year or 


| about 60 days behind because of labor 


shortages. 
* + . 
October construction — Con- 
struction contracts awarded during 


October totaled $213,529,000 in the 37 
eastern states, according to F. W. Dodge 
Corp. This represents an increase of 


| $38,414,000, or 22 per cent, over the 
| preceding month but is 71 per cent be- 
| low October last year. All major types 
| of construction showed an improvement 
| over September, 1943. All classifications 


of non-residential building, with the 
exception of miscellaneous non-resi- 
dential buildings, equaled or exceeded 
the prior month’s contract valuation. 
The total of $80,304,000 for the month 
is 13 per cent ahead of September, al- 
though, only a little more than one-fifth 


| of October a year ago. 


* * * 


Early Christmas shopping— 
Federal Reserve reports on November 
Department store sales indicated that 
holiday shopping started early, and in 
good volume. In the larger towns, and 
cities, at least, window displays and 
advertising trend strongly “gift-wise.” 
Department store sales for the week 
ended Nov. 13 were 14 per cent ahead 
of the similar 1942 week. The latest 
four week’s showing, by Federal Re- 
serve reports, was 12 per cent ahead. 


| The Board also reported that depart- 
ment store inventories on September 30 


were 11 per cent below the same date 


| of 1942. Supplies of clothing and tex- 


tiles were larger, but stocks of home 
furnishings were down 33 per cent; 


| small wares were down one per cent 


and “miscellaneous” stocks down 19 
per cent. 

. e 7 
inventories — A 
“war industries” 


Post-war 
major problem of 


| after the war will be the disposition of 





their huge holdings of raw materials 
and goods in process, the Department 
of Commerce predicts. At the end of 
September the inventories of the war 
(Continued on page 119) 





Each Forsberg HY-FLEX BLADE 
that carries the famous WHALE 
BRAND mark of quality is scienti- 
fically heat treated to add the tough- 
ness that gives these molybdenum 
blades practically equal performance 
with high speed, tungsten steel. 
They’re gauged and checked through- 
out every step of their manufacture 
and given a stiff bending pounds test 
before you get them for quick sale. 





The same characteristic Forsberg standard of qual- 
ity in a popular line of WHALE BRAND Hack 
Saw Frames. Machine shop mechanics and elec- 
tricians have found these rugged Frames always 
reliable. They’re priced right, moreover, to give 
you over-the-counter action. 


SPEED UP SALES 
WITH THIS 
SILENT SALESMAN 
Order the fast moving Deal 
No. 1012 and get this Coun- 
ter Display FREE! It holds ~ 


sales making folders, as weil, 
for your counter. 









constant 


WHALE 








orsber 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 












A Good Way to 
Display Storm Doors 


EVERAL models of storm doors 

can be displayed on a plat- 
form and in a relatively small space 
in the hardware store. The accom- 
panying sketch shows how this can 
be done. 

The storm doors can be hung 
from the pane] background. If this 
is done, they tan be swung so that 
customers can see the entire door. 
The doors can also be held in place 
by half round strips at top and bot- 
tom. Doors must be pulled out of 
the display when they are shown 
to customers in this case. Small 
show cards can be placed on each 
door. They should give the price 
of the door in various sizes. It is 
also a good idea to indicate the 
price of suitable hardware for the 
door. 

Most storm doors are unfinished. 
Several of the doors in your display 
should be finished. Show cards on 
these doors should give the approxi- 
mate cost for this job. 


REMEMBER Doo-KLIP 


The World’s Finest Grass Shear 


The minute the war is over we will be out with our com- 
plete new Doo-Klip line. We believe it will bé the finest 
line of lawn tools ever offered. ¢ Quality will be main- 
tained in every particular, and the same aggressive pol- 
icy of advertising and merchandising will be back of the 
line. ¢ It will pay you to remember Doo-Klip. 


THE LEWIS ENGINEERING & MFG. Co. 
ALLIANCE * OHIO 
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Storm doors will 
sell easily on this 
type of a fixture. 
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REMEMBER DOO-KLIP!I—THE WORLD’S FINEST GRASS SHEAR 
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There’s a 
GREAT DAY 
ahead 


and with the day of 
Victory will come new 
hardware, bench tools 
and toys. 


* 


ARCADE MFG. CO. 
1201 SHAWNEE ST. 
FREEPORT, ILL. 
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HARDWARE & TOOLS 
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DIAMOND TOOLS 


Are On Every Fighting Front 


« With the Army, the Navy, the 
Marines, on tanks and in airplanes . . . 
Diamond Tools are doing their part to keep 
Uncle Sam’s fighting machinery moving 
forward ... They are used on the farm and 
in every essential war industry on the home 
front. 

We’re doing our best to take care 
of our customers, but war needs must 
come first. 





DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Ave. . . Duluth, Mina. 



























THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 


Tue Forstner 
Augur Bit bores at 
angles, cuts any 
arc of a circle, and 
leaves a smooth- 
walled, flat-bot- 
tomed hole in the 
toughest, knottiest 


If your customers have war uses for 
these heavily demanded bits, you can 
get them with hand brace shanks, 
from 14“ to 114” by sixteenths; with 


machine shanks, from 154” to 3“ 


by eighths. 


Jhe PROGRESSIVE MFG. CO 


PermrRmtintk tae oom £€ CTI CUT 
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FORGED Hand TOOLS 


Dasco chisels, punches, drills, nippers and 
numerous other hand tools are quality (7 
built to give years of service... and [am 
they do exactly that! 






Sold by Leading Jobbers 


DAMASCUS STEEL 
PRODUCTS CORP. 


ROCKFORD, ILLINOIS 
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Show Woodmen’s 
Supplies Now! 


HORTNESS of fuel and wood for a 

pulp has turned many farmers 
to wood cutting today. The hardware yu 
dealer who is located in timber 
areas might well develop a display 
of woodmen’s supplies such as the 
one shown in the accompanying 
sketch and thereby encourage his 
customers to help both the war 
effort and themselves. 

This display can be worked out 
best in a sidewall platform space. 
Circular saws can be attached to 
the panel background. One-man and 
two-man saws can also be shown 
here. 

A two-step, step-up fixture should 4 


SAN SE 


ASS ee 


TW 





x 


be used along the front edge of the 
platform. Axes, saw handles, 
wedges, sledges, and many other 
woodmen’s supplies can be dis- 
played here. Plan to use small 
show cards on each item displayed 
on the panel background. Give 
price on the merchandise and de- 
scribe the item fully. 

The space devoted to a display 
of this type should be governed by 
your stock and the importance of 





the line in your community. Farm- 
ers and individuals connected with 



























Suggested display of woodmen’s supplies. 


the lumber industry can extend 
priorities on these items. 








SALES 


— TUBS “© 
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items. 
demand 
suitable 


quantity 


11-Gallon Capacity 
WASH TUB 





JOBBERS: 45 to 60 DAY SHIPMENT 
NOW GUARANTEED. 














getting extra sales 
and profits with these 
two easy - to - sell 


for hard-to-get metal 
containers 
not be available again in 


war. No priorities needed. 
ORDER TODAY from 
your Jobber or write us for 
literature and prices. 


DOUBLED—TRIPLED 


wtt MENASHA 
ODEN PAILS 


Coast to 
dealers are 


They’re in big 
right now as 
replacements 
which will 


until after the 






No. 114—14 Quart 
WATER PAIL 


HAROLD P. SAMMANN CO. 
1737 W. HOWARD ST. 
CHICAGO 26, ILL. 
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Designed to Sell and to Satisfy 





The Barcalo line includes 
all styles of pliers, 
wrenches, screwdrivers 
punches and chisels in the 
popular sizes and finishes 
Combining high quality 
with reasonable prices, 
Barcalo tools justify vour 
unqualified recommenda 
tion : pive your cus 
tomers complete satis 
faction. 





MANUFACTURING CO. 


Dept. H.A. 225 Louisiana St. 
BUFFALO, NEW YORK 


Western Auto Supply Co. LUMINOUS ... REFLECTING 
nates |i 


EASTERN BUYING OFFICE HOUSE NUMBERS 


200 FIFTH AVENUE Show addresses clearly night and Get free sam ple 


Suites 510 and 512 day. Selling fast everywhere for 
hardware dealers. Free display rack 


. with 2 gross numerals. Number: cost. Write today. 
New York City tail at only 10c¢ each. Markers with 


Telephone GRamercy 5-7796 4 numbers at $1.00. Guaranteed. 


FERRELL SLADE, Resident Buyer KURSH PAPER CO. ee Be Ba yy Orgy 
CHECKMATES 


“Digest” Editions of 
America's Most Con- 
sistently Popular 
Games. 


Chinese Checkers, Back- 
gammon, Checkers, Gin 
Rummy, Cribbage, Card 
and Chip Set These popular Stove-top and Table Pads will 


Measure just 4%”. Dark ° e . 
polished hardwood with be back again after the war, to build quick, 
saddle-tan case. Packed 

in appealing “tweed” Y 

pg = PR ~ ol profitable sales for you . .. as in the past. 
ping container. Order 

from your local jobber. 


THE SPARTAN Co. te Merchandise Mart, Chicago BALLONOF “hig ao vie 


Factory: Minneapolis, Minn. 


and story at no 
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* HITCH «+ 
YOUR SALES WAGON 


TO THE ¢ 
+ 


The skilled mechanic 
knows that he should have 
the correct hack-saw blade 
for every metal sawing 
job. The selection offered by STAR 
covers four main factors — number 
of teeth to the inch; thickness of 
blade; length and width of blade; 
and type of blade — such as AIll- 
Hard, Flexible, and Molybdenum. 
STAR blades have been developed 
for every kind of metal-sawing 
work. 

Hitch your sales efforts to the 
STAR line. The new catalog and 
sales manual No. 43-S provides 
technical and merchandising data 
to build greater sales volume and 
bigger profits with the STAR line 
of Hand Hack Saw 
Blades, Band Saws, 
Power Saws and 
Hack Saw Frames. 









th@ mame “Moly” 
s4inc., and affili- 





Makers of Hack Sa , Band Saws, Power 
Saws, and Clemson D-17 Lawn Machine. 


® CL 5016 
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SALES OF 1212 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


October, 1943, Comparisons 
SUMMARY 





Oct.’43 Oct.’43 


vs. vs. 
No. Stores Oct.’42 Sept.’43 Oct. °43 Oct. ’42 Sept. ’43 
Total 1,212 —5 +6 $7,828,791 $8,251,397 $7,406,379 





Cumulative sales first 10 months of 1943 showed a decline of 
3 per cent, 1943, $89,269,716, 1942, $92,112,810 














| 
| 
| 





Per Cent Change 
Number Oct.’43 Oct. 43 Dollar 
of firms vs. vs. Sales 
States by Regions reporting Oct.’42 Sept. 43 Oct.."43 
New England ; : 71 —7 +2 $561,521 
SS ae eee +16 + 6 90,652 
New Hampshire & Vt.......... 8 —12 —1 144,925 
Massachusetts ................ 36 —5 + 3 225,068 
SS eer ere bd C ae) 
Connecticut ah cn ee —13 — 3 77,997 
Middle Atlantic eee — 8 +1 853,627 
Pennsylvania oh —8 +1 853,627 
East North Central : . 380 —7 +4 2,135,341 
Ohio .. : 6 oe — 4 +1 622. 
Indiana . Rr RS Sere 58 —10 + 8 308,770 
Illinois . x i 89 —10 t 462,081 
Michigan rae . B —10 +7 260,014 
Wisconsin oan ae — 3 +10 482,120 
West North Central ..... . 156 — 4 +7 626,301 
Iowa .. ee —2 +11 221,434 
Missouri AF aii 36 +4 +12 126,361 
Nebraska ; 36 —13 + 6 102,532 
Kansas 38 — 8 —1 175,974 
South Atlantic 50 — 3 +13 397,301 
South Carolina ; 10 —13 +4 64,794 
Georgia 22 —12 +12 147,982 
Florida : 18 +11 +17 184,525 
East South Central 12 —19 +9 88,453 
Alabama 12 —19 +9 88,453 
West South Central 1ll —2 +16 779,892 
8 ee heh ew ee 19 —18 +11 129,256 
Oklahoma ee — 3 +21 204,315 
Texas 53 +5 +15 446,321 
Mountain 86 —2 + 3 657,082 
Montana sai 21 + 3 +5 154,493 
Idaho : 15 — 3 — 3 99,112 
Wyoming ; ee eT ot meee TP GREE a5) Se 2 
Colorado 26 —ll — 6 111,395 
New Mexico 8 + 2 +13 187,000 
Arizona od 6 —10 +14 30,958 
Utah ; * tae nane 
Nevada ; ° ie WF seeas 
Pacific 219 — 3 + 6 1,729,273 
Washington 37 — 3 +4 260,689 
Oregon 27 + 5 54 315,271 
California 155 —5 +8 1,153,313 
Chicago, Ill. . 19 —10 — 8 75,754 
Los Angeles, Cal. 18 +12 +21 139,753 
Portland, Ore. 7 —12 +19 21,855 
San Francisco . 24 — 6 +7 203,154 
Seattle, Wash. 25 — 6 —10 285,931 





* Note while stores in these states are included in grand total, figures for these 
states are not shown, in this chart, because of insufficient data. For states 
marked # the change was less than 0.5 per cent. Compiled by Bureau of the 
Census, U. S. Department of Commerce. 
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Call Ryerson when 
you need steel — any kind, shape, 
or size. Large stocks are available 
at ten convenient plants. Ask for 
a Ryerson Stock List —your guide 
to quick shipment of steel. 


Principal Products incluae: 


Bars « Shapes « Structurals « Plates « Sheets 
Floor Plates + Alloy Steels «+ Stainless Steel 


How’s the Hardware 
Business? 


(Continued from page 113) 


industries were valued at $10,000,000,- 
000, of which less than one-fifth were in 
the form of finished goods. The war 
industries for which the department 
predicts the severest post-war inventory 
problems include steel and nonferrous 
metals, machinery, transportation 
equipment, chemicals and rubber. The 





Steel Production 


Steel production in the United 
States showed a gain in the week 
ending Dec. 2 over the previous 
week. The Iron Age reports that pro- 
production was 99 per cent of 
capacity for the week ended Dec. 2 
as compared with a total of 98.5 per 
cent for the week previous. 





Shafting « Screw Stock « Wire « Mechanical 

Tubing «+ Boiler Tubes « Reinforcing Steels 

Tool Steels « Babbitt + Nuts « Bolts « Rivets 
Welding Rod « Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Plants at: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHILADELPHIA, JERSEY CITY 








z SEL IT — 


THE YEAR ROUND! 
*K 





THE NATIONALLY 
ADVERTISED 


LIQUID PLANT FOOD 





It’s Available NOW for Immediate Sale! 
There's a steady demand for KEM because 
it has such a variety of uses. At any time— 
during any season—there’s always a job 


for KEM: 

INDOORS OUTDOORS 
for for 

HOUSE PLANTS FLOWERS 

AQUATIC PLANTS VEGETABLES 

CUT FLOWERS SHRUBS 






SEEDLINGS TREES - LAWNS 













& / Here's proof of KEM’s 
@ effectiveness—not a 


+ laintin 





5 years! 


ORDER KEM TODAY! 
Kem-ical Corporation 
Oradell, New Jersey 
*Trademark, Patent Pending 























Sept. 30 total of all business inventoriés 
—$27,800,000,000—and the total of 
manufacturers’ inventories — $17,700,- 
000,000, showed much more moderate 
increases than were regularly being 
made in the earlier 1943 and 1942 
months. . Most of the increase of $250,- 
000,000 in all business inventories in 
September was due to expansion of 
stocks by retailers, who added about 
$150,000,000 to their inventories in 
anticipation of a much earlier Christ- 
mas trade this year. Wholesale inven- 
tories remained about stationary during 
the month. 





HICKORY HANDLES 


Turner, Day & Woolworth Handle 
Co., Louisville, Ky., advised its dis- 
tributors that OPA has recognized 
the considerable increases in the 
cost of the manufacture of hickory 
handles, since their ceiling price 
was made elifective in March, 1942. 
“To ensure an adequate flow of 
supply for the war effort, and a 
limited supply for civilian use,” 
OPA has granted relief under 
Amendment No. 6 to Price Regula- 
tion 196, dated November 9, 1943. No 
account may be taken of increased 
labor and other costs, but the com- 
pany advises: “We are permitted 
to increase our selling price to 
cover the increased cost of ma- 
terials, which on this date amount 
to 15% of our sales dollar. To 
cover this increased cost of ma- 
terials, 15% will be added to our 
invoices on all shipments made on 
or after Nov. 16, 1943, until further 
notice.” The company will con- 
tinue its policy, established in 


December, 1942, of accepting orders | 


at prices applying at time of ship- 
ment. 














No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


#5) A SURE CURE 


@ This sensational plastic 
cork coating prevents condensation drip 
from metal, concrete, brick, wood, plas- 
ter or composition surfaces. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, ete. Forms a moisture-proof, 
insulation type coating impervious to 
acid and alkali. 


Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
\%” pipe. Dries in 24 hours. Comes in 
1, 5 and 55 gallon drums. 


Immediate Shipment. Order from 
your Jobber. Nationally advertised at 
$1.90 a gal. ($2.10 west of Rockies.) 
cuter about Con. QUT 
densation Drip » 
and its Preven- AX 
tion. 


J. W. MorTett Co. 


Technical Coatings 
Since 1895 
508 BURCH ST. 
KANKAKEE, ILL. 














UTILITY TAPE 
HUNDREDS OF USES 


INSULATES - WEATHERSTRIPS ~- PLUGS 
+ MAKES PACKING OR 

GASKETS - CAULKS CASEMENTS 
GLAZES WINDOWS 





This new pli- 
able plastic 
doesnot 
crack, chip, 
dry out or 
shrink. Easy- 
to-handle, un- 
rolls like rib- 
bon and is 
ready for use, 
inside or out- 

















SIMPLE 
TO APPLY 


Mortite ad- 

heres to any 

. clean, dry 

ms surface. No 


tacking or 
tools needed, just press into place and it 
stays put, 
About 80 ft. to a box. Order through 
your Jobber. Nationally advertised at $1.26 
($1.40 west of Rockies.) 


Circular Free 


4. W. MORTELL CO., 508 Burch St, Kankakee, Ili. 
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FROM 


A Sportsman's 
Hatchet 


p— as, 


=>» 


LL 


A Double-Bitted , 
Axe fc 


They cut longer 
between sharpenings 


AXES «/ HATCHETS | 


The Collins Co., Collinsville, Conn. 
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Placques Made a Good Holiday Line 
In the 1942 Season 





eR oe Milt 


Weber & Furman Hardware, Rockford, Ill. put up a display of decorative 

placques and bric a brac in a display area formerly devoted to aluminum 

ware and clocks and thus got a good Christmas volume out that section. The 

placque material was artistic and caught the eyes of many shoppers. Items 

sold from 50 cents to $7.00 and carried a good margin of profit. At the same 

spot, a few imitation fireplaces with electric bulbs and red Cellophane gave 
a realistic setting for whatever fireplace equipment the store still had. 





Feature Anti-Freeze and Motor Oil Now! 


STEP-UP table is ideal for 
showing packaged items and 
the accompanying sketch shows 
how such a unit can be used to 
display motor oil and anti-freeze 
items at this time. 
In arranging a display of these 
items, show quantity if you have 








the stock, and most dealers will 
have sufficient stock for this pur- 
pose. This suggestion should be 
followed especially if the table is 
located on a cross aisle. Tables 
should be constructed in standard 
sizes of either 5 ft. or 7 ft. long 
and 30 in. wide. 
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Plenty of merchandise can be shown on this step-up unit. 
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War-Time Methods Help 
Sell Substitute Lines 


(Continued from page 67) 


merchandise. Mr. Brown instructs 
them and supervises their activi- 
ties for a month or two. This also 
gives them an opportunity to han- 
dle considerable merchandise and 
become familiar with it, all of 
which is good training when they 
start to sell. 

“We pay these students well, for 
we have found that we cannot keep 
them unless they are happy and 
satisfied with the income they are 
earning,’ says Mr. Brown. “We 
try to select students interested in 
learning something of retail store 
operation, who need jobs, and 
who are interested in doing seri- 
ous work. Teachers have been 
helpful to us in making these selec- 
tions.” 

This store caters primarily to 
women, and most of the mer- 
chandise shown at the front of the 
store consists of feminine lines. 
Now and then, items of interest to 
farmers in this section are shown 
but usually this is in the form of 
seasonal merchandise. 


Correct Answers to 
“Test Your Hardware 
Sense” 


(Continued from page 70) 


1—The minimum charge of 50 
cents should be made in this case. 
Parts used amounted to 20 cents, 
labor charge 25 cents, total charge 
normally 45 cents. Since this is 
less than the minimum charge, the 
minimum should apply. 

2—A’s salary $25 per week; 
B’s salary $22.50 per week. 

3—Merchandise purchases, 
$23,500. Take cost of goods sold 
of $23,000 add the inventory at 
the end of the year, $10,500; then 
subtract the inventory at the be- 
ginning of the year of $10,000 
from this total. The result is the 
firm’s merchandise purchases. 

4—The dealer is paying 12 per 
cent commission to salesmen. 

5—Nine hundred dollars an- 
nual rental is 10 per cent of earned 
margin of the business, therefore 
well within the limit the dealer can 
afford to pay. 

























THE amount of material availa- 
ble for the manufacture of Dazey 
Churns is enough to fill only a 
small part of the demand for this 


popular product. But we are tak- Dealers, anxious to aid the war 
ing care of the largest possible effort, will do their best to see 
number of customers by confin- that Dazey Churns are distributed 
ing production to the one- and where they will be most effective 
two-gallon sizes. in satisfying the appetites of 
We know that Dazey Jobbers and butter-loving Americans. 


DAZEY CHURN and MFG. CO. 


ST. LOUIS MISSOURI . 
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163,500, 000 CHUCKLES 
EVERY MONTH! 


Twice a week in 140 leading newspapers, eye 
catching, humorous Treet Blade advertise- 
ments remind the millions of 
Treet fans— your custom- 








blade. 


for all standard 
single edge razors Will a 


Treet Safety Razor 
Corporation 


Brooklyn 1, N. Y. = 4 for 10° 

















And Still Available tor Hardware Distribution 


Glass Drinking Founts 
For Poultry 


Developed because of the shortage of 
metal, the company will continue the 
line after the material is available for 





metal founts. A feature of the glass 
fount is the constant visibility of the 
water supply, and the bubbling action 
of the water which attracts attention, 
and encourages greater consumption of 
water, the maker says. Founts which 
are easy to keep clean are available in 
one quart, one gallon, and two-and-half 
gallon sizes. Anderson Box Co., 700 
W. Morris St., Indianapolis, Ind. 





Humidity Storage Cell 


After it is primed with water this cell 
is said to maintain a humidity equi- 
librium in the surrounding air. It gives 
moisture to dry air and absorbs mois- 
ture from the air when doors or win- 
dows are opened, or at night when a 
lower inside temperature raises the rela- 
tive humidty. It is designed to give 
moisture to dry air and recharge itself 
when excess moisture occurs in the air. 
Roofing Products Co., 201 North Wells 
St., Chicago, 6, Ill. 


Industrial So-Lo 


Product for repairing breaks, burnt 
or worn spots, filling holes, and for 
resurfacing industrial belts of all types. 
Made from synthetic rubber, the maker 
states it will lengthen the life of belts 
and permit continued use of some con- 
veyer belts that are worn out. It is 
said to be easily applied, dries over- 
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night, and one quart covers approxi- 
mately 14 square feet. Consists of a 
cement primer and a mastic. Belt sur- 
face is roughened, and the primer ap- 
plied, then the mastic is applied. 
Available in quart, gallon, and five 
gallon sizes. So-Lo Works, Loveland, 
Cincinnati, Ohio. 


Parker-Kalon Guide 


Guide on Parker-Kalon self-tapping 
screws, and other fastening devices. 
Contains charts showing the types of 
screws best suited for various kinds of 
material, recommended hole sizes, and 
stock sizes, application information, 
head dimensions, and other useful 
tables. It is designed with an extra 
flap so that it can be hung on the wall. 
Contains many illustrations and is 
made in loose leaf form. Parker-Kalon 
Corp., 200 Varick St., New York 
City, 14. 


—— 


Gun Cleaning Kit 


Known as the “Master” kit, it con- 
tains a generous tube of Gunslick, a 
lubricant said to be unaffected by high 
or low temperatures. Maker states the 
lubricant will give split-second action to 
any firearm. Also contains a bottle 
of Gunslick powder solvent, Gunslick 
gun grease, gun oil, and a supply of 
cleaning patches. Quters Laboratories, 
Onalaska, Wis. 





Insect Repellent 


Liquid insect repellent that is said 
to repel ticks, sand flees, chiggers, and 
mosquitoes. Maker states that it has 
a pleasant odor, lasting repellancy and 











is easy to apply. Available in one ounce 
size. Counter displays, and leaflets are 
supplied free with the product. Bis- 
choff Chemical Co., St. Louis, Mo. 





Coleman Stove 
Booklet 


Entitled “How Ski-Troopers Get Hot 
Meals at 50 Below,” it contains many 
illustrations of the boys in different war 
theaters. Some of the other topics dis- 
cussed in the booklet are how bomber 
crews and tank crews cook meals in 
action, how civilians and garrisons in 
bombed areas get their meals, how the 
men on the Alaska patrols warm their 
huts, and how aviation ground crews 
get light for night work on the South 
Sea bases. Many of the models of 
stoves produced by the Coleman com- 
pany are included in the center page 
which has a map of the war areas of the 
world. Coleman’s four-point victory 
and post-war program is also outlined. 
Coleman Lamp & Stove Co., Wichita, 
Kan. 
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Structure Kits 


Series of model buildings and scenic 
backgrounds for model railroad and 


Christmas-tree layouts printéd in color 





on heavy boxboard, with die-cut win- 
dows having brilliantly colored trans- 
lucent curtained effects. Among the lay- 
outs is an authentic colonial church, in 
which a highly colored leaded glass 
effect is produced when it is lighted 
within. Two scenic backgrounds, 21% 





by 44% inches, are printed in eight 
colors, and designed in poster effects. 
One represents a typical city skyline, 
and the other is a country scene that 
may be used with or without the city 
scene, as the two match perfectly. 
Megow’s, Howard & Oxford Sts., Phila- 
delphia 22, Pa. 


Booklets for Gas 
Range Care 


One entitled “Keeping Your Gas 
Range On a War Basis,” tells how to 
get more efficient war-time, meal-time 
production from the top burners, gives 
tips on the care of top burners, lists 
and explains the vitamin and food value 
of essential foods, and includes advice 
on oven care. A number of do’s and 
don’t’s are included that explain how to 
capture the vitamins alive. Nine 
special duties are given that will help 
keep the range on active duty. The 
booklet entitled “Keeping Your Elec- 
tric Range On a War Basis” contains 
much the same information in relation 
to an electric range. The Estate Stove 
Co., Hamilton, Ohio. 
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men of steel are 
men of war! 


ee 


Millmaster 4817 
is a favorite BOSS 
gléve with steelmen 


More steel for tanks and guns and ships... more 
gloves for the hands that man our war plants! The 
gloves you get depend on what is left after the needs 
of our Armed Forces are met. You’ll get your fair 
share, though, because allotments of available sup- 
plies are being made regularly to Boss distributors. 
The Boss Manufacturing Company, Kewanee, Illinois 


WORK GLOVES ARE WAR GLOVES! 





Save more tin cans . . . one can supplies 
the tin for 1 hand grenade or 1 smoke bomb 
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e Out of America’s huge 
war effort will come new 
products and new econ- 
omies. This is the future 
we are looking toward— 
and planning toward—the 
times when quality Vichek 
Tools will be in greater 
demand than ever in 
building and maintaining 
the products of tomorrow. 

* * . 


HW LCHEK 1001 co. 


3001 E. 87th St., Cleveland 4, Ohio 
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€HEK TOOLS 





WHATS NEW 


AND STULL AVAILABLE FOR HAROWARE DISTRIBUTION 





Pocket Scales 


Made of stainless steel, this scale has 
pocket clip and depth gage. Decimal 


Depth Gouge 


és 
—_ 
% 
4 





equivalents are also on the scales. 
Mark Specialty Co., 406 Temple Bldg., 
Rochester 4, N. Y. 


Blind-X for 
Venetian Blinds 


Liquid cleaner for enameled wood- 
work, stoves, refrigerators, venetian 
blinds and varnished surfaces. Maker 


| 






states it will not scratch or mar deli- 
cate surfaces. Said to be non-inflam- 
mable, and gentle. Moisten turkish 
toweling and rub lightly over varnished 
surfaces. Available in quart, pint, half 
gallon, and gallon sizes. Blind-X Co., 
2833 Hennepin Ave., Minneapolis, Minn. 


Plastic Face 
Hammers, Mallets 


Developed to replace the Basa ham- 
mers and Empire mallets that were 
made of rawhide. Maker states the 
plastic will not chip, split, or mar the 
struck surface. Dimensions and weights 
are exactly the same as rawhide and 
the plastic faces and mallets may be 
used where rawhide has been used, says 
the maker. The special plastic pre- 
vents transmission of impact shock to 
the worker, according to the maker. 
The hammers have the Basa feature of 
adjustable head and speedy replace- 
ment of faces by means of the movable 
jaws and a locknut. Greene, Tweed & 
Co., 4377 Bronx Blvd., New York 66, 
N. Y. 


Weatherproof Garbage 
and Rubbish Cans 


Asphalt - impregnated weatherproof 
cans which come in two sizes; 7 gal- 
lons, measuring 14 in. high and 13% 


STRONG 
REINFORCED 
BOTTOM 





in. wide, and 18 gal., measuring 20 in. 
high, and 161% in. wide. Have reinfore- 
ed bottoms with crevices calked to make 
them leak proof. Handles are said to 
be comfortable and very strong. Stock 
consists of a center of asphalt board 
surfaced on both sides with an impreg- 
nated kraft sheet. Aluminum Goods 
Ufg. Co.. Manitowoc, Wis. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 92 
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SAFE! 
Prime High- 
line controller, 
approved by 
Underwriters’ 
Laboratories 


PRIME 
builds for 


your 


future .. 


— with Electric 
Fence Controllers 





and advertising 
that stand by you 


By building the best electric 
fence controllers we know 
how to make (and we’ve 
built many thousands in the 

ast ten years), we are try- 
ing to help you build a solid, 
steady business you can be 
proud of in the years to come. 


And by advertising consist- 
ently to farmers (our in- 
creased 1944 program will 
be announced shortly) we 
are working to make your 
selling job easier and more 
profitable in 1944, 1945 and 
for many years after. 

By offering both high-line 
and battery models, through 
leading jobbers — and onl 
through jobbers — we think 
we provide the key to your 
success in this business. Ask 
your jobber why “it pays to 
depend on Prime” T-6 


The Prime Mfg. Co. 


Milwaukee Wisconsin 
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Wool-Tex Sponge 


Made of long fibre all wool cloth | 


it is designed for cleaning 
bath tubs, 


material, 
pots, pans, woodwork, tile, 





ete. Shaped to fit the hand, and is 
said to be soft, sanitary, and durable. 
The Wool-Tex sponge, according to the 
maker, is highly absorbent, holds a 
large amount of water, and dries to a 
thick fluffy pile. Wool-Tex Sponge Co., 
1133 Broadway, New York City. 


Controls Insects 


Insecticide that dusts or sprays for 
controlling chewing insects. Two types 
are available, straight Kryocide, which 
can be used in a water spray, mixed 
dust or as bait, and ready mixed Kryo- 
cide D-50, with sulphur, 
a dust directly from the 
Maker states that it is poisonous to 
many chewing insects, but not, acutely 
poisonous to human beings. It will not 
injure plant. life. nor poison the soil, 
according to the manufacturer. Penn- 
sylvania Salt Mfg. Co., 1000 Widener 
Bldg., Philadelphia 7, Pa. 


used only as 
container. 


Caulking Compound 


Elastic caulking compound, in a 
quart applicator tube: that does not re- 
quire a gun. Said to be used widely by 





painting 
Sterling Paint & Varnish Co., 284 Com- 


building and 


Malden, Mass. 


mercial St., 


contractors. | 





| 




































OF a snappy new product; 4 
«To make sales run up ’ 
e Dealer Dan used to dream} 


And resale business 
Simply stupendous! 7 
SSSA pe piel 

/OEALER DAS 





E When 1 SOILAX he seectiai 

He was pleased & ecaroe 
% His profits went up <& 
‘And his parm hit the skiest; 





OK 


sy Now night after ni ht® 
FAs our Dan falls asleep# 
; He counts sales of SOILAX; 





Gee SOILAX ons your cider 
Retail Price: 25¢ for 1% Ib. Box 
Economics Laboratory, St. Paul, Minm 
i a ae 
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SOCKET WRENCHES 


Here’s an ideal set of % inch 
square drive sockets and attach- 
ments for the mechanic who 
recognizes good wrenches. 





Our experience as the largest 
manufacturer of small socket 
wrenches has enabled us to de- 
sign this set and include the 
proper sizes of sockets and at- 
tachments. Slide one in your 
pocket and you're all set to 
tackle any ignition, electrical, 
radio or refrigerator job. 


Although these are the smallest 
tools in our family they do a 
man’s size job and will work 
right along with the others in 
the famous Walden Worcester 
line — medium, regular and 
heavy duty socket wrenches; 
drop forged open end and box 
wrenches, and the famous 
SPINTITE, the wrench that 
works like a screw driver. 





Ask for WALDEN WORCESTER SET 
3100A when you want the set illus- 
trated above. Set contains hinged 
handle with cross bar; Spintite nut 
driver with plastic handle; five single 
hex sockets 3/16, 7/32, 1/4, 9/32; 
three double hex sockets 11/32, 3/8, 
7/16; three double square sockets 
1/4, 5/16, 3/8; complete in a drawn 
steel box with partition. Tools and 
box are protected with 
the highest quality corro- 
sion resistant finish. 







STEVENS WALDEN, INC. 
466 SHREWSBURY STREET 
WORCESTER 4, MASSACHUSETTS, U.S.A 
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124 New Federal Agencies Established 
Between March 1933 and May 1, 1940 


N its first seven years and two 

months, our incumbent Federal 

Administration established 124 
new federal governmental agencies. 
Each of these required some per- 
sonnel, appropriations, and author- 
ity. 

Few readers could have remem- 
bered more than two score of these 
new units for which they have had 
to pay heavily. Few of these bu- 
reaus have even an indirect bearing 
on winning the war. Some are ob- 
viously depression-born and worthy 
of continuance for the post-war era. 
But very definitely there could be 
consolidations and further elimina- 
tions (a few have been liquidated) 
so that manpower, money and other 
facilities could be diverted to war 
effort. 

The list was presented, recently, 
in “Pulling Together,” a bulletin of 
the National Small Business Men’s 
Association over the signature of De 
Witt Emery, president of that group. 
Mr. Emery credits the list to the 
book “The Dead Hand of Bureau- 
cracy” by Lawrence Sullivan, pub- 
lished by Bobbs-Merrill, Indianap- 
olis, Ind. The list follows: 

Accident Prevention Conference. 

Administrative Committee, Division 
of Federal Register. 

Administrative Committee for Space 
Assignments. 

Advance Planning Unit. 


Advisory Board on 
Awards 


Contract 


Advisory Committee on Allotments 
Advisory Committee on Geograpi« 
Names. 
Agricultural 
tration. J 
Alley Dwelling Authority. 
Board of Labor Review. 
Board of Veterans’ Appeals. 
Bureau of Motor Carriers. 
Business Advisory Council. 
Central Bank of Co-operatives. 
Central Statistical Board. 
Civil Aeronautics Authority. 
Civilian Conservation Corps. 
Committee on Co-operative Enter- 
prises in Europe. 
Committee on Industrial Analysis. 
Committee on Industrial Problems. 
Committee on Reciprocity Informa- 
tion. 
Committee on Unemployment. 
Consumers Council. 
_ Commodities Exchange Administra- 


Adjustment Adminis- 


tion. 
Commodity Credit Corporation. 
Co-ordinator for Industrial Co-op- 
eration. 

Council for Industrial Progress. 

Disaster Loan Corporation. 

Division of Mutual Mortgage Insur- 
ance. 

Division of Territories and Island 
Possessions. 

Electric Home and Farm Authority. 

Executive Committee on Commercial 
Policy. 

Export-Import Bank. 

Farm Credit Administration. 

Federal Alcohol Administration. 

Federal Aviation Commission. 

Federal Board of Surveys and Maps. 


Federal Committee of Apprentice 
Training. : 
Federal Communications Commis- 


sion. 
_ Federal Co-ordinator of Transporta- 
i 


n. 

Federal Credit Unions. 

Federal Deposit Insurance Corpora- 
tion. 

Federal Emergency Administration 
of Public Works. 

Federal Emergency Relief Adminis- 
tration. 

Federal Fire Council. 

Federal Housing Administration. 

Federal Loan Agency. 

Federal Petroleum Agency No. 1. 





Glass Attracts Attention at Yuletide 





Giass, glass and more glass items are shown in this section of the Hegner 
Hardware Co., in Sewickley, Pa., a town of 6,000 about 12 miles out of Pitts- 
burgh. A section devoted to tumblers, beverage sets, mirrors, etc., was 
converted into a Christmas display with the use of corrugated display 
material and simple Yuletide decorative effects. In this section were cocktail 
glasses priced from five to 45 cents each and sets at $1,19, $1.25 and $2.45, 
some items offered at about Pittsburgh prices, others at a lower rate. 
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Federal Prison Industries Board. 

Federal Savings and Loan Associa- 
tion. 

Federal Savings and Loan Insurance 
Corporation. 

Federal Security Agency. : 

Federal Specifications Committee. 

Federal Surplus Commodities Cor- 
poration. 

Federal Works Agency. 

Foreign Trade Zones Board. 


Golden Gate International Exposi- 
tion Commission. ; 
Government Relations and Science 


Advisory Committee. - 
Home Owners Loan Corporation. 
Indian Arts and Crafts Board. 


Interdepartmental Committee on 
Foreign Trade Agreements. — 
Interdepartmental Committee on 


Health and Welfare. = 
Interstate Oil Compacts Commission. 


Jefferson National Memorial Com- 
mission. 

Labor Policies Board. 

Marine Casualty Investigation 
Board. 


Maritime Labor Board. 

National Air Transport Adjustment 
Board. 

National Archives Council. 

National Banking Association. 

National Bituminous Coal Commis- 


sion. 
National Defense Advisory Commis- 
on. 
National Defense Research Commit- 


tee. 
National Emergency Council. 


National Historical Publications 
Commission. 
National Labor Relations Board. 


National Mediation Board. 
National Mortgage Association. 
National Munitions Control Board. 
National Park Trust Fund Board. 
National Power Policy Committee. 
National Power Survey. 


National Railroad Adjustment 
Board. 

National Recovery Administration. 

National Re-employment Service. 








The Chicago 






tisk Your Jobber About— 


6é 99 Belt 
Palley Display 


will help 
You 
make Sales 


A $15.00 
Value 


the No. 50 Display Board. A 
complete assortment of 24 pul- 
leys in 12 popular sizes ranging 
from 114” up to 5” in diameters. 

All pulleys are for “A” belts 
and come in %4” and 5%” bores. — 

The Display Board is finished 
in red, white and blue and has 
space in the rear for additional 


sizes. 
Mfr’d by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St., CHGO. 12, ILL. 
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Resources Committee. 
National Youth Administration. / 
New York World’s Fair Commis- 


National 


sion. 
Northwest 
| Commission. 
Petroleum Administration Board. 
Petroleum Conservation Division. 
President’s Committee on Adminis- 
trative Management. 
Prison Industries 
3oard. 
Production Credit Corporation. 
Public Contracts Division. 
Public Works Administration. 
Puerto Reconstruction Administra- 
| tion. 
Railroad Retirement Board. 
RFC Mortgage Company. 
Recreational Demonstration 
| ects. 
Regional Banks for Co-operatives. 
Resettlement Administration. 
Rural Electrification Administration. 
Rural Rehabilitation Division. 
Securities and Exchange Commis- 
sion. 
Social Security Board. 
Soil Conservation Service. 
Special Defense Resources Commit- 
tee. 
Special Mexican Claims Commission. 
Technical Advisory Committee. 
Tennessee Valley Associated Co-op- 
eratives. 
Tennessee Valley Authority. 
Temporary National Economic Com- 
| mittee. 
Thomas Jefferson Memorial Commis- 
sion. 
United States Constitution Sesqui- 
centennial Commission. 
United States Employment Service. 
United States Great Lakes Exposi- 
tion Commission. 
United States Harvard University 

Tercentenary Commission. 

United States Maritime Commission. 
United States Texas Centennial 

Commission. 

Virginia Boundary Commission. 
Virgin Islands Company. 
Wage-Hour Division. 

Works Progress Administration. 


Territory Celebration 


Reorganization 


Mr. Emery further comments on 
this subject, saying: 

“In considering the above list of 
new Federal Agencies, keep in mind 
that each of these agencies issued 
rules, regulations or directives of 
some kind. Some of them issued 
comparatively few, others quite a 
large number. The main point, how- 
ever, is that the sum total of the 
regulation applied by these 124 
agencies adds up to a considerable 
amount of pre-war regimentation. If 
this trend toward centralized bu- 
reaucratic control of everything is 
carried into the post-war period, 
what will we have left of Freedom 
of Enterprise or any other kind or 
| type of freedom. 





“The answer to that question is 
of vital importance to every business 
man, to every wage earner, to every 
housewife, to all school children, to 
every boy and girl in the armed 
forces, to every professional man 
and woman, to every educator, in 
short, to every American citizen. 


| “There is, of course, only one an- 
| swer and that is to restore consti- 
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PERFECT COTTER PINS 





PRODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %” to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY?! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 








Are you gelting 


YOUR SHARE OF 


INDUSTRIAL || 


SOLDERING IRON 







BUSINESS? , 






One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 


Illustrated here is No. 600-10 (100 
watts, ¥% in. tip) from the line of 
DRAKE Industrial Soldering Irons. 


ASK YOUR 
JOBBER FOR 
INFORMATION 


RAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 
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| [UFKIN 
“RED END” RULES 


; 





STANDING RULE FOR YOUR CUSTOMERS 


SAGINAW, MICHIGAN New York City 


TAPES . RULES - PRECISION TOOLS 





Modern in design. Modern in appear- 
ance. Sheds water like a duck. New 
Aero combustion. Storm and wind- 
proof. All weather controls. Favorite 
with farmers. Ideal for any emer- 
gency use. Order NOW. 











Embury Mfg.Co.,Warsaw,N.Y. 
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tutional government, government of 
the people, by the people and for the 
people. This can be done provided 
enough of the people want it done. 
In my 
enough of them won’t want it done is 
because they do not know how bad 
the bureaucratic situation actually 
is. As a matter of fact. not many 
business men are as well informed 
as they should be concerning the 
overall picture, and even those who 
are well informed need acurate fac- 
tual information to use in combating 
the and arguments ad- 
vanced by the ‘planners.’ The ‘Dead 
Hand of Bureaucracy’ is literally a 
‘gold mine’ of information. 


theories 


“Sullivan 


says. “Bureaucracy is 
aggressive, jealous. harsh. It has 
corrupted administration and_per- 


verted justice. It measures progress 
by the increase of its own 
powers.’ ”’—De Witt Emery, Presi- 
dent, National Small Business Men’s 


only 


4ss’n. 





GALES SINGLES 


He WORRIED OVER HITLER = AND 
VER HITLER — AN 
WAR AND BLITZ AND POLITICS HIS 
SALES KEPT GETTING CITTLER - 





GE WORRIED OVER ITALY , THE 
BRITISH FLEET, THE JAPS -HE GAVE 
UP PRECIOUS SELLING TIME TO 
STUDY FOREIGN MAPS — 





AND ALL THESE WORRIES THAT HE 
HAD, A FINAL ONE BEGAT — HE 


WORRIED TILL HE LOST HIS YOB- 
THEN WORRIED OVER THAT! 








judgment, the only reason | 


) 


y 


FAMOUS; 
NAMES IN 
NETTING 


INDIANA 
STCCL & WIRE co, 











"49" tly reinforeed. 
Ne. 158 sad pool The fork is 
Mortar a 1% pressed from 
deep heavy gauge 

steel 


Write for prices. 
The Cleveland Wire Spring Co. 
& 88h St. and Hamilton Ave. 











s @ $$ Cieveland, Ohic * 7 








ALL WOOD SLEDS 
ALL WOOD COASTER WAGONS 
VICTORY GARDEN WHEELBARROWS 
KITCHEN STEP STOOLS 
SCOOT-R-CAR 
HAND DECORATED UTILITY POTTERY 


V. H. WORMAN 
ASSOCIATES 


Merchandise Mart, Chicago, Ill. 












COOK’S 
SUPER VALUE 
NAIL CLIPPER 


Due to the war, "Clip. 
Rite," “Gem" and “Gem, 
Jr." Finger Nail Clippers 
are unavailable. atil 
conditions permit their 
sale, remember the name: 
COOK! 


THE H. C. COOK CO. 
* 27 Beaver St., Ansonia, Conn. 
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DETACHABLE BLADE 


K NIVES. for HOBBYISTS 
an 2 ee eee 
CRAFT! 


No other item you've ever handled 

returns you so much sound, steady 
rofit, or your customer such com- 

plete satisfaction . . . and that’s why con- 

stant repeats make your profits swell. Here's 

healthy prosperity just waiting to be asked 
. . GRAB IT! 


Address inquiries to Alfred Field & Ce., 
sele distributors in Hardware Field, 93 
rs Street, N. Y. 





Get our deal for 
this beautiful 
silent salesman. 


Let Sharp-Edged Advertising Help 


A national “‘big push” in publications reaching the 
very people who buy from you plus strong, 


compelling “Dealer Helps’’ and this handsome 


time- -proved display cabinet containing ample stock 

. these together make X-acto Knives with 8 
interchangeable eg types PROFITABLE. Get 
all the facts today. 
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ORNAMENTAL 
SURFACE HINGES 


The 44-00-1 series 
is made of wrought 
steel. Overall size 
2-1/16" x 23%". A 
similar design in a 
loose pin half sur- 
face hinge is also 
available. 


The two popular "Shelby" styles shown 
here are available in gunmetal black, 
bright zinc, and Parkerized black. 


Series 45-00-3 or- 
namental surface 
hinge is made of 
wrought steel. Over- 
all size 2-3/16" x 
1/7". A similar de- 
sign in an _ offset 
hinge is also avail- 
able. 








Make "'Shelby"’ your BUY word when ordering hinges. 
THE SHELBY SPRING HINGE COMPANY 
SHELBY, OHIO 


Bull > RS HARDWARE } 
hyo‘ r Mellor 4 eair | 
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of Surplus Goods 
(Continued from page 102) 


surplus item on which a bid will be 
reconsidered should be specified. If 


| packed in containers, the minimum 
| quantity should not be less than the 


amount of a container. If in single 
unit shipping cases or in bulk, the 
minimum quantity should not be so 
large as to exclude bids from aver- 


age retail establishment for one min- 
| 
| imum unit. 


6—Lists of these surplus goods 
should be announced in the Federal 
Register together with announce- 
ment that descriptive lists may be 
obtained from the Procurement Divi- 
sion in Washington. Descriptive an- 
nouncements should be mailed to 
the national trade associations. 

7—Forty-five -days should elapse 
between the announcement and the 
opening of bids. 

8—To the extent that goods re- 
main available. bids submitted 
should be accepted on the basis of 
the price offered. The highest bidder 
should receive the 
and so through the list of bidders. 

The committee states that if these 
recommendations are adopted the 
following five main objectives would 
be accomplished: 

1—The government would obtain 
the largest possible return from the 
disposal of its surpluses. 

2—Government 


surpluses would 
Pp 


| Submit Plan for Disposal | 


first allotment | 


be dispersed widely through the | 


maximum number of | stablishments 
and would be quickly absorbed at 
the consumer level. 

3—The acquisition of large quan- 
tities of government surpluses by 


| speculators could be prevented. 
4—The opening of: new retail | 


establishments, pretending to spe- 
cialize in the sale of government sur- 
pluses, would be discouraged. 


5—The largest possible number of 


| established retail concerns will ob- 
| tain the privilege of bidding on gov- 
| ernment surpluses at prices at which 
| they are certain to be sold, so that 


the public, through responsible dis- 
tribution channels, would obtain the 
maximum possible amounts of avail- 
able surplus consumer goods. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 92 






Fast-Selling N ESTS 
and FEEDERS 


otrty BROWER 


Masonite Presd- | 
wood. Trap and 
Laying Nests...10 | 
and 15-nest sizes. 
Retail from .$8.95 |. 
to $17.15. > 


Masonite a es 
Feeder ee 5 
long (50 - hen 
cap.) ... metal 
reinforced . 
retails at $3. 35. 


Masonite Broiler 
Feeder . . oo a 
feeds 50 roilers 
: metal reinforced 
. . « feed-saving con- 
struction ... retails 

at $1.60. 

Fibreboard Chick 

Feeder . water- 

ares paraffin dipped 

° long . «+ - 
. retails at 


een oY 


*- 


AA 


Masonite 


Masonite 
FLOCK FEEDER 


Masonite 


BROILER FEEDER 


Feeder 
long 
Be Prepared—Order Ear- 

Bt There Will. Definitely 

ortage of Steel 


Chick 
and 36” 


Fibreboard 


CHICK FEEDER 


/ Write for LITERATURE and 
LOW DEALER PRICES 














AEG. U.S. PAT. OFF. 


Where the Need is Greatest 
BRAIDED 


CORD 


serves best — now and always — 


whether for the many uses to 
which it is put by our armed 
forces, or, in peace time, for 
sash cord, clothes line, awning 
line, small lines, etc. All kinds, 
sizes, colors, and qualities. 


Samson Cordage Works 
BOSTON 10, MASS. 


SAMSON SPOT SASH CORD 





U.S. Pat. Off. 


Reg. 














DIETZ) a & 


LANTERNS“4 


Serving their Country 
all over the World / 






R.E. DIETZ COMPANY 


"194 
Lah NEW YORK ities 
Output Distributed Through the 
Jobbing Trade Exclusively 


The Modern DOG Repellent 


“DOGZOFF"”’ keeps 
dogs and other 
animals away from 
places not wanted. 














Harmless. Cannot 
“DOGZOFF” injure vegetation. 
amernges 008 Non - poisonous. 


Non-inflammable. Dealers are author- 
ized to sell “DOGZOFF” under money- 
back guarantee. Order now for Spring 
trade 


BOHLENDER PLANT CHEMICALS, Inc. 


TIPP CITY, OHIO. 


Gripper Clips 


Small and large Registered U. S. Pat. Office 
sizes for holding 

tools, garden 
implements, 
kitchen > 
ete. Ebony fin 











GIBSON GOOD ——e INC. « 








KEY BLANKS 


“America’s Largest Exclusive 
Locksmith Supply” 


In ordering, use any stand- 

ard manufacturer’s number. 

If the original blank is not 

available, we will endeavor 

~ [a the proper substi- 
ute 


WHITLOCK SUPPLY CO. 
17 Warren Street, New York 7, N. Y. 
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Coming Conventions 
and Events 


Corrected According to 
Latest Data 


Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 17-19, 1944, at 
the Hotel Sherman, Chicago, Ill. E. G. 
Lindquist, 1319 S. Michigan Ave., Chi- 
cago, Ill., is secretary. 

Bicycle Institute of America, 
Inc., annual meeting, Jan. 26, 1944, at 
the Roosevelt Hotel, New York City. 
With this organization are affiliated the 
Bicycle Manufacturers Ass’n of 
America, Cycle Parts and Accessories 
Ass’n, and the Cycle Jobbers Ass’n. 
Cecile Meehan, 122 East 42nd St., New 
York City, is executive secretary. 

California Retail Hardware Associa- 
tion, annual convention, Feb. 15-16, 
1944, at San Francisco, Cal. Head- 
quarters and sessions at the Whitcomb 
Hotel. Le Roy Smith, Room 237, 417 
Market St., San Francisco, Cal., is 
secretary. 

Indiana Retail Hardware Associa- 
tion, annual convention, Jan. 25-26, 
1944, at Indianapolis, Ind. Head- 
quarters and sessions at the Hotel 
Lincoln. G. F. Sheeley, 333 N. Penn- 
sylvania Ave., Indianapolis, Ind., is 
secretary. 

Iowa Retail Hardware Association, 
annual convention, Feb, 8-11, 1944, at 
Des Moines, Iowa. Headquarters, ses- 
sions-and exhibit at Hotel Fort. Philip 
R. Jacobson, Mason City, Iowa, is sec- 
retary. 

Kentucky Hardware and Implement 
Association, annual convention, Jan. 
26-27, 1944, at Louisville, Ky. Head- 
quarters, sessions and exhibit at the 
Kentucky Hotel. J. M. Stone, 315 
Kentucky Hotel, Louisville, Ky., is 
secretary. 

Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 18-20, 
1944, at Minneapolis, Minn. Head- 
quarters, sessions and exhibit at Radis- 


son Hotel. C. J. Christopher, Nicollet 
at 24th St., Minneapolis, Minn., is 
secretary. 


Nebraska Retail Hardware Associa- 
tion, annual convention, Feb. 15-16, 
1944, at Omaha, Neb. Headquarters 
and sessions at the Fontenelle Hotel. 
C. A. McCoy, 325 Insurance Building, 
Lincoln, Neb., is secretary. 

New York State Retail Hardware 
Association, annual convention, Feb. 








FORGED BARS 
Wrecking — Crow — Pinch 
and Chisel; all tempered 
where strength is needed. 

eee 


BUTCHERS’ CLEAVERS 
High grade product, in sizes 
as permitted under WPB 
regulations. 
eee 


SEAFOOD TOOLS 


Oyster —Clam Tongs and 
Knives; Nippers and Rakes; 
Fish Splitters. 

eee 


MARINE ITEMS 


Grapnels and Anchors. Sizes 
4 to 15 pounds. 
eee 


ICE PICKS 


For Commercial and Indus- 
trial use, as permitted by 


WPB. 
eee 


These and other BRIDDELL HAND 
TOOLS are marketed through regular 
supply channels 


CHAS. D. BRIDDELL 
INC. 


Manufacturers Since 1895 


CRISFIELD © MARYLAND 











KEY BLANKS 


OF EVERY DESCRIPTION 
3 


Catalogue on Request 
GRAHAM MFG. CO. 


Derby, Conn, U U.S. A. 

















You'll find 
REAL 


Sales Representatives 
advertising in the Sales 
Accounts Wanted 
Columns. 
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Give ‘em wi 
practical SI 
coffee brewe 
3 or 4 cups « 
it's the right 
price, with 
Here's a + 
timed right 
soles. Get 
REAL busine 
newest brew: 


2-3- 








DECE) 





It | 











SPRADLING'S 


SPECIALS 


OVERNIGHT BAGS 

















No. 74—Approx. 13 inches long. Made 
from agsorted colors of fibre with a 
Leatherette gusset. Soft bottom. 

No. 71—15/2”. Lacquered fibre. Stiff 
bottom. Leatherette gusset. 


MONEY 
MAKER 


No. 


2 


No, 72—Made from assorted colors of 

















high quality, heavy weight Leatherette, 
— three snap buttons. Approx. 15//2” 
ong. 

No. 73—Same size. Made from water- 
proof material. 


ORDER 
FROM 
YOUR 

JOBBER 









































Give ‘em whet they wont —o 
practical SMALL size vacuum 
coffee brewer that will make 2, 
3 or 4 cups of tastilatin’ coffee. 
it's the right size, ot the right 
price, with the right profits! 
Here's a wallopin’' bergein 
timed right for bumper Fall 
soles. Get a taste of some 
REAL business with America's 
newest brewer sensation, the — 


2-3-4 CUP 


MADE WITH 


E PYREX 


BRAND GLASS 


We tell ‘em, you sell ‘em! VACULATOR 
ods will appear in LIFE, Soturday Eve- 
ning POST, Ladies Home JOURNAL, 
Woman's Home COMPANION, The 
AMERICAN Magazine, ond o long 
list of other national publications. 
PLUS the American Weetly, in 20 
major Sundey newspapers. See your 
jo ! 


bber — TODAY. 
HILL-SHAW CO. - Chicago 





DECEMBER 9, 1943 














8-9, 1944, at Syracuse, N. Y. Head- 
quarters and sessions at the Syracuse 
Hotel. Nicholas H. Kiley, 508 Hills 
Building, Syracuse, N. Y., is secretary. 


North Dakota Retail Hardware 
Association, annual convention, Feb. 
16-17, 1944, at Fargo, N. D. Head- 
quarters at the Hotel Gardner, sessions 
at the Town Hall. Clarine Sherwood, 
20 Clifford Building, Grand Forks, 
N. D., is secretary. 


Ohio Hardware Association, annual 
convention, Feb. 15-17, 1944, at Colum- 
bus, Ohio. Headquarters and sessions 
at Deshler-Wallick Hotel. John R. 
Conklin, 175 S. High St., Columbus, 
Ohio, is secretary. 

Oklahoma Hardware and Implement 
Association, annual convention, Jan. 
20-21, 1944, at Oklahoma City, Okla. 
Headquarters and sessions at the Skir- 
vin Hotel. Charles F. Nelson, 711 
Wright Building, Oklahoma City, Okla., 
is secretary. 

Pennsylvania and Atlantic Sea- 
board Hardware Association, annual 
conventions, Feb. 15-16, 1944, at Phila- 
delphia, Pa. Headquarters and sessions 
at the Benjamin Franklin Hotel. Feb. 
17-18, 1944, at Pittsburgh, Pa. Head- 
quarters and sessions at the Roosevelt 
Hotel. W. Glenn Pearce, 400 N. Broad 
St., Philadelphia, Pa., is secretary. 

South Dakota Retail Hardware 
Association, annual conventions, Jan. 26- 
27, 1944, at Sioux Falls, S. D. Head- 
quarters and sessions at the Cataract 
Hotel. Earl Erlandson, Cottonwood, 
S. D., is secretary. 

Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 24-25, 1944, at Los Angeles, Cal. 
Headquarters, sessions and exhibit at 
the Elks Club. J. V. Guilfoyle, 509 
Rives Strong Building, Los Angeles, is 
managing director. 

Virginia Retail Hardware Associa- 
tion, annual convention, Feb. 21-23, 
1944, at Richmond, Va. Headquarters 
and sessions at Hotel John Marshall. 
G. T. Omohundro, Jr., Scottsville, Va., 
is secretary. 

Western Retail Implement and 
Hardware Association, annual conven- 
tion, Jan. 17-19, 1944, at Kansas City, 
Mo. Headquarters and sessions at the 
Hotel President. Frank H. Spink, 322 
Scarrett Building, Kansas City, Mo., is 
secretary. 

West Virginia Hardware Associa- 
tion, annual convention, Feb. 7-8, 1944, 
at Parkersburg, W. Va. Headquarters 
and sessions at the Chancellor Hotel. 
Sam H. Diemer, Box 363, Fairmont, 
W. Va., is secretary. 

Wisco Hardware Co., annual con- 
vention, Jan. 24-26, 1944, at the com- 
pany’s headquarters, Madison, Wis. 
J. A. Fitschen is general manager and 
secretary. 

Wisconsin Retail Hardware Asso- 
ciation, ‘annual convention, Feb. 1-2, 
1944, at Milwaukee, Wis. Sessions at 
the Milwaukee Auditorium. H. A. 
Lewis, Stevens Point, Wis., is secre- 
tary-treasurer. 






Big DEMAND 


, 


(\ FOR U.S.-ALLIED 


? 


" 





Get your share of to- 
day’s heavy demand for 
U. S. and Allied flags. 
Many stores reordering 2 
times per week. We can 
make immediate deliver- 
ies in all sizes and mate- 
rials. Send for our 
wholesale prices and il- 
lustrated catalogue today. 


SERVICE FLAGS 


Cash in NOW on the big 
market for service flags. 
Sizes for homes, offices, 
churches, etc. Write for 
our dealer catalogue TO- 
DAY. 


REGALIA MFG. CO. 
Dept. 44, Rock Island, Ill. 














(ross tack 
Gre A COOD TACK 


(AND THEY’RE ALL STERILIZED) 


TTT 


Jacks and staples 


fn new nequinements. 
A specially --- 


W.W. (ross & CO.ING. 


EAST JAFFREY. N.H. 















NEW TANDEM SWING 







YEAR’ROUND 
SELLER! 


Installs in garage, base- 
ment, attic or playroom in 
winter — outdoors in sum- 
mer. 

Two saddle-type seats; ex- 
tra-rugged construction of 
hard wood for safety. 
Retails at $9.95 at a 


WRITE TODAY for illustrated price . a. ; 
list and circular showing other fast- fine profit for you. 
selling wood specialties. through your jobber. 


NOCK ON WOOD INDUSTRIES, Lid., Bloomfield, lowa 





Order 





On the Fighting Fronts 
All Over the World... 





LEAKPROOF 
Flashlight Batteries 


Our entire production now going 
100% to the Armed forces 


RAY-0-VAC COMPANY 


MADISON, WISCONSIN 














PERFECTION 
MILK FILTER DISCS 


Advertised in Country 
Gentleman, Hoard’s 
Dairyman and leading 
state farm papers. Pre- 
ferred by hundreds of 
thousands of dairy farms 
for their trouble - free 
performance. Write for 
outline of complete mer- 
chandising plan. 


SCHWARTZ MFG. CO. 
Two Rivers, Wisconsin 
America’s Oldest Maker of Milk Filter Dises 














Keep this ProFit-PicTURE 
in your mind 

CHORE GIRL will be back again 

—when copper is available for 

cleaning use. In the meantime, 

don't forget her. Your customers 

won't. After the war, housewives 


CHORE GIRL will appreciate this famous 


little cleanser more than ever. 


METAL TEXTILE CORPORATION 
Orange, N. J. 
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MAKE SURE 
OF MORE BUSINESS 


NOW! 


USE- 
Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts Of Your Salesmen 


We can supply you with 
the following lists :— 


16136 Major Hardware Retailers whose sales 
exceed $20,000.00 Annually. 
For $7.00 per M. 


18432 Minor Hardware Retailers whose sales 
are less than $20,000.00 Annually. 
For $7.00 per M. 


34568 Harware Retailers (Complete List). 
For $5.50 per M. 


10355 Builders’ Supplies Dealers 
For $7.00 per M. 


1010 Department Stores handling Hardware 
and Housefurnishings. 
For $7.00 Complete 


We also supply lists of hardware retailers in one 
state or in as many states as may be desired. 
When more than 2000 names are purchased, 
the price is $8.00 per M names; when less than 
2000 and more than 1000, $9.00 per M; and 
less than 1000, $10.00 per M. 


ALL LISTS ARE COMPILED IN LOOSE LEAF 
LIST FORM. WHEN DESIRED ON 3”xS” 
CARDS THERE IS AN EXTRA CHARGE OF 
60c PER M. FOR WHITE CARDS. 


WE ALSO DO ADDRESSING AND MAILING 
OF CIRCULAR MATTER AT REASONABLE 
RATES. 


Ask for Details 


HARDWARE AGE 


Direct Mail Addressing Dept. 
100 East 42nd Street, New York, N. Y. 
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cent 






Canado 
Facfory 
Stratforc 

Ontari« 





































INDUSTRIAL 


CASTERS 


@ SPEED UP PRODUCTION 

@ SAVE MAN-HOURS 

@ MODERNIZE METHODS 

@ BRING. WORK TO WORKER 
@ PROTECT FLOORS 

write for particulars 





FAULTLESS CASTER CORP. 


—_ Canada 
Factory Evansville, Indiana 
Stratford 
Ontario Branches in Principal Cities | 
es 
fi. 
2S 
f: 
[. 
[. | 
MANSFIELD 
e MANSFIELD ita a ao 
MANSFIELD, OHIO | 
e UNITED Distributed Thru Wholesalers Only | 

















Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 







COLUMBIAN ROPE ae 


City 









Auburn, ‘The Cordage 





greeR WAR WORKERS RIGH} — RECOMMEND ~, 


Handsaws Hacksaws 
Crosscut Saws Keyhole Saws 
Circular Saws All Other Types 


E. C. ATKINS AND COMPANY « 425 S. Illinois St., Indianapolis, Ind. 


GENUINE AJE' PRODUCTS 
‘@) q a > i 
oka madara, Everquhors 





















‘HARDWARE SPECIALTIES 


Overhead Conveyors, Conveyor Track, Switches, 
Tackle Block Hoists, Wire Stretchers, Weldless 
Chain, Chain Goods, Door Hangers, Door Track, 
Holders, Latches, Wrought Goods, etc., etc. 


Established 1879 


atso HAYING TOOLS anp 
BARN EQUIPMENT 


“Guaranteed to satisfy the user’’ 





THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE - COUNCIL BLUFFS, IA 













meet! U.S. GOVERNMENT 


REMOVER. 17 
fea LS pecigication R-251 











PAINT & VARNISH 
REMOVER 


THAT MEETS 

















Mtn mits ae 


perm SHEFFIELD BRONZE POWDER & STENCIL 
COMPANY..... .... Cleveland, Ohio 
















WARTIME No. 32A TORCH 


The same old favorite, with tank and combustion 
chamber of steel to conform with WPB require- 
ments. Same performance. Orders now being 
accepted for early delivery on proper priority. 


CLAYTON & LAMBERT 
MANUFACTURING COMPANY 
Torch & Fire Pot Division 14247 Tireman Ave., Dearborn, Mich, 














like attractive 








HARDWARE AGE, 


Good Window Displays « « « « « « « «#m# w@aeaeeaeaeae«ae«e« 


Do you realize that no one factor will draw people to your store 


window displays of seasonable merchandise? 


Hardware Age is continually reproducing such window displays 


are always on the lookout for new ideas. 


100 East 42nd Street, New York City 







And many dealers who require their own copy of Hardware 
Age find it highly profitable to subscribe to extra copies for their 
sales force. 

‘The cost, $1.00 per year, is returned over and over in better 
windows and increased trade. 

















DECEMBER 9, 


1943 





a inh TA 

















| Clansiiied Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word ........ -08 


Positions Wanted 


(Special Rate) set solid, maximum, 
FO GOTED cc cocccececcccceccesece $1.00 


Allow Seven Words for Keyed Address or Your Address 
BOXED DISPLAY RATES 


Ge GI sr dandnnscsensnneeecs nes $6.00 
Each additional inch......... 4.00 








DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10% off. 


Due to the special rate, these discounts do 
not apply on Position Wanted Advertise 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
mot currency of stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
* sufficient postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 














Essential Workers Need Release Statements 





LINES WANTED FOR NEW ENGLAND 
AND Be ty YORK STATE BY EXPERI- 
ENCED SALES ORGANIZATION . BOS- 

TON then AND WAREHOUSE... 
DUN & BRADSTREET RATED PLAN 
FOR pee. WAR NOW. ADDRESS PERKINS 
SALE CO., 610 NEWBURY STREET, 
BOSTON 15, MASS. 





LARGE TOOL MANUFACTURER _inter- 
ested in one or two good salesmen. Should have 
experience in calling on wholesalers or retailers 
for manufacturer. State qualifications — draft 
status, etc.—Statement of availability required. 
Address Box H-306, care of Harpware AcE, 
100 E. 42nd St., New York City 17, N. Y. 





MANUFACTURER’S REPRESENTATIVES 
WANTED in all territories in the U. S. except 
the South and Southwest for popular hardware 
item, now available. Address Box H-296, care 
of Harpware Ace, 100 E. 42nd Street, New 
York City 17, N. Y. 





ESTABLISHED HARDWARE, PAINT & 
HOUSEWARES STORE doing annual business 
of $40,000, Modern Fixtures, Rental, Good Lo- 
cation. Owner must leave town. Write Box 
H-309, care of Harpware Ace, 100 E. 42nd 
Street, New York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVE 
COVERING METROPOLITAN New York and 
State of New Jersey, calling on Hardware and 
Housefurnishing Jobbers desires additional lines. 
Address Box H-310, care of Harpware Acz, 
100 E. 42nd Street, New York 17, N. Y. 





EXPERIENCED SALESMAN WITH HIGH 
CLASS FOLLOWING in hardware dealer and 
lumber yard outlets territory South and South- 
west desires good hardware or kindred line— 
available at once. Very best references. 
dress: Salesman, 4490 DeMontluzin Street, New 
Orleans. La. 





CANADA 
POST-WAR 
PLANNING 


CANADIAN IMPORTING FIRM, established 
in 1920, is looking forward to exclusive rep- 
resentation of factories of GLASSWARE, 
ENAMELWARE, TINWARE, HARDWARE 
SPECIALTIES and ALLIED LINES. We oc- 
cupy 7,500 square feet Warehouse space and 
6,000 square feet Showroom display in heart 
of wholesale district. Wide coast-to-coast 
sales organization. Strong financial backing. 


Reply Box H-3Ii, care m HARDWARE AGE 
100 E. 42nd Street, New York City 17, N. Y. 














JOBBERS AND RETAILERS ATTENTION. 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, —, plumb- 
ing and electrical supplies, paints, etc. No stock 
too large or too smal] for our consideration. Get 
our price before you sell. Write Box 500, 1474 
Broadway, N. Y. 





FOR SALE. BX CABLE. 8000’ in 250’ 
ROLLS, 14-3 WIRE. lso ‘Nameplate tape 
in 2 Ib. rolls and up. Make best offer. Peerless 
Vending Machine Co., 220 West 42nd Street. 
New York, N. Y. Tel. Wisconsin 7-8610. 


WELL ESTABLISHED factory distributors, 
carry stock and travel sal Our 

are hardware, furniture, appliances, vetrigeration 
and plumbing dealers. If you want wide distribu- 
tion to all Gulf Coast States, write at once C & N 
Sales Co., 817 Poydras St., New Orleans, 
Louisiana. 











WANTED 
BOLTS — NUTS — RIVETS 
SCREWS — WASHERS 
Submit Your Lists of Surplus Meterial to: 


L. SALZINGER 
997 Broadway, Brooklyn 21, N. Y. 














HELP WANTED — EXCELLENT OPPOR- 
TUNITY for a young man experienced in the 
hardware business to call on retail hardware 
stores in the metropolitan New York territory. 
Active established customers ready to place orders. 
Do not delay, drawing against commission, state 
full details in first letter. Statement of avail- 
ability required. Address Box H-308, care of 
Harpware Acz, 100 E. 42nd St., New York 
City 17, N. Y. 





BP nt eng ect hm mae in acting as dis- 
or manufacturer’s representative for New 

York City and any parts of the eastern 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with —_ 
utilities and various manufacturing plants. 
unable to make deliveries at present, interested i 
discussing post war representation. Address— 
— L. Wolff, 420 Lexington Ave., New York 

ity. 





FOR SALE. PROFITABLE HARDWARE 
BUSINESS in thriving Pacific Northwest Town. 
Established nineteen years, is now and has been 
since started, a very profitable business. Owner 
must sell on account of age. Address Box H-307, 
care of Harpware Acer, 100 E. 42nd Street, 
New York City 17, N. Y. 





WELL ESTABLISHED TRAVELING 
SALESMAN 16 years selling the wholesale and 
major hardware dealers from Pittsburgh West 
to Denver and all through the Middlewest desires 
correspondence with a manufacturer in need of 
the experience offered. Address Box H-312, care 
of Harpware Acr, 100 E. 42nd Street, New 
York City 17, N. Y. 





1500 DOZEN RECONDITIONED FILES, 
BEST MAKES, excellent condition, sorted, 
wrapped in %-dozens according to type, size, cut. 
Similar quantity available monthly. Also wanted, 
salesman on commission basis, covering New 
England Mill Supply houses and plants. State- 
ment of availability required. Address File Re- 
conditioning Co., 43 Hall Avenue, Wallingford, 
Conn. 








There’s no waste circulation— your Help Wanted, 
Accounts Wanted, Sales Representatives Wanted and 
Business Opportunities advertisements go straight to 
the hardware trade—the very class you want to reach. 


HARDWARE AGE, Classified Opportunities Dept., 100 East 42nd St., New York City 


Hardware Age Takes Your Sales Message To Over 21,000 Subscribers 


You can run a fifty-word, set solid, classified sales 
message under any of these headings for only four 
dollars; or a Position Wanted ad at a (Special Rate) 
of onlyone dollar. Send check or money order (only) to: 
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f length; hand-ground bit; many tised in "Popular Mechanics" 
4 COLOR peme Ange bs ay Fa and ‘'Popular Science"' to 
COUNTER 
DISPLAY 






A SUPERIOR SCREWDRIVER JAZ ZG THE AUTOMATIC GRIP 
AOL’ (o-e 2th Full featured: High quality value of an already high 
; a\ blade, tempered entire quality screwdriver. Adver- > 


Plus the patented, exclusive reach war workers. 
Gripper that doubles the Order Thru Your Jobber. 


84 Exchange St, ROCHESTER 4, N. Y. 








ALS ypson Bros., Inc. 





PATENTED 








~ NEW PROFITS WITH | | Guns Are in Style Now 


IDAW: DEE and so is HOPPE’S No. 9 


REG.U.S. PAT. OFF. These are war days and in both war and 


NO-RUBBING FLOOR wax a Hoppe's No. 9 gets the call with 


&g oth soldier and sportsman because it al- 
:| A High Grade, Quality Prod- 


H ways does a tip top job of gun cleaning. 
a And—it gets the call and priority of = 
| uct... a Profitable Household 
Item for Dealers. 


trade too because it always gets 
Dealers and Jobbers Remember, DANDEE is HEAVY DUTY. 
Solicited 





consumer demand. Get the full i a 
from your jobber—or from us. 


FRANK A. HOPPE, Inc. 
2314A North 8th St. Philadelphia 33, Pa. 





TWIN GITY SHELLAC CO., INC. 340 Flushing Ave., Brooklyn, N. Y. 





























No. 678—24”, 26”, 28”, 30” x 2%4”x1%” I Plumb, 1 Level, No. 118—24”, 26”, 28”, 30” x 2%” x 1%” 2 Plumbs, 
Round Top Sight, Protected glasses. Weight 1% Ibs. 2 Levels, Protected glasses. Weight 1%” lbs. 


SAND’S LEVEL & TOOL CO., 8631 Gratiot, Detroit 13, Michigan 


Keep In Touch With The “‘OPPORTUNITIES” In The Trade— 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 


There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication. Hardware, Age has been the recognized 
leader for bringing buyer and seller, employer and employee together for 
many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, (Classified Opportunities Dept.) 100 East 42nd Street, New York, N. Y. 














Profitable, Fast Selling Line Of Consumers Products 
Established Quality — New Labels — Convenient Size Packages 


LINOLEUM CEMENT CONSUMERS PATCHING PLASTER 
Tiger Grip is a favorite with linoleum For cracks, holes and general use. Will not shrink or 
layers for patching linoleum, gluing discolor. Mixes white in cold water. Does not require 
stair treads and seams, etc. In handy sizing before painting or papering. 1, 2% and 5 |b. 
size jars and cans. cartons; 2, 5 and 10 lb. paper bags. 
DAISY BRUSH CLEANER CONSUMERS CRACK FILLER 

Bristles are scarce. Daisy cleans paint Fills holes, cracks or breaks in wood, 

brushes perfectly. 10¢ carton; also stone, etc. Mixes smooth, drys hard, 

25¢ economy package of 12 doz. stays put. 5 oz. and 1 Ib. cartons. 

We Solicit Inquiries From Wholesalers. Ask For Our Folder Showing Products Of Merit. 





‘Spat BRUSH | 
(olcteanen| CONSUMERS GLUE COMPANY—since 1906—ST. LOUIS, MO. 


. Os ' 








DECEMBER 9, 1943 


















Push-Pins 
Push-less Hangers 


Sell them TOGETHER fc: every 
pin-up or hang-up need. 43 
years of dependable service. 
Ask your penne 











STAMPS for 
Hard Surfaces 


Now ready for use on tough 
marking jobs everywhere 
in busy American industry, 
these new hand-made Mil- 
lers Falls tool-steel stamps 
have special tempered faces 
to stand up where ordinary 
stamps would fail, and 
tempered heads to prevent 
mushrooming or fracturing. Character sizes from 1/20” 
to 4", letters and figures. Sharp, clear, legible impres- 
sions. Packed in well-made wooden box. Write for details. 


MILLERS FALLS COMPANYS3¢S 
GREENFIELD . . MASSACHUSETTS 














bed PLATFORM, 
alr an § HAND and 
5 OD, Gan ie a On On GS 

The Fairbanks line of Hand, Platform 
and Box Trucks consists of a type for 
practically every service. It is the most 
complete, the most modern line on the 
market. 

Fairbanks take the most brutal punish- 
ment without damage because they are 
reinforced. 

They’re backed by over 50 years’ experi- 
ence. 

Write for Catalog No. 51-52 and price list 


THE FAIRBANKS COMPANY 


393 LAFAYETTE $f. NEW YORK 3, N. Y. 
Boston. Mass Pittsburgh, Pa. 














Genui"° DOMES SILENCE] 





SLIDE SILENTLY - SOFTLY - SMOOTHLY 


40¢ SET-10c SET-10c SET SAVE FURNITURE [ 


& FLOORS - CREATE QUIET 
voor Si Sitar | 

Domes of Sil — Insulated Cushion Glides 
For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, iarge 


chairs and all furniture. 








your Jobber 


Ask 


DOMES of SILENCE a” 
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Adwenktinerns 





A 
Ackermann-Steffan & Co. 
Acme Steel Co. Sea 
American Cabinet Hdwe. Cor. ‘ 
American Central Mfg. me. 
American Chain & Cable Co., Inc. 
American Chain Div. : a6 
American Mfg. Co. 

American Molded Products Sales 
Co. 5 
American 
American 


Pad & Textile Co. 
Safety Razor Corp. 
American Screw Co. 
American Steel 
American Wire Fabrics Corp. 
Anderson Box Co. 

Arcade Mfg. Co. 

Atkins & Co., E. C. 

Atlas Asbestos Co. 

Auto City Plating Co. 


8 
Ballonoff Metal Prod. Co. 
Barcalo Mfg. Co. 

Benjamin Air Rifle Co. 
Bethlehem Steel Co. 

Bohlender Plant Chemicals, Inc. 
Boss Mfg. Co. 

Boston Woven Hose . Rubber Co. 
Briddell, inc., Chas. D. 

Briggs & Stratton +4 

Brower Mfg. Co... 

Burgess Battery Co. 


Cc 
Carnegie-lllinois Steel Corp. 
Cheney Hammer Corp., Henry 
Chicago Die Casting Mfg. Co. 
Clayton & Lambert Mfg. Co. 
Clemson Brothers, Inc. 
Cleveland Mill & Power Co. 
Cleveland Wire Spring Co. 
Climax Industries, Inc. 
Collins Company 


Colt's Patent Firearms heen Co. 
10 


Columbia Steel Co. 
Columbian Rope Co. 
Columbian Vise & Mfg. Co. 
Consumers Glue Co. 
Continental Screw Co. 
Cook Co., H. C. 
Coughlan ‘Co., 6. N. 
Covert Mfg. Co. 


Cross & Co., Inc., W. W. 


Damascus Steel Prod. Sap. 

Dazey Churn & Mfg. Co 

DeLaval Separator Co., The 

Deming Co., The 

Detroit Vapor Stove ‘Div., 
Warner Corp 

Diamond Calk ‘Horseshoe Co. 

Dietz Co., The R. E 

Domes of Silence . 

Drake Electric Works, Inc. 

Draper-Maynard Co. 

Duo Therm Div. of Motor Wheel 


Prod. Co. 


" Borg- 


Corp. 
Duro Metal 


Economaster Products Co. 
Economics nepunenpevted Inc. 
Edlund Co. 

Edwards Mfg. Co. 

Embury Mfg. Co. 
Engiishtown Cutlery, Ltd. 


FE 
Fairbanks Co., The 
Farm Journal 
Faultless Caster Corp. 
Forsberg Mfg. Co. 
Franklin Glue Co. 


6 
General Gectric Co. Lamp Div. 
Gephart Mfg. Co. 

Gibson Good Tools, Inc. 
Gilmer Co., L. H. 

Glenwood Range Co. 

Goulds Pumps, Inc. 

Graham Mfg. Co. 

Griffin Mfg. Co. 


H 
Hamlin Metal Prod. Co. 
Hawkins Co. 
Hazard Insulated Wire Wks. 
Hill-Shaw Co. 
Hoppe, Inc., Frank A. 
Huenefeld Company, The 
! 
Indestro Mfg. Corp. ana 
Indiana Steel & Wire Co.. 


Jacuzzi Brothers .. 
Justrite Mfg. Co. ... 


K 
Katzinger Co., Edward 
Kem-ical Corp. ...... 
Kursh Paper Co. 


& Wire Co.....10, 
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120 


39 
125 
138 


128 


136 


113 
137 


L 
Lamson & Sessions Co. Ridden ae 
Landers, Frary & Clark .......... 5 
Leipzig & Lippe, Inc. 
Lewis Engineering & Mfg. Co., The tie 
Lockwood Hdwe. Mfg. Co. ..... 


Lufkin Rule Co., The ............. 128 
Lund Company, it Ghd ocscccaaas 9 
M 
Malleable Iron Range Co. oak ae 
Mansfield Tire & Rubber Co...... 133 
ee eerie. 47 
McKay Company ................. ll 
McKinney Mfg. Co. ............- 38 
Metal Textile Corp. ............... 132 
ere ery ere 25 
| rarer 137 
Midwest Stove Co. .............. 75 
Miller, Inc., Robert E. .......... 136 
Millers Falls Co. das@dvas suse 
Moore Push Pin Co. ............. 136 


Morse Twist Drill ls k Machine | Co... 91 


Mortell Co., J. Wg 
Morton Salt gg Sodeseoens a 
Myers & Bro. Co., F. Rice..axn 
N 
National Enameling & pn tee iin 
er rR ere ae 7 AS 
National ‘Mfg. ‘Co. ed 20 
Ney Mfg. Co. sis oie 6s 
enbeageed, SS eo ae 
Noma Electric Corp. ............. 12 
North Bros. Mfg. Co. Resin taee ae 
Northland Ski Mfg. Co. - . 
° 
Okonite Co., The 37 
Owens Corning Fiberglas “Corp.. 27 
P 
Park Metalware Co., Inc. ........ 79 
Parker-McCrory Mfg. PR ivcgesis 75 
Pennsylvania Rubber Co. ......... 55 
Pennsylvania Salt  * Ge. «.... @ 
Plumb, Inc., Fayette 49 
Plymouth Cordage | ER 
Prime Mfg. Co. . aaa 
Progressive Mfg. Co. . + 115 
R 
Ray-O-Vac Co. sixeconkse ee 
Regalia Mfg. Co. sissnliiilicecaesite 
Remington Arms Co., Inc. ....... 73 
| Rockford Brass Works ......... 79 
Rogers Isinglass & Glue Co. .. 138 
Ryerson & Son, Inc., Jos. T........ 119 
s 
Sammann Co., Harold P. 16 
Samson Cordage Works ; 129 
Sand's Level & Tool Co. 135 
Schwartz Mfg. Co. ........... 132 
Sentinel Radio Corp. 109 
Sheffield Bronze Powder & Stencil 
Co., Inc. .. 133 
Shelby Spring Hinge Co. : 129 
Simonds Saw & Steel Co. 3! 
Smith, Inc., Landon P. : 139 
Socony-Vacuum Oil Co., Inc. 50 
So-Lo Works 2! 
Solo Products Corp. 127 
Spartan Co., The ; ~ | 
Speaker Corp., J. W. ‘ 38 
Spradling's, Inc. ' 13! 
Stanley Works, The 4 
Stevens Walden, Inc. 126 
Swift & Co. ‘Vigoro Div." 32 
T 
Taylor Instrument Companies 18 
Tennessee Coal, Iron & Railroad 
Co. pa erea 10, 19 
Tennessee Corp. (Loma Div.).. 30 
Tennessee Valley Associates 39 
Treet Safety Razor Corp. 121 
Triplex Screw Co. ........ 113 
Turner, Day & Woolworth Handle 
Co. bons 39 
Twin City Shellac a 135 
Union Hardware - , 3% 
United States Steel ome. 10, 19 
Upson Brothers, Inc. .... 135 
v 
Vaco Products Co. 138 
Vaughan Novelty Mig. Se. 135 
Vichek Tool Co. ............. 124 
w 
Westclox Div., General Time In- 
. . struments Corp. A , 34 
Western Auto Supply G6 2.2.5 8 
Whitlock Supply Co. ............. 130 
Wickwire Brothers, inc. rhe 53 
Wickwire Spencer Steel Co. .. 4% 


Winchester Repeating Arms Co... 45 
Wood Shovel & Tool Co., The ... 56 
Worman, V. H., Associates ..... 128 


X-Acto Crescent Products Co.. 
Inc. 5 << ebtaaawaesumeee 7 129 


Y 
Youngstown Mfg., Inc. .... 7 
Z 





Zenith Radio Corp. 
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For more than 30 years the 
Midland Trademark has identi- 
fied harness hardware and 
chains of the highest quality— 
in design, in strength, materials 
and workmanship. The line 
today is more complete than 
ever. To handle a complete line 
under the Midland Trademark 
is to simplify your stocks, make 
stock keeping easier, and im- 
prove your service. Specify 
MIDLAND from your jobber. 


No. 711 
HAME FASTENER 





THE MIDLAND COMPANY 


MANUFACTURERS INCORPORATED 1911 


SOUTH MILWAUKEE - 





WHAT A SLICK )\ iT oy, 
WFUL 











A Complete Line 


i 





A GIFT THAT GIVES A LIFT....._.-_.__._.____... FRANKLIN GLUE | 


\ (AND WE WON'T HAVE 


)( Ofs 





FRANKLIN << 
Ligui 





TEST IT YOURSELF — WRITE FOR SAMPLE 
ON YOUR BUSINESS LETTERHEAD 





ITHE FRANKLIN GLUE Co 


COLUMBUS, OHIO 







A) p THE LUCKY DOG KIND” 


Military needs must have the right-of-way. 
The demand by the Armed Forces for Athletic 
Equipment, together with an acute shortage 
of essential raw materials, have created pro- 
duction difficulties. 


It is our hope that with the release of vital 
raw materials increased production will again, 
in the near future, provide a surplus for our 


distributors” needs. 


Remember that the Athletic Equipment at 
present not available to you is doing double 
duty with the Armed Forces on the home front 


and in every far-flung outpost of the world. 


THE DRAPER-MAYNARD CO. 


400 VORK STREET CINCINNATI, OHIO 























To Go “OVER THE TOP" in 1944: 


IN THE WAR - - 


1. Buy War Bonds. 


2. Give Blood, 


3. Support Rationing, 
4. Make the most of what 


you have. 


BENJAMIN 


SCEMIALY DEAD 1 FOOH AGH SEAL RE 





IN YOUR BUSINESS - - 


Service the repeat busi- 
ness calling for cal. 177 
and cal. .22 Benjamin 
H-C Pellets — they are 
available. 


BENJAMIN AIR RIFLE COMPANY — 1517 S. Eighth St., ST. LOUIS 4, MO. 
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1943 





137 











FORWARD—TO ’44 


As during ’43, your forbear- 
ance in accepting limited 
allotments through jobbers 
is a necessary contribution 
to the war effort. While 
rationing of orders contin- 
ues, it will be on the equi- 
table basis of previous sales. 





EGG BEATERS 
CAN OPENERS 














STATE 
Stren Type | 
—: aie 


the hardware, mill sup- 


ply or maintenance 
field can be supplied 


Vaco Amberyl 


and wood handle qual- 
ity products. 

Used in important 
"war" and civilian 
tasks all over the globe. 
173 Standard types. 

Write for Catalog 


VACO PRODUCTS CO. 
317 E. Ontario S#. 
Chicago 11, Ill. 


Canadian Branch Warehouse: 
560 King St. W., Toronto 2, Ont. r 


XS 


WN 













AN 











Win 










ERS Glue 
tic Times 


HowAbo 
In These 


- Can you get merchandise? 


Yes—Can't serve new customers but we're taking care 
of our old customers. 


Is the supply of Rogers Glue limited? 


7? Oo 9 


Yes, to a certain extent, for the duration, but we've 
worked out a fair plan of distribution on back orders to 
assure Hardware Trade a steady flow 


What about prices? 
We are not advancing our prices. 
And “Rogers” quality — ? 








=» OPO 


Rogers Glue is by far the strongest on test—no change 
in quality. 


Rogers Carries On With Exclusive Hardware Jobber Policy 


Phone Your Jobber for Free Project Sheets 
USE ROGERS LIQUID FISH GLUE 














GLOUCESTER, LY 





—back orders will soon diminish. New 
equipment has been added that will 
permit greater production of Quality 
Trojan Saw Blades and Frames. Trojan 
Blades are manufactured with the pre- 
cision of fine instruments—from high 
carbon content wire rolled to Trojan 
specifications, oil hardened and tempered 
to stand maximum abuse. Teeth are 
filed and set (not stamped). 


ACKERMANN, STEFFAN & CO. 
4534 Palmer St. © Chicago 39, Ill. 


NEW YORK: 200 Church Street. 
SAN FRANCISCO: Houston & Merton, 1270 Bush Street. 











MONTREAL: W. Claire Shaw, 407 McGill Street 
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ITS ALL IN 
THE WHEEL 


Precision-made wheels, designed 
and manufactured by _ exclusive 
Red Devil methods, assure that 
each and every RED DEVIL GLASS 
CUTTER is alike, one to another, 
in quality and performance. 


RED DEVIL GLASS CUTTERS cut 
more glass and cut it better. 


Modern-line handles, designed to 
comfortably fit the hand — mean - 
effortless accuracy, no matter 
how long the job. 


You don’t get “glass cutter 
thumb” or callouses between the 
fingers when you use a RED DEVIL 
modern-line GLASS CUTTER. 


LANDON P. SMITH, INC., IRVINGTON, N. J. 













BOSS 
Wi 


KEROSENE Wicktbss 
STOVES * RANGES ——_hem 


BOSS BLU-HOT 
Adjustable Wickless 
B-3WS COOK STOVE 


Back of Boss Victory Models is 
the same dependable manufac- 
turing which has made ‘‘BOSS’”’ 
the Quality Leader, 


PRIZE WICKLESS 
NEEDLE VALVE =~ 2 


STOVES... ii } r 
Made in both Table Model [i-¥ if Kyl} Fal by 


and High Leg Types. 


C-29-N Table Model 
C-28-N High Leg Model 


Byisisi 


C-39-N Table Model 
124 V | > N S Nationally Farnous For Cooking Efficiency .. . 
The Standard Of Value For Over 40 Years. 


RATIONING RESTRICTIONS 


Rationing Certificates are required 
to make shipment of kerosene stoves. 


VICTORY 
MODELS 


For the 
Duration. 








Same are shipped in order received. 


MODELS SHOWN NOW AVAILABLE 








RANGES * STOVES « OVENS ° HEATERS 
THE HUENEFELD CO, CINCINNATI, OHIO: 








